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Fifty-third Year, No. 15 


| Record Attendance 
At Eastern Agents’ 


Annual Conference 


H. Earl Munz Elected Chairman to 
Succeed Edwin S. Cowles at 
Atlantic City Meeting 


TIGHT MARKETS A PROBLEM 
Resolution Asks Companies to Pro- 
vide Facilities to Take Care of 
Demands From Public 


By Epwin N. Eacer 


Atlantic City, April 8—Close to 500 
agents and company representatives from 
11 Eastern states and the District of 
Columbia met here this week at the 
fourth annual meeting of the Eastern 
Agents Conference. Since the first gath- 
ering at Baltimore in 1949 the Confer- 
ence has gained steadily in importance 
and prestige and attendance at Atlantic 
City reached a new high. Next year’s 
meeting will be at the Benjamin Frank- 
lin Hotel in Philadelphia April 12-14. 

Chairman Edwin S. Cowles, Jr., Hart- 
ford, presided at the opening general 
session Monday morning. Other officers 
for the year just closing have been 
H. Earl Munz, Paterson, first vice chair- 
man; Henry G. Dudley, Washington, 
second vice chairman; J. Vernon Cob- 
lentz, Frederick, Md., secretary, and 
Preston H. Hadley, Bellows Falls, Vt., 
treasurer. 


Munz Elected Chairman 


New officers were elected at the clos- 
ing session as follows: chairman, Mr. 
Munz; first vice chairman, Mr. Hadley; 
second vice chairman, Mr. Coblentz; 
secretary, John J. Maguire, Philadel- 
phia, and treasurer, A. Warren Bod- 
well, Manchester, N. H. Mr. Maguire 
is a partner in the firm of Platt, Young- 
man & Co. and chairman of the fire 
and allied lines committee of both the 
Insurance Agents and Brokers Associa- 
tion of Philadelphia and of the Pennsyl- 
vania Association of Insurance Agents. 
He has done a good job improving 
telations between agents and the Mid- 
dle Department. Mr. Bodwell is a past 
president of the New Hampshire Asso- 
fiation. } i 
_ Two resolutions adopted at this meet- 
ing commended the New Jersey Asso- 
Ciation and the New Jersey Legislature 
for leadership in the constructive pro- 
gram of automobile insurance legislation, 
and called on insurance companies to 

(Continued on Page 27) 
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Anticipation 


At the time a man pays his first premium for Retirement 


Income insurance he is keyed up with satisfaction at having made 
a definite start on a definite plan. When the long-awaited time 
comes that the company starts paying off there is a moment of 
natural rejoicing. 

In between the first premium payment and the claim payment 
of the policy there is what cartographers call terra incognita. 
unexplored territory. Although to some underwriters it is a time 
of several decisions as to whether the insurance should be in- 
creased, to most of us in the life insurance business that period of 
anticipation is one to which we have given little study. 


Perhaps there should be some pioneering in this largely 
unexplored territory. the period of anticipation. Should the 
policyowner have it strongly called to his attention at the end 
of 5 years, 10 years, 15, that his plan is working oui according to 
schedule? Should he have more than passive satisfaction with the 
good thing that life insurance has made possible? It could be 
helpful in the motivation of others if he were induced to tell of 
his thoughts during the period of anticipation. 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 











Conflecticut Mutual 
Leaders Gather At 
Meeting In Florida 


President Peter M. Fraser Heads 
Home Office Group at Holly- 
wood Beach Convention 


NEW YORKERS GET AWARDS 


Louis J. Fink and Robert U. Red- 
path, Jr., Top Producers; Some 
Speakers Heard on Program 


Hollywood Beach, Fla., April 10. 
Connecticut Mutual Life is holding an 
educational conference for nearly 400 
agents and general agents from through- 
out the country at Hollywood Beach 
Hotel, April 8-11. The meeting opened 
with the presentation of awards to com 
pany leaders. 


Awards For Leaders 


Louis J. Fink, New York, was winner 
of the top award as 1951 company vol 
ume leader, the eighth year he has at 
tained this distinction. He is associated 
with the Guibord 
Robert U. 
award as company leader in cases. He 
is with the Josephson agency, New York 

Other 
Childs, Dallas, first-year volume leader: 
George R. Wright, Omaha, first-year 
leader in cases; Robert H. Goldsmith, 
Los Angeles (Siegmund agency), sec 
ond-year volume leader; and Joseph D 
King, Fort Worth, second-year leader 
in cases. 


Agency, New York 
Redpath, Jr., received the 


winners include Rinfred R 


Leading supervisors awards went t 
Paul A. Hummel, Los Angeles (Jones 
agency); and to Wallace C. Brunner. 
Pittsburgh. Charles F. Klefeker, Roch 
ester, was presented the award as com 
pany conservation leader. 

Plaques for having four or more cases 
a month for 60 consecutive months were 
won by Margaret L. Whelpley. Port- 
land, Me.; Marcus H. Barr, Atlanta; 
Alton G. Frix, Richmond; Joseph A. 
Spencer, Jr., Newark; and Wayne R. 
Wuestenberg, Davenport. 


Program Features 


Raymond W 
president of the company, was chair 


Simpkin, agency vice 


man for all conference sessions. The 
program was planned by Vincent B. Cof 
fin, senior vice president, and E. A. 
Starr and Horace R. Smith, superinten 
dents of agencies. Chairman on arrange- 
ments was Frederick O. Lyter, agency 
secretary. 

Mr. Simpkin introduced President 
Peter M. Fraser who spoke on, “The 
Connecticut Mutual, Today and Tomor 
row.” 

Following his talk Vincent B. Coffin 
discussed the company’s position with 
respect to institutional trends. 

(Continued on Page 22) 
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The Most 
Rewardin 
Job in the 
World 


By S.T. W. 









LISTEN TO “THIS IS YOUR FBI”... official crime-prevention broadcasts 
from the files of the Federal Bureau of Investigation... another 
public-service contribution to his community by The Equitable Society 


Representative. 


EVERY FRIDAY NIGHT + ABC NETWORK 


One of a series of advertisements illustrating how a rep- 
resentative of The Equitable Life Assurance Society serves 
his community by selling life insurance. 








Equitable Society Representative 







































When | first broke into life insurance the big problem 
was how to get people to take advantage of it. Then it 
struck me that I was approaching people from the wrong 
point of view. That was to make money for myself. I 
suddenly realized that insurance was just as important 
to society as medicine or law—that its function is to help 
assure the economic “health” of the community —and 
that insurance is the easiest and most sensible way for 
the average man to make his future secure. 

When you approach a prospect on that basis— when 
what benefits him most is your primary aim—your own 
rewards come automatically. And one of those rewards 
is the warm feeling you enjoy from helping people to 
help themselves. 

Bennett Wallace, now a junior partner in our lead- 
ing law firm is a good example. Ben may never have 
made it if it weren’t for the Equitable Education Endow- 
ment Plan his father took out when Ben was born. You 
see, his father died only a few years later, but Equitable 
took care of Ben’s future. 

I’m glad I’m an insurance man. I’m proud of the 
regard my friends and neighbors have for me. And I’m 
proud of my company. The Equitable Life Assurance 
Society is a great organization of men and women who 
work together to help keep our country the best place 
in the world to live in. 
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John Hancock 


Leaders at 


White 


Sulphur 


Springs 


Paul F. Clark on Responsibilities of Agents 


It Is Persuasion Of As Many Persons As Possible To Invest Savings In Life 
Insurance As Safest And Soundest Method Of Protecting 


Families, Themselves And Nation’s Economy 


Of the important factors in the Ameri- 
can enterprise system none is of more 
consequence in the life of the nation 
nor is more stimulating in individuals 
nor of greater importance in the economy 
than is life insurance. This places on the 
shoulders of life insurance producers a 
responsibility which should be accepted 
and a challenge which must be met. 

——— to develop this premise 
Paul F. Clark, president of John Han- 
cock told the District Agency Organiza- 
tion's President’s Club meeting in White 
Sulphur Spring last week that the princi- 
pal responsibility of the agent is to 
persuade as many people as is possible 
to invest their savings in life insurance 
as the safest and soundest method of 
protecting their families, themselves and 
the nation’s economy. ei 

“Unless the agent believes explicitly 
and implicity in the management, admin- 
istration and soundness of the company 
he represents, has every confidence in it 
and in the life insurance it provides, 
confusion will reign and both the public, 
the field man and the life insurance 
business itself will suffer,” he said. “Life 
insurance production has been built up 
to its present stature on a commission 
basis. And, under this system, all in the 
field share fairly in the over-all results. 


Significance of Breaking Records 


President Clark also discussed the 
significance of new sales records—or of 
any records in production. The particular 
comments made by President Clark had 
reference to the fact that the district 
agencies of the company had produced 
$327,108,505 in the first three months of 
1952, beating the best previous record for 
a similar three months period by $8,- 
348,777. President Clark also had before 
him the figures for 1951 which was a 
banner year for the district agency de- 
partment. For all lines of business sold 
by the company, including credits com- 
prising annuities and Group, the dis- 
trict agencies in 1951 had an over-all 
total production of $1,058,602,354 in 1951 
as contrasted with $984,000,000 for the 
year 1950. This set up an average per 
agent of $176,510. 

The year 1951 was the first in which 
the district agency organization had ex- 
ceeded a billion dollars of production. 
The manner in which the district agen- 
cies have grown was indicated by the 
fact that in 1942 total production credits 
were $525,160,883 and average per debit 
was $91,962. 

Effects on Agents Achievements 


In his comments on records President 
Clark said: 

“No member of our agency force can 
participate in such an undertaking with- 
out being a better life underwriter,” he 
said. “To increase the effectiveness of 
the individual agent has always been— 
and shall continue to be—my primary 
objective for as he improves his effec- 
tiveness he better serves himself, his 
family and his community. Every time 
he proves his own capabilities he be- 
comes that much better equipped to do 
an even bigger job. 

“It certainly has never been my goal 
to secure a volume of new business 
simply for the sake of a record. Were 
I interested in self-aggrandizement I 
could establish a record as president of 


this company which has never been ap- 
proached. The easiest way to do that 
would be to de-emphasize the writing of 
new business and just concern myself 
with cutting costs. Present policyholders 
would then find that for a considerable 
period their insurance costs would be 
lower than perhaps those of any other 
company. There would be so much less 
to pay out. The amount of money repre- 
sented in first year commissions would 
be reduced materially, There would be 
no expense such as that involved in the 
devolpement of new districts. There 
would be less inspection fees. The cost 
of issuing new policies would be mini- 
mized. Advertising would no longer be 
necessary. Investment problems would 
be fewer. Rents would decrease as some 
offices could be closed. We would not 
require the same number on our clerical 
staff or in supervisory positions. 


History of John Hancoc 


“Conceivably, such a program could re 
duce operating costs as much as $20, 
000,000. However, it must eventually re 
sult in a great reduction of our sales 
force. This in the long run might be 
detrimental to the company’s policyhold- 
ers. I have always believed that my ob- 
ligations to you and to the policyholders 
are paramount. I have an obligation to 
make sure that the opportunity in this 
company remains as great for you as it 
has been for those of us of an earlier 
generation, I have an obligation to the 
policyholders to keep their company a 
vital, alive and going concern. Any com- 
pany and those associated with it must 
look to the future. Otherwise, there is 
great danger that there will be = no 
future.” 


The District Leaders 


The President’s Trophy was won by 


k’s 90 Years 


Started in a Back Room Location; Weekly Premium Estab- 
lished in 1879; Weekly Premium Men Began Writing 
Ordinary in 1901; Continued Progress of Co. 


The John Hancock is entering its 90th 
anniversary year and some of the prin- 
cipal events in its history were given at 
White Sulphur Springs last week by 
President Clark in addressing the dis- 
trict agency members of the John Han- 
cock President’s Club. 

The company’s first office was the 
back room of a building at 41 State 
Street, Boston, Judge George F. Sanger 
being elected the first president. Albert 
Murdoek, ene of the company’s founders 
and its first agent, wrote the first policy 
on his own life on a Christmas eve, a 
policy which did not become a claim 
until 1911 when Murdock was 83. In 
a period of three and a half years the 
company established agencies in nine 
states, with Minnesota as its then far 
western frontier. In five years insurance 
in force had reached $10,000,000 and 
inside of eight years the assets were 
nearly $2,000,000. 

Judge Sanger became U. S. Attorney 
for District of Massachusetts and he was 
succeeded in office by Lafayette A. 
Lynch who in turn was succeeded by 
President George Thornton in 1873 and 
who established a diversified investment 
policy. Though business at the time was 
largely concentrated in the East in- 
vestments in the western states contrib- 
bene then as now to the strengthening 
of the country’s economy. 


Start Weekly Premium Plan 


In 1879 Stephen H. Rhodes was elect- 
ed president. His first official act was 
the establishing of the weekly premium 
plan. This, he said, was “a concrete 
demonstration of the company’s fixed 
objective of offering life insurance pro- 
tection to all who needed it.” In the 
first six months of the plan, 9,000 policies 
were in force for a total of more than 
$900,000. In two years, this total had 
grown to almost $4,000,000. And by the 


close of the Spanish-American War the 
District Agency Department celebrated 
the achievement of $100,000 in weekly 
premium collections. 

“Tn 1901,” President Clark continued, 
“weekly premium agents began writing 
Ordinary, and in the first year of business 
wrote over 3,600 applications for more 
than $4 million. In 1951, Jahn Hancock 
agents of the district Agency department 
issued more than $372 million of paid-for 
regular Ordinary life insurance. 1928 
was the year of the accomplishment of 
a million-dollar debit,” he “added, stat- 
ing, “It had taken 42 years to build an 
Industrial debit of $500,000, but it took 
only seven years to double this-figure. 

Touching on the depression of the 
30's, he said, “difficult times were still 
with us when the John Hancock reached 
the billion-dollar mark in payments to 
policyholders, almost on the day of its 
72nd anniversary in 1934. But in spite 
of the extremely adverse conditions un- 
der which the agency force worked, 
they recorded a 5% increase in weekly 
premium.” Monthly debit Ordinary was 
introduced on October 1, 1936, Mr. Clark 
asserted. 

Forecast of the present day non-medi- 
cal was seen in 1889 when there was 
a great stir over the efficacy of medi- 
cal examinations. A medical journal had 
said that not more than 3% of those 
rejected died of rejection diseases, and 
it insisted that “the blessings of life 
insurance must be extended, not cur- 
tailed.” 

The first of the company’s loan agen- 
cies, which now number 10, was opened 
in Dallas, Tex. 

The 40th birthday of the company 
found it stood eighth in size among the 
life companies, with $10,000,000 in force 
and a surplus of $2,500,000. 

Stephen Rhodes was succeeded by 
Roland A. Lamb. The company’s plans 
for erecting a new home office in Back 
Bay materialized with the opening of 

(Continued on Page 10) 


the Cleveland (Central) agency of which 
Herbert H. Ross is manager. All of his 
representatives present wore white caps 
with the word “Champion” on them. 
President Paul F. Clark presented Mr 
Ross with a framed reproduction of the 
mural, “The Day of Decision,” which is 
the first mural to be seen by those 
entering the home office building in 
Boston. Mr. Ross is the only John Han- 
cock district manager who started in his 
district as an agent was promoted to 
assistant manager and then to manager. 

The Vice President’s Trophy (given by 
Frank B, Maher, second vice president 
and head of the district agency organ- 
ization activities under Vice President 
O. E. Anderson) was won by James L. 
Driscoll, district manager at West Towns 
(Chicago). 

Winner among the 14 pioneer (new) 
district was District Manager Patrick 
J. Enright, San Diego. 

The leading agent of the company for 
1951 was Frank S. Pisciotta, Paterson, 
N. J., whose total production credits 
were $1,017,508. The No. 2 district agent 
was Lacey C, Pomplun, San Dieg 
whose total production was $982,152. 

The leading assistant district manager 
was Benjamin Ashley, San Diego. Run- 
ner up was Raphael Donata, Paterson, 
Arthur F. Norton, Southern New Eng- 
land regional manager, led the regional 
managers. That distinction he also won 
for the years from 1946 on. 


Paul F. Clark Gets Bound Volume of 
Records 


In commenting on the record made for 
the first 90 days of 1952 by the district 
agents organization Vice President O. 
E. Anderson, on behalf of the district 
agency organization, presented President 
Clark with a volume containing signa- 
tures of all members of the district 
agency field force and the district by 
district record of what was accomplished. 

Formerly, in presenting to the top dis- 
tricts the citations at the President's 
Club meetings they took the. form of 
an illuminated certificate which could be 
framed and hung on the walls of the dis- 
trict offices, This year the company de- 
cided to make the awards in the form of 
“Oscars,” which become the permanent 
property of the winning districts and can 
be displayed there. 


Monthly Debit Ordinary 
Policy of John Hancock 


At the convention of the John Han- 
cock’s district agency forces in White 
Sulphur Springs last week it was an- 
nounced that the company intends to 
issue a new Monthly Debit Ordinary 
policy. While it will be available 
throughout the country at large, where 
Monthly Debit Ordinary policies are 
presently issued, it will be of particular 
interest to New York. 

The new policy is a combination of 
20 Year Term and 20 Year Endowment. 
providing a minimum death benefit of 
$1,000 during 20 years, and maturing 
as an endowment for a minimum of $500 
at the end of 20 years. It is available 
for adults and juveniles also, with graded 
death benefits ultimate sums insured to 
ages 5 or 10 in New York and age 1 
outside of New York. 
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ae weit Explain Nicipalin 


Some of the reasons for their success 


as well as some of their philosophies 
were given by 1951 leaders of the dis- 
trict agency forces of the John Han- 


cock at the company’s President’s Club 
meeting at the Greenbrier Hotel, White 
Sulphur Springs last week. 

Frank S. Paterson, N. J., 
the leading district agent for 1951, 
whose credits exceeded $1,000,000, 
the largest elec- 


Pisciotta, 
and 
spent 
nine years with one of 
concerns before he entered life 
insurance. He was ambitious to enter a 
field where his individual abilities would 
have greater recognition. For some time 
he had been amazed as he read of the 
widespread influence and reputation of 
the institution of life insurance and he 
decided on insurance as a career. HEle 
filed applications with two companies, 
but was informed that his lack of selling 
experience made them indifferent, so lie 
decided to get selling experience. 


trical 


Door to Door Selling 


“T accepted a part time contract with 
a brush company which required door- 
to-door selling, and making — sales 
through home demonstrations,” he said. 
“After six months’ experience I felt sure 


I could sell life insurance. I was taken 
on by the Paterson, N. J., district, which 
was all right with me although it was 
15 miles from my home. I found myself 
in the right business. The company 
training helped me a lot. During my 
first eight months I was fortunate 
enough to pay for half a million and 


for my first full year—1951—I paid for 
more than a million. 

“Among other things I 
the life insurance surface has hardly 
been scratched. We are far from get- 
ting the life insurance dollars propor- 
tionate to the national income. 

“T like to compre the selling of insur- 
ance to the growing of a flower. Re- 
member that before results can be ob- 
tained a seed must be planted. I don’t 
believe there is any sure approach for 
any one case as each presents its own 
problems as brought out in the interview. 
Each case can only be answered with 
needs as defined in our training. The 
needs of the prospect are always the 
deciding factor.” 

Approximately 40% of 
business is represented by business in- 
surance. In referring to an oft-heard 
quotation, “the safe is wide open,” Mr. 
Pisciotta said: 

“This applies only when we've learned 
the right combination, and this combina- 
tion is (1) seek endless prospects, which 
means talking our product to everyone, 
eco 4 where, and in every place; (2) fol- 
low through, discarding the suspects and 
bringing to a successful conclusion the 
prospects; and (3) always command the 
interview and know what you're talking 
about.” 


learned that 


Mr. Pisciotta’s 


Benjamin Ashley, assistant district 
manager, San Diego, said some think 
that members of the President’s Club 
are “lucky. ” “This brings to mind,” he 
said, “the person who remarked to the 
father of a successful man ‘Your son 
is certainly lucky.’ The father replied: 
‘That’s true, but the peculiar part of 


the harder my son works the 
luckier he becomes.’ ” Continuing, he said, 
that mere wishing to succeed is not 
enough. The man must be willing to 
pay a price. Success generally is due 
to holding on; failure comes because we 
let go. 

“An oracle said: ‘Since aptitudes may 
remain dormant and undeveloped a man 
may not even know that he possesses 
them.’ Many a Napoleon has remained 
a clerk in a counting house without even 
dreaming that he has the requisites of 
a general,” he said. Many do not know 
of aptitudes they possess and which 
could be developed. Opportunities are 


it is that 





often hidden behind effort and persever- 
ance. 

“There is a surprisingly small differ 
ence in our mental abilities as compared 
with the determination that we possess 
to reach a goal. An ordinary man with 
average intelligence who is filled with 
determination can make extraordinary 
achievements. Most men are sometimes 
dreamers which is all right if the dreams 
are good, practical and can be intelli- 
gently and industriously cured out. No 
dream can become a_ reality without 
thought, plan and action. 


Regrets and Fears 


“Things always go right when we are 
heading in the right direction. That 
does not mean we have no problems, 
no stones in our paths. However, those 
problems and stones can be removed by 
persistence. Often we harm ourselves, 
destroy our ambition, because of our 
way of thinking. We regret what hap- 
pened yesterday; we fear what may take 
place tomorrow. But the man who knows 
where he wants to go and keeps on the 
way has little time for fear or regrets. 

“The man who works with his hands 
is a laborer. If he works with his hands 
and his head he is a craftsman. Work- 
ing with head, hands and heart, he is an 


artist. But the man who works with his 
hands, head, heart and his feet is a 
salesman.” 


Four Guide Posts of Team Play 


Arthur IF, Norton, regional manager 


for Southern New England, said: 
“Any man’s ability to get ahead with 
our company is largely determined by 


his ability to get others to work with 
him and his ability to work with them 
in turn, There are four guideposts in 
developing team play in an agency. They 
are contact, conference, confidence and 
cooperation. As for contact, we can’t 
fence ourselves in. We must know our 
organization and feel each other’s lead- 
ership qualities. Men need and appreciate 
human understandings as much as flow- 
ers need the sun. 

“Conference means participation in 
the plans, ideas and programs initiated 
by our agency department leaders. As 
for confidence, we can’t expect to merit 
it unless there is respect and trust in 
our relationships. Nothing is impossible 
when all partners display a spirit of hon- 
est willingness to do the right thing at 
all times. We work together in greater 
harmony when we find the stimulation 
of initiative, ambition, desire, enthusiasm 
and faith in our group. 

“Cooperation means working with each 
other in sharing morale and confidence 
and loyalty, respect and human under- 
standing. 

“My idea of success in our business 
is doing an outstanding job at whatever 
position we are holding. At all times we 
must strive for leadership and having 
the respect of our family, our associates, 
our neighbors and our community.” 

The Commodity Agents Sell 

Some views of Patrick J. Enright, 
Diego district manager, were these: 

“Life insurance doesn’t purport, 
doesn’t intend, to bring back peace, pros- 


San 


perity, brotherly love, to this threat- 
ened little planet of ours. It dosen't 
commit itself to put two chickens in 
every pot, but it will put one in the pot 
and keep one in the coop for another 
day. 

“Life insurance is not a panacea, a 


cure-all such as a boulevard quack might 
offer. It guarantees one thing and that 
is security and any man who can bring 
an extra quantum of security into this 
insecure world is a benefactor. Security 
is the commodity we sell and it is the 
most in-demand commodity on the mar- 
ket. It is our stock in trade 

“We don’t advocate a wild spree of 
indiscriminate selling, but we do em- 

(Continued on Page 10) 


Elliott Contrasts U. S. 
Peace With Upset World 


ROLE PLAYED BY INSURANCE 


It Offers Security and Contentment 
Which Is Objective of 
All Good Citizens 


Taking as text of his talk “the beau- 
tiful and restful surroundings of White 
Sulphur Springs as contrasted with the 
troubled conditions and deep feelings of 
about the future existing 
throughout the world,” Byron K. Elli- 
ott, executive vice president of Jolin 
Hancock, told the company’s President's 
Club meeting last week that “it is here, 
that we insurance men find we 
important 


uncertainty 


perhaps, 


can play one of our most 
” 
roles. 
Continuing 
“Doubt and 


run 


, he said: 

uncertainty can in the 
greatly weaken even a strong 
In this day of uncertainty we 
are the ones who hope to provide cer- 
tainty in family and personal life. Se- 
fundamentally 
found 


long 
nation. 


curity and certainty are 
our business; nothing 
that is more certain than the perform- 
ance of the life insurance contract. Al- 
though we are not always conscious of 
it, living with this element of certainty 
has helped mold our character. 


has been 


The Every Day Responsibility 


3ut most of all, we must impart a 


measure of it to the thousands we meet 
in our daily work. If we can share with 
them what we ourselves get 
mate association with life insurance we 
can be sure that we have increased 
their confidence in life and faith in the 
future. 

“When we examine the insurance laws 
carefully, and study their history in 
shane of reasons for their enactment, it 


from inti- 


becomes pretty clear that they are a 
pattern for a well-ordered and efficient 
business. Each part of the corpus juris 


was based on some actual, factual struc- 
ture. It represents the will of the pub- 
lic, speaking through their legislatures, 
and you must remember that no busi- 
ness can grow in a healthy state unless 
it is sensitive to the will of the people. 
We must make good with the public and 


continue to make good with it every 
year. 
“All of this you must realize as you 


stand in the home of the policyholder, 
and must also recognize that while there 
you do so with the feeling that the 
men in the home office of your company 
are striving successfully to do a job that 
is effective and efficient in their affilia- 
tion with you and their responsibility to 
the public.” 


OVATION FOR McKELDIN 


Governor of Maryland Greeted With 
Prolonged Cheers After Address 
at White Sulphur Banquet 

One of the biggest personal ovations 
scored by a public man in an appearance 
at a life insurance convention went to 
Governor Theodore R. MecKeldin§ of 
Maryland who spoke at the banquet of 
that company’s President’s Club held in 
Greenbrier Hotel, White Sulphur 
Springs, W. Va., last week. Another 
demonstration for him occurred when 
he left the hotel. Field men lined up 
alongside of his car and cheered him 
roundly. 

The Governor’s talk was largely based 
on recent events in the Administration 
at Washington which have had consider- 
able daily paper publicity, especially in 
connection with some Government rep- 
resentatives charged with malfeasance in 
office. 


NATION LOOKING FOR LEADER 


Paul F. Clark Sees Swing to Spiritual 
Ideals and Concept That Right 
Makes Might 
At White Sulphur Springs last week 
President Paul F. Clark of John Han- 
cock said that in the present great world 
home as well as 
this country need of a 
leader irrespective of political 
affiliations, “And we may be fortunate 
in seeing such a leader emerge,” he 
said. “A change in public thinking and 
action is imperative if our traditions are 

be preserved.” 

Continuing he said: 

“In the United States especially there 
must be more emphasis on the spiritual 
side of life; less on the material. 


crisis facing us at 


abroad has a 


great 


Too 
many persons want to know how much 
they can get and not how much they can 


do in the interest of the nation. Some 
of the 
country great have been fading away, 
but I am convinced a swing is visible 
which will take us back to where we will 
travel the road again which will enable 
us to reach the destination of achieving 
again the recapture of these qualities, 
characteristics and 
made this country so great. 

“Life insurance cannot live in a de- 
terioration of democracy. There is hard- 
ly anything more important in 
democracy and economy than the insti- 
tution of life insurance. We live as 
democracy survives. Let us help lift the 
spiritual and inspirational ideals of the 
let us do our share in perpetu- 


things which have made this 


inspiration which 


our 


people; 
ating the concept that right makes might 
in contrast to a way of living based on 
might making right.” 


Hancock’s Ad Reprints 


Given at Field Convention 

At the President’s Club meeting of 
John Hancock at White Sulphur Springs 
last week a complete set of the com- 
pany’s series of 49 advertisements de- 
voted to the American heritage and 
which started in 1947 was distributed to 
each member of the field force present. 
Magazines used have included News- 
week, Time, Saturday Evening Post, 
Life and U. S. News & World Report. 
With the cooperation of the company’s 
advertising agency, McCann-Erickson, 
New York, 49 original paintings had 
been commissioned over this period from 
17 artists, most of them well known 
in field of commercial art. Harold Von 
Schmidt and Ben Stahl were artists hav- 
ing largest representation in the paint- 
ings. Copy for each ad was prepared 
by Louis Redmond of McCann - Erick- 
Art director for Hancock account 


son. 
is Dan Keefe. John Hancock advertis- 
ing manager is Margaret Divver who 


was introduced to the White Sulphur 
convention last week by President Paul 
F. Clark during his discussion of the 
advertising. 

Theme of the ads is to promote both 
historical and representative figures in 
American history portrayed as examples 
of American self-reliance and initiative. 

By the end of the first five years more 
than 1,125,000 reprints have been distrib- 
uted and requests for them have come 
from many countries. Individual print- 
ings leaders were The Little White 
Church, Ben Stahl, and Thanksgiving, 
Doris Lee. Among awards and honors 
received by John Hancock in past five 
years because of the nature and quality 
of this advertising campaign are those 
from New York Art Directors Club, 
Freedoms Foundation, Readers Digest, 
Coronet and Saturday Review. 
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Han litan Policyholders f 
tie Report to Metropolitan Policyholders for 1951 
a} as 
of a ie importance of Life insurance and its re- “This policy . . . has for me possibly a 1951. This included payments of $141 ,000,000 on 
litical lationship to the lives of the people of the greater sentimental value than it would have more than 1,250,000 claims (five times ten years 
nate United States and Canada cannot effectively be cash value . . . For you to understand this, you ago) for Accident and Health and Disability 
he portrayed by figures in a balance sheet. Cold would have to know the years of close rela- benefits. A new high was also reached in Life 
r and figures can never adequately show human needs tionship and confidence that existed between insurance in force—$48,512,000,000, a gain of 
Ss are and their fulfillment. It is important, therefore, my father and me. When I was a small boy, more than $3,000,000,000 over 1950. 
to try to interpret these figures in terms of the he would take me with him to his safety de- More people than ever were protected last 
millions of people they represent and the mil- posit vault... Always he stressed to me the year by Metropolitan Accident and Health in- 
there lions who benefit by the use of the services importance of his insurance policy, how this surance. As the year closed, the Company had 
‘itual rendered by the Company and its Agents. The piece of paper would some day have a cash in force 3,270,000 policies or certificates pro- 
Too Metropolitan was serving 33,373,000 Life in- value that might tide the family over in an viding weekly indemnity for disability of 
ntch surance policyholders at the close of the year. emergency . . . Time has passed -- - but the $86,000,000 per week. Hospital, Surgical or 
can The personal phases of Life insurance—for sentimental worth of this piece of paper is Medical Expense benefits were provided by 
one it is a highly personal business—are highlighted pening i semen he I ws pe 2,744,000 policies or certificates. 
this daily by dramatic instances. Sometimes they are nee ” h ee pitt Ai e sod Another significant development during the 
way, so unusual as to give special emphasis to the poner — ten “a sha gs ‘ vane year was the introduction of Extended Medical 
sible part our business plays in the life of the United outs : - os we as Se ne “a on Coverage through Group insurance to protect 
will States and Canada. The following quotation of poopie. on a = a stm ston people against abnormal hospital, surgical, and 
able from a letter from the son of a deceased policy- loved we ve gt me aaa me ' medical expense that might exhaust a family’s 
. i / s ‘ y think an . . 
ving holder, requesting the return of a policy on peace se oo ciaeaieesiees entire savings. 
ties, which claim had been paid, tells with simple niengined ™ 
hich sincerity a moving story of a Life insurance We were, of course, pleased to grant this 
] policy, of the son’s relationship with his father, unusual request. 
de- and of a sound process of economic and social The record sum of $924,000,000 was paid in CHARLES G. TAYLOR, JR. 
ard- education: benefits to policyholders and beneficiaries during President 
our 
nsti- 
ae 
the METROPOLITAN ASSETS AND OBLIGATIONS — DECEMBER 31, 1951 
the (In accordance with the Annual Statement filed with the Insurance Department of the State of New York.) 
etu- 
ight ASSETS WHICH ASSURE FULFILLMENT OF OBLIGATIONS OBLIGATIONS TO POLICYHOLDERS, BENEFICIARIES, AND OTHERS 
| on Bonds. ar we TRS wi se RS eee ee Ce Statutory Policy Reserves. . - «+ $9,284,635,384.00 
U. S. Government See eed $2,289,608,948.99 This amount which is determined i in accordance with legal 
Canadian Government . . . . . . = 174,292,067.10 requirements, together with future premiums and reserve 
Provincial and Municipal . . . . . 67,686,151.19 interest, is necessary to assure payment of all future policy 
era arr err benefits. 
Public Utility. . oo cee orale Leap get Policy Proceeds and Dividends Left with Compary . 615,163,380.00 
Industrial and Miscellaneous... + 3,012,453,404.33 Policy proceeds from death claims, matured endowments, 
Bonds of the Company’s — develop- : and other payments, and dividends left with the Company 
ion ment corporations » + 121,095,071.93 by beneficiaries and policyholders to be paid to them in 
of Stocks . . 5 he 169,090,896.67 future years. 
‘sili All but $16, 499, 331.67 are preferred or r guaranteed. Reserved for Dividends to Policyholders . 170,404,842.55 
nS Mortgage Loans on Real Estate. . . . . . . . — 1,890,959,998.40 Set aside for payment in 1952 to those policyholders eligible 
De= On urban properties .. + « $2;745,033,573.75 to receive them. 
* Onfarms . . oe) ski at ie! a ye? OM eRe GS Policy Claims Currently Outstanding. . 48 734,247.68 
ant Claims in process of settlement and estimated claims ‘that 
I to Real Estate (aer dress b by oe = Te 000.00 299,649,990.00 have occurred but have not yet been reported to the Company. 
ent. Housing projects and other real estate ; ac- Other Policy Obligations . 71,057,118.70 
Ws- quired for investment. . . . . . $265,200,536.96 Including premiums received in ‘advance and special 1 reserves 
ost, Properties for Company use 45,070,016.26 for mortality and morbidity fluctuations. 
ort. Acquired in satisfaction of mortgage in- Taxes Accrued (Payable in 1952) . . ...... 43,269,538.00 
1v’s debtedness (of which $3,184,671.89 is 4 
e A under contract ofsale) . . . . . 5,779,436.78 Contingency Reserve for Mortgage Loans... . 9,000,000.00 
sper All Other Obligations . . . . . 2. 1... .. 25,805,419.38 
had Loanson Policies . . Nee! 447,060,539.27 } ——— 
om j Made to policyholders on the security ‘of their policies. TOTAL OBLIGATIONS . . . « « « « « « « $10,268,069,930.31 
wi Cash and Bank Deposits 162,302,812.57 SURPLUS FUNDS 
on 
‘6 = ‘ Special Surplus Funds. . «  « $103,883,000.00 
av- Premiums, Deferred and in Course of Collection . . 149,471,380.68 Unassigned Funds (Surplus) . |... §28.953,253.76 
i Accrued Interest, Rents,etc. © . . .... . 90,153,625.90 TOTME SURPLUS FUNDS . .: . i «6 2 6 632,836,253.76 
ck- TOTAL ASSETS TO MEET OBLIGATIONS. . .  . $10,900,906,184.07 TOTAL OBLIGATIONS AND SURPLUS FUNDS ._ . $10,900,906,184.07 
unt 
tis- 
sho 
ur ; NOT E— Assets amounting to $513,921 526.32 are deposited with various’ public officials under the requirements of ‘aw or regulatory authority. In 
aul ‘4 the Annual Statement filed with the Massachusetts Insurance Department, ‘Statutory Policy Reserves” are $9,284,703,206.00, and “All Other Obliga ions” 
the are $25,737,597.38. 
oth 
in 
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J. W. Shoul Gets No. 1 Policy 
Of Mutual’s New Coverage 


Jacob W. Shoul, of Boston, perennial 
top-ranking producer of Mutual Life of 
New York, was issued the 
No. 1 accident expense policy on April 
1, according to Stanton G. Hale, vice 


company’s 


president and manager of agencies. 
The company added accident and sick- 

ness policies to its life insurance cover- 

and neces 


age this month as a “natural 


sary extension” of its life insurance 
coverage. 

The number one disability expense 
policy in the new series went to Henry 
W. Persons, whose Mutual of New York 
agency in Chicago has ranked first 
among all company agencies through- 
out the country every year since 1947. 

It was simply a case of history re- 
peating itself at the 109-year-old Mu- 
tual of New York. The company’s first 
life insurance policy was issued to 
Thomas N. Ayres in 1843. Mr. Ayres 
was the company’s leading agent and 
producer at that time. 


MEDAL FOR PENN MUTUAL 





Penn Mutual’s Historical Collection of 
Old Prints and Independence Hall 
Documents Honored 
The Penn Mutual Life has been 
awarded a bronze medal by Freedoms 
Foundation in recognition of the work 
performed by the Penn Mutual Collec 
tion. The collection is a gathering of 
rare old prints and original documents 
having to do with Independence Hall 
and the Old City of Philadelphia. The 
location of the company’s home office 
on Independence Square brings many 
visitors to the neighborhood particularly 
interested in the Hall and the nearby 

buildings of historic interest. 

The company maintains a changing 
exhibit from this collection on the walls 
of the lobby and in a showcase there. 
Objects from the collection are occa- 
sionally lent for display in Philadelphia 
department stores and libraries. 

The William Penn section of the col 
lection my been exhibited in Independ 
ence Hall as the city’s contribution to 
the ak. ince of Pennsylvania Week 
The pictures have also been reproduced 
as Magazine and newspaper illustrations 


Travelers Appointments 

Two transfers and five appointments 
in life, accident and Group lines have 
been announced by the Travelers. 

EK. Joseph ipmeanigd Jt, assistant mana- 
ger at Wilmington, has been transferred 
ao, to the Norfolk 
wency branch office. Norman A. Gallup, 
Group supervisor at Hartford, has been 
appointed in the same capacity at the 
Bridgeport office. Harold Meister has 
been appointed Group supervisor at John 
Street, New York City. Charles E. An- 
derson has been appointed field super- 
visor at Minneapolis; and Lewis E. Fer- 
guson has been appointed field super 
visor at St. Paul. Two agency service 
representatives have been appointed. 
They are Frank S. Forsythe at Pitts- 
burgh, and Marvin J. Grimm at Omaha 


} 
in the same 





Pacific Mutual Cash Awards 


Sizeable cash awards have been dis 
tributed to nine members of Pacific Mu- 
tual Life’s staff for constructive sugges- 
tions keyed to improvement of the com- 
pany’s office practices. 

\wards were earned for ideas accepted 
during the past three months by Pa- 
cific Mutual’s suggestion plan commit- 
tee, administered by a rotating group 
of employes appointed quarterly. This 
committee has full authority to select 
winning ideas and determine number and 
amount of awards. Popular and consist- 
ently productive of sound ideas, Pacific 
Mutual’s suggestion award plan has been 
functioning successfully for nearly six 
years. 


James R. 











Georgia Life Insurance Caravan 


raises Ala., director of Ordinary agencies for 
having the southwestern division of American 
the extra savings taxed by the govern National ; James E. Rutherford, Newark, 
ment. Hak I Nutt, CLU. disettor of vice president of The Prudenti: ul; and 
Purdue U niversity’s Life Insurance Mar hs ow — agent for 
keting Institute, told life underwriters ~* Sir. Nett nina a ane ‘iiates 
in Georgia at the third annual Life In- eee paper $f Sp St laden 
RS OTL OEE CS study of present income and estate taxes 
“If a company ancora a gy shows that life insurance offers the only 
RULES penne ym must give himself , way for the average man to obtain “fi- 
raise, but this compounds his income nancial competence.” He said that. key- 
tax problems,” Mr. Nutt explained. ™4” life insurance serves a variety of 
“However Hic company aN purchase purposes, such as indemnification in the 
‘key-man life insurance contract’ which event of death, stock retirements, pen- 
will caret: akin Solid itonkda:> noe plan funding, sound accumulation 
of both personal and business property. 


Businessmen can get pay 


through life insurance without 


tion for the financial structure of his ; a 
business.” Mr. Rutherford asserted that “infla- 
% : : ; 
Sponsored by the Georgia State  As- tion continues to be an economic threat 
sociatiow of Life Underwriters, the Cara- !© the country and more people must 

T\ t ‘9 ave > “4 
van appeared in Atlanta, Macon, Al- be persuaded to put their money in sav- 
bany, and Columbus. Approximately — '85; 


“Too many people are talking about 
inflation jand too few are doing anything 
about it,” he said. “It’s time for action. 
Life insurance men can help in the fight 


1,500 life underwriters heard speakers 
on the four caravan programs follow the 
theme “Life Insurance Aids National 
Defense” and give valuable pointers on 

life insurance selling during the national against inflation. They must increase 
defense emergency. their efforts. : 

: Mr. Killen explained that “stocks are 
good, bonds are good, real estate is 
good, all types of savings are good, but 
there is no better savings than life in- 


‘“ 
Speakers 

Other speakers on the program were: 

Adams, CLU, Birmingham, 





surance.” He gave life underwriters his 
sales talk, which has carried him to the 
top among New York Life agents. To 
be successful, he said, you must “make 
tracks and see a lot of people.” 

Mr. Adams pointed out that life jn- 
surance provides security for both the 
home and the nation. Life insurance 
men must have “individual drive” to be 
successful in the present day inflation 
economy, he said. Planning enables a 
man to reach the objectives he sets for 
himself during a peace time or national 
emergency economy. But planning is es- 
pecially vital in selling today, he said, 

Luther H. Guest, CLU, manager for 
Connecticut General in Atlanta and first 
vice president of the Georgia State As- 
sociation of Life Underwriters, was gen- 

Local chairmen 
Atlanta, division 

of Georgia; S. 


eral caravan chairman. 
Dobbs, 
manager for Life Co. 
Bert Kinard, Macon, division manager 
for Life Insurance Co. of Georgia; Fred 
O. Darby, Albany, district manager for 
Northwestern Mutual Life; and John 
Walden, Columbus, agent for Massa- 
chusetts Mutual Life. Roy L. Dial of 
Albany, manager for Gulf Life, is presi- 
dent of the State Association. 


were: -O..-C, 








| produced a million 


Mr. R. A. Harrison, Regional Manager March 1, 1952 


2200 16th Street 
Sacramento, California 


Dear Dick: 


papers. 


friendly Franklin has been in the past four years. 


I made the decision to go with Franklin. 


Most sincerely, 
/s/ Ervin E. Stein 


EES :br 


in a strange community 


Today, I am in receipt of a letter from the Chairman of the 1952 
Million Dollar Round Table, asking me to have letter of certification 
sent in so my membership in this select group can be processed. As 
you have advised me that my business was in excess of a million 
dollars, I wish you would have the Company forward the certification 


I want to tell you how happy my association with you and the 
I recall-our initial 
visit in 1947, when you outlined the potentialities of the Franklin Life 
to me. I was amazed at the possibilities that you presented and admit, 
for a while, was confused as to whether or not I should embark on 
an insurance career or complete my law studies. I am glad now that 


The magic of our exclusive plans appeals to the imagination of 


the public just as you said it would. I have been more than pleased 1948 $ 8635.11 
with the cooperation of the Home Office staff, and by the inspiration 1949 7,046 23 
of our dynamic president, Chas. E. Becker. It seems unbelievable that 195 15,070.70 
I could leave a community of hundreds of friends and move into a 1951 21,757.04 
new territory where I was unknown and yet attain production of a 

million dollars in my first full year there. 

If you know of any man who is doubtful as to what course he GENERAL AGENCY 
should pursue, I wish you would tell him about my friendly and suc- arunity 8 
cessful relations with you and the Franklin Life. aati NNA 

WESTERN PE 


An agent cannot long travel at a faster gait than the company he represents. 











Lhe Friendly 


CHAS, E. BECKER, PRESIDENT 











IRAN WRILEN LURE conan” 


SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over A Billion Dollars Of Insurance In Force 





ERVIN E. STEIN 


1951 completed Ervin 
Stein’s fourth full year 
with the friendly 
Franklin. 

In January 1951 he 
transferred the field of 
his operations to 
Sacramento where he 
was a total stranger. 
And in his first year 
there he earned 
membership in the 
Million Dollar 

Round Table. 

Here is the record 

of his Franklin 

cash earnings: 
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Equitable, Ia. Clubs’ 
Program for Florida 


HOLLYWOOD BEACH APRIL 21-24 
President Hubbell and Vice President 
Fuller Head Home Office Group; 


Fieldmen on Program 





A joint convention of the Agency, 
President’s and Organization Clubs of 
Equitable Life of Iowa will be held in 
the Hollywood Beach Hotel, Hollywood, 
Fla., April 21 and 22. Members of the 
President’s Club will remain through 
April 23 for a special session of their 
own. General agents holding member- 
ship in the Organization Club will con- 
tinue in special sessions on both April 
23 and 24. Ray E. 
president, will be in charge of all con- 
vention activities. 

Among the principal speakers sched- 
uled to address the joint sessions fea- 
turing the first two days of the conven- 
tion are F. W. Hubbell, president; Mr. 
Fuller, W. D. MacKinnon, actuary; A. 
O. Groth, associate actuary, and FE. E. 
Smith, assistant agency vice president, 
all from the home office; C. J. Amstutz, 
CLU, Youngstown agency; L. M. Daniel, 
St. Paul agency, and T. R. Hawkins, De- 
troit agency, all from the field; and Hol- 
gar J. Johnson, president, Institute of 
Life Insurance, guest speaker. 

The President’s Club program on 
Wednesday will feature panel and round 
table discussions by club members and 
talks by R. J. Harrison, Pittsburgh 
agency, and H. L. Harvey, CLU, Detroit 
agency. 

General agents remaining for the two- 
day Organization Club conference on 
Wednesday and Thursday will attend 
group study classes wherein the “Key 
To Business Security,” the company’s 
new business insurance sales program, 
will be introduced and explained, and 
hear addresses by Mr. Fuller, R. R. Sim- 
mons, M.D., medical director; E. E. 
Cooper, assistant agency vice president; 
H. S. Brownlee, CLU, general agent, 
Pittsburgh; and N. C. Day, general 
agent, Davenport. 

Officers of the 1952 Production Clubs, 
who will be honored at the convention, 
are: Agency Club—H. L. Hogan, Cincin- 
nati, president; A. Freeman Mason, 
CLU, Philadelphia, vice president; H. J. 
Miller, Philadelphia, secretary. Presi- 
dent’s Club—R. H. Sheldon, Los An- 
geles, president; W. H. Robbins, CLU, 
Kokomo, vice president; E. F. Fendt, 
Chicago GIP, secretary. Organization 
Club—F. A, Smart, general agent, De- 
troit, president. 

Approximately 250 field underwriters 
and general agents qualified for mem- 
bership in one of the three Florida Pro- 
duction Clubs during a two-year period 
ending December 31, 1951. 


Fuller, agency vice 


Columbian National Plans 
For Its 50th Anniversary 


Columbian National’s plans for its 50th 
anniversary convention and celebration 
are nearing completion with the ap- 
proach of Charter Day, June 5. 

President Julian D, Anthony has an- 
nounced that the Boston home office will 
be closed on Thursday afternoon, June 
3. All home office personnel and their 
wives or husbands will attend a dinner- 
dance at the Imperial Ballroom of Bos- 
ton’s Hotel Statler. Agents, general 
agents and guests, who will be attending 
a national convention at Wentworth 
By-the-Sea in Portsmouth, New Hamp- 
shire, will be brought down to Boston 
to join the celebration. The convention- 
eers will be returned to Portsmouth to 
continue the three-day convention end- 
ing on Saturday, June 7. 

Vice President Joseph A. Kelly, chair- 
man of the 50th anniversary committee, 
as announced that a book, commemo- 
ating Columbian’ National’s first 50 
years, has been written and will be 
distributed early in June. 


Best’s Life Guide Ready 


The 1952 Best’s Life Underwriters 
Guide, in the new format first introduced 
last year, is now ready for delivery. 
The publishers, Alfred M. Best Com- 
Inc., report that restyling the 
has resulted in a 30% increase 


pany, 
Guide 
in sales. 

This compact, complete display of un- 
usual 191 life 
insurance companies writing about 98% 
of the total life insurance in force is 
ideally suited to agents and_ brokers 
with out of the ordinary problems. It 
follow. style, 


forms and practices of 


offers, in easy to such 





information as: types of policies, un- 


derwriting rules, practices, 
ete. 

Scientifically cross-indexed, the Guide 
table listing 


company is 


company 


includes a supplementary 
the states in 
licensed to operate. 

Best’s Life Underwriters 
be ordered from the office of 
Alfred M. Best Company, Inc., 75 Ful- 
ton Street, New York 38, N. Y., or from 
branch offices in Atlanta, Boston, Chat- 


which each 


Guide may 


home 


tanooga, Chicago, Cincinnati, Dallas or 


Los Angeles. Single copies are priced 
at $1.50 with reductions on quantity 
orders. 


Jefferson Standard Gains 

New paid for business for Jefferson 
Standard Life to $34,771,834 
for the first three months of the year 


amounted 


the largest production of any first quar- 
ter period in company history. Insurance 
in force rose to $1,059,515,424, a net 
gain of $20,609,238 since December 31, 
setting another company record for a 
similar period. 

Karl Ljung, vice president in charge 
of agency operations, states that there 
has been a substantial increase in new 
sales in the home state of ‘North Caro- 
lina during the first quarter. 
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of $9,947. 














REPORT ON OUR TEN DIRECT MAIL LEADERS IN 1951 
1951 1951 Sales following Direct Mail 
ati Total Sales Vol % of Total Policy Average 
‘olume © of Tota y Averag 
A $1,424,186 $641,137 45.0 $ 7,286 
B 977,193 434,950 44.5 14,498 
c 511,949 427,825 83.6 13,370 
D 503,980 362,330 7tF 8,627 
E 503,639 306,740 60.9 12,270 
F 504,029 274,844 54.5 9,477 
G 1,178,052 235,500 19.2 7,850 
H 374,469 217,969 58.2 13,623 
I 493,435 215,875 43.7 11,362 
J 461,324 205,250 44.5 8,924 
AVERAGE $332,242 47.9 $ 9,947 





During 1951 our ten Direct Mail leaders sold $3,322,420 of business, or 47.9% of 


their total production, among prospects cultivated with Direct Mail help. They averaged 


one sale among every 2.2 names receiving the advertising. These sales show a policy average 


We congratulate these representatives whose individual production ranged from 
$374,469 to $1,424,186, and averaged $693,226 per salesman. 


Jasrachusely Mutual 


ORGANIZED 1851 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


Owned by its policyholders — operated for them 
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State Mutual Plans 
Entering A. & S. Field 


WITH INDIVIDUAL POLICIES 





President Plumley Tells White Sulphur 
Springs Meeting Program May Be 
Ready Fall of 1952 


White Sulphur Springs, W. Va., April 
8.—At the opening session of the 1952 
educational conference of State Mutual 
Life Assurance Co., being held this week 
at the Greenbrier here, H. Ladd Plum- 
ley, president, announced that the State 
Mutual will enter the individual accident 
and sickness field. This will be accom- 
plished as soon as personnel can be im- 
plemented, contracts approved and the 
machinery of operations set up. Presi- 
dent Plumley told the 250 field associates 
attending the conference he estimated 
that the State Mutual will be offering 
this additional coverage by the fall of 
1952. 

Two regional seminars for 1953 were 
announced by Robert H. Denny, vice 
president and superintendent of agents, 
the qualifying period being from April 1, 
1952, through December 31, 1952. The 
western regional meeting will be held at 
the Edgewater Beach Hotel, Chicago, 
April 22-23-24, and the eastern regional 
meeting at the Sky Top Club, Sky Top, 
Pa., May 13-14-15. 

A three-day meeting of State Mutual 
General Agents Association was held at 
Roanoke, Va., prior to the Greenbrier 
conference and was also attended by 
President Plumley, R. H. Denny, Irving 
T. F. Ring, vice president and general 
counsel; John P. Sedgwick, financial 
vice president, and several other home 
office officials were also invited. 


Features of the Meeting 


Harry I. Warren, general agent in 
Baltimore, was program chairman. The 
program included a report bv the sales 
promotion committee (John S. McKen- 
zie, chairman) and presentation of the 
company’s new programming material, 
“A Guide to Security,” by C. H. Eman- 
uelson. Charles H. Harris reviewed cur- 
rent underwriting trends. Donald G 
Mix lead the seminar on direct mail. 
Four panel discussions were held as fol- 
lows: 

Group panel—Gerald H. Young. chair- 
man: William T. Kieffer, Charles F. 
Hanson, Alan Willson, Carl A. Whit- 
man and Norman Norton. 

Brokerage panel—Louis A. 
chairman; Robert H. Denny, 
Cole and W. Allen Beam. 

Agency Business Management panel— 
Harold W. Dougher, chairman; James 
H. Eteson, Robert H. Denny, George 
Paul Smith, William C. Johnstone and 
Robert T. Mable. 

Recruiting panel—Harry I. Warren, 
chairman; W. Birch Douglas, Walter C. 
Leck and John R. Fitzpatrick. 

Panel on Getting New Manpower Into 
Production—C. Harold Moore, chair- 
man; Harry I. Warren, J. B. Nothhelfer, 
Harry I. Altick and John R. Fitzpatrick. 

Two agency awards were presented. 
The president’s cup was won by the 
Ross M. Haleren agency of Minneapolis. 
The agency builders award went to the 
Harrv I. Warren agency, Baltimore. 
This latter is a new award made by the 
company. 


Cerf, 


Harold 





TIAA Assistant Secretary 


Teachers Insurance & Annuity Asso- 
ciation has appointed Robert A. McMil- 
lan assistant secretary. He will plan 
coordination of office procedures for 
TIAA and cooperating institutions in 
connection with the College Retirement 
Equities Fund now being organized. 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















Equitable Warns McCarthy 
May Be Ousted From Oil Co. 


Equitable Society has notified Glenn 
McCarthy, Texas oil man, that he must 
devote full time to the McCarthy Oil & 
Gas Corp. and the Shamrock Hotel at 
Houston or be ousted from the 
erties, according to Warner H. Mendel, 
McCarthy 
proposed the formation of a new big 
enterprise to be financed in Houston. 
Equitable Society took over the man- 
agement of McCarthy Oil & Gas Corp. 
when payments on a $34,000,000 loan fell 
behind. 


prop- 


Equitable counsel. recently 





Berkshire Makes Bernard 
St. Louis General Agent 


Clair A. Bernard has been appointed 
general agent in St. Louis for Berkshire 


Life. The new general agent entered 
the life insurance business several years 
ago and has been a consistent produc- 
tion leader in his agency. Native of 
Minneapolis, he graduated from the Uni- 
versity of Minnesota in the class of ’38. 





NORTHERN LIFE SUPERVISOR 

Victor N. Miller has been named_su- 
pervisor for Northern Life at Portend, 
Ore., according to C. J. Long, Oregon 
state supervisor. 




















BROKERS AND SURPLUS WRITERS 
This important new development in 
family protection will be attractive 
to most of your clients. Call your 
Connecticut General office. 


CONNECTICUT GENERAL 


LIFE INSURANCE COMPANY 


WARTFORD, CONNECTICUT 


LIFE e ACCIDENT @ HEALTH e GROUP INSURANCE AND PENSION PLANS e@ PENSION TRUSTS @ ANNUITIES 











Manager Hempstead Office 
Of A. J. Johannsen Agency 





GERALD G. HARRINGTON 


Gerald G. Harrington has been ap- 
pointed manager of the new Hempstead 
branch office of the A. J. Johannsen 
agency of Northwestern Mutual Life. 
Mr. Harrington has been a _ successful 
personal producer for another company 
in Nassau County, is a graduate of St. 
Francis College, with additional studies 
at National Law School, Washington, 
D. C. The new branch office is located 
at 136 Greenwich Street, in the profes- 
sional men’s district of Hempstead, with 
ample private parking space. The unit 
will concentrate on building young men 
into the more advanced type of life un- 
derwriters. 

Mr. Harrington resides at 43 Gingham 
Lane, Levittown, is married and has two 
sons, age 8 and 6. He has been active 
in the Parent-Teachers Association and 
was a candidate for the Union Free 
School No. 26 Board. He is also active 
in American Legion, Levittown Post, and 
was formerly chairman of the Veterans 
Legion Insurance Program in Levittown. 


New England Mutual Life 


Continues Its Record Pace 
Continuing its record-breaking pace 
which set an all-time high for new busi- 
ness in 1951 and established January of 
this year as the largest in 108 years 
of operation, New England Mutual re- 
ported the issuing of more new business 
in the first quarter of 1952 than in any 
like period in the past. 

With a total of $102,465,000 of new 
insurance placed during the first three 
months, the company is 15% ahead of 
its standing for the same period last 
year, which was also the highest first 
quarter in its history. 


HONOR TOP OFFICIALS 

Senior and junior officers of Pan- 
American Life met in the board room 
of the company’s new home office build- 
ing recently to do honor to the three 
senior officials of the company—Presi- 
dent Crawford H. Ellis, Executive Vice 
President Edward G. Simmons and Vice 
President and Medical Director Marion 
Souchon, M.D. These three were the 
founders of Pan-American Life 40 years 
ago. 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, II. 

32 Court Street Brooklyn 2, N. Y.- 

TRiangle 5-7362 
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Home Life Managers 
Meeting in Florida 


DOING WELL IN GROUP FIELD 


President Cameron Reviews Section 213 
Developments; Vice President Walsh 
Presides; Worthington a Speaker 


Agency managers of Home Life, New 
York, convened at Hollywood Beach, 
Florida, March 27-29 for their annual 
meeting. Under the chairmanship of 
John F. Walsh, vice president and man- 
ager of agencies, sessions were devoted 
to discussion of company and industry- 
wide management problems by field 
managers and home office representa- 
tives. 

President William J. Cameron re- 
ported on the progress being made by 
life insurance companies in their ef- 
forts to amend Section 213 of New York 
State Insurance Law. Executive Vice 
President William P. Worthington dis- 
cussed the importance of sound leader- 
ship, motivation and morale in agency 
building, Gerald K. Rugger, manager of 
Group insurance, led a series of dis- 
cussions on Group sales problems and 
plans. 

Cameron Calls Section 213 Out of Date 


In his talk, Mr. Cameron character- 
ized the present law limiting expense of 
selling life insurance as the product of 
a day when the cost of doing business 
was at a much lower level. He pointed 
out that while some amendments to the 
law have been made since 1929, when 
the law was completely revised, present 
expense regulations are too inflexible to 
provide for today’s economy and are 
particularly unfavorable to fast-growing 
companies. 

A member of the Joint Committee on 
Section 213 of American Life Conven- 
tion and Pag Ins urance Association of 
America, Mr. Cameron reviewed for the 
managers the Sane of expense limita- 
tion legislation and described the nature 
and purpose of Section 213. 

He outlined the general characteristics 
of the bill proposed by the industry 
committee to amend 213 and traced the 
unsuccessful efforts made thus far to 
have it considered favorably. 

As a preliminary to introduction in 
the state legislature, the committee bill 
was studied by the New York Insurance 
Department during the last six months 
of 1951. “This was a tedious process of 
compromising which resulted in many 
changes,” said Mr. Cameron. “In my 
estimation these chi nges destroyed some 
of the soundest principles in the bill, 
and at the same time, complicated it no 
end.” 

Referring to the “compromise” meas- 
ure known as the Condon Bill, which 
was introduced in the legislature on 
February 19, Mr. Cameron pointed out 
that it was supposed to perform a stop- 
gap job reasonably satisfactory to the 
industry. “It was not reasonably satis- 
factory,” the Home Life president con- 
tended. 

“We do not think the Condon Com- 
mittee ig oe be criticized however,” he 
said. “If there is any fault, it lies with 
the aman sand the Insurance Depart- 
ment for failure to reach agreement. 

Mr. Cameron reported that efforts 

made by the committee to introduce its 
own bill were blocked, as was the sug- 
gestion that the status quo be main- 
tained for another year. In view of 
these rebuffs, said Mr. Cameron, the 
industry had no alternative but to take 
Steps to defeat the Condon Bill. : 
_ “The curtain falls with no legislation 
in 1952,” Mr. Cameron concluded. “Our 
plans for 1953 legislation will be com- 
menced immediately.” 


Worthington on Agency Building 


Some essential qualities for successful 
agency building were discussed by Mr. 
Worthington. While stressing the im- 
Portance of attracting and developing 
new men, Mr. W orthington stated that 
a vital part of the manager’s job is the 


viction that his ultimate success in ° 
agency building depends on how suc- James G. Ranni Heads New 






















cessful he can make the men associated Lif C i i 

- é é e < 
with him,” stated Mr. Worthington. ‘e Company in Florida 
“Whenever a field underwriter begins James G. Ranni, general agent, Man- 


to feel that the manager’s only interest hattan Life, with offices in New York 
in him is as a source of profit to the and Miami, is president of the newly 
manager, his attitude toward the man- 3 
ager and the agency changes rapidly. : : : : 
“After the selection process and the Surance Co. of Florida, which will be 
indoctrination period, our job as sales a running mate of American Bankers 
manager is the directing of a man to [nsurance Co. of Florida. The latter 
make the maximum use of his abilities, 
consistent with his ambitions,’ Mr. 4 E : 
Worthington said. “This important phase ton M. Fincher, writes automobile prop- 
of handling men is an art and not a_ erty damage and fire, and the new com- 
science. It requires time and study to pany will begin writing credit life insur- 
do the best possible job along this line.” : 
Mr. Worthington suggested each man- 
ager hold thorough “how-are-we-doing” 
sessions with each field underwriter man of both companies is Kirk A. Lan- 
every few months. These interviews give don, Miami. Mr. Ranni continues his 
the manager the opportunity to explore M 
the field underwriter’s attitude. “You 
know how you feel towards him,” said ae 
Mr. Worthington. “But are you sure Biarobt Cal ¢ 
ss arol¢ abot oft 
you know how he feels toward you and 
the agency? 
WILLIAM J. CAMERON “Our job,” said Mr. Worthington, “is 
to find out what is likely to motivate 
a man to make the best use of his abili- 
ties and then help him to carry out his 
objectives and not press him to carry 
out ours.” 


organized American Bankers Life As- 


company, president of which is Thorn- 


ance June 1, and then goes into the 
Ordinary life field September 1. Chair- 


anhattan Life agencies. 


Boston, a director 
of the Union Mutual Life of Portland, 
Maine, and a Boston advertising execu- 
tive, has been elected secretary-treasurer 
of the American eager ey of Adver- 
tising Agencies. Mr. Cabot was gradu- 
ated from Harvard University in 1922, 
tives must be right and our objectives and eight years later, founded his own 
sound,” he said. advertising agency, Harold Cabot & Co., 
“A manager must have a deep con- (Continued on Page 18) Inc. 





creation of a “climate of success” within 
his organization. “To do this, our mo- 























































Prudential security plans sell because they serve 





Prudential’s Ownership Control Plan sold these Closing was easy. This case practically sold it- 
New Jersey super market owners on their need self, thanks to the Ownership Control Plan. 
for business insurance. Without it I would have lost the sale.” 


Prudential man, Leonard Garrett, placed $10,000 
of Modified 5 on each of the four partners. 
Garrett says, “At the start, I met with real sales 


If one of these partners should die, the surviving 
partners would have the cash to buy out his 


resistance. But with each step in the presenta- share. In addition the family of the deceased 
tion I felt my prospects warming up to the idea. | would be protected from a forced liquidation. 


The Ownership Control Plan is a four part sales kit designed to 
sell every type of business insurance case. It makes business 
insurance easy to understand — easy to sell. For details, write 
to The Prudential, Newark, N. J. 


The above facts are based on an actual 
case, but true identities are not given. 


THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 
A mutual life insurance company 






Newark, N. J. Houston, Texas 
Los Angeles, Calif. Toronto, Ont. 
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John Hancock's History 


(Continued from Page 3) 


1922. 


employes 


Street Building in 


number of 


the Clarendon 
By that time the 
were 1,800 and more than 3,000,000 poli- 
total of 
Presi- 


cyholders insured for a 
more than one and a half billion. 
dent Lamb was succeeded by Walton L. 
Crocker in 1921 the year Paul F. Clark 
came to Boston as a general agent. The 
company began to write business on oc- 
cupational risks and substandard lives 
and the annuity fields on a single pre- 
mium basis was entered. A year later 
the company announced deferred annui- 
ties as well as joint and last survivor 
contracts. 


were 


Group Insurance 

service through Group 
1924, supplemented 
later. Also there 


Extension of 
insurance came in 
by wholesale a year 
came modified life and introduction of 
salary savings deduction plan. In 1927 
the company relaxed its restrictions on 
the acceptance of applications on those 
accustomed to use airplanes as a means 
of tr ansportation. Announcement was 


made that certain of those risks would 
be accepted on the basis of an extra 
premium. Ordinary applications were 


accepted on the lives of children over 10. 

By 1928 the company had accom- 
plished a million dollar debit. It had 
taken 42 years to build an Industrial 
debit of $500,000, and seven years to 
double that figure. Simult: aneous sly near 
ly $500,000,000 was reached in assets. 
At the end of 1928 there were $3 billion 
of outstanding insurance. 

The preferred risk was introduced in 
1929. Health and welfare units and the 
visiting murse service met increasing 
demands on their facilities. The com- 
pany reached the _ billion dollar mark 
in payments to policyholders on the 
day of its 72nd anniversary in 1934. 


75th Anniversary Figures 


Upon the death of President Crocker 
in 1936 he was succeeded by Guy W. 
Cox. Monthly Debit Ordinary was intro- 
duced on the first day of the company’s 
75th anniversary year. Industrial poli- 
cies were liberalized allowing for special 
non-forfeiture benefits after 26 weeks. 
3etween 1935 and 1937 the company ad- 
vanced from eighth to sixth place in 
insurance in force and during the 75th 
anniversary year it passed the four bil- 
lion mark in insurance in force. The 
Hancock raised its maximum limits to 
$300,000 between ages 25 and 49 and 
the preferred risk limit was increased 
49%. In 1940 the John Hancock’s 
passed the billion dollar mark, and the 
company then had 6,000,000 policyhold- 


assets 


ers. In 1942 the company placed its 
first war rider on new policies and 
also a new family income policy was 


introduced. 


Clark Elected President in 1944 


Paul F. Clark was elected president 
in December, 1944. That year assets 
reached $1,500,000,000. In May, 1945, the 


company passed $7 billion in force. In 
August, 1945, work started on the com- 
pany’s housing development—John Han- 
cock Village; new district agencies were 
opened in Texas; juvenile contracts were 
liberalized. In 1947 the company began 
its present national advertising campaign. 
In 1949 the $10 billion mark was passed 


in insurance in force. 

The company built and moved into its 
present large home office building. As- 
sets passed the $3 billion mark in 1951 
and at the end of that year the com- 
pany stood fourth in size among Amer- 
ican life companies. Total insurance 
in force was more than $12. billion. 


Policyholders approximated 9,000,000. 


COLUMBUS ASS’N SPEAKER 

James C. McFarland, general agent 
in Cincinnati for Ohio State Life, ad- 
dressed the recent meeting of the Co- 
lumbus Association of Life Under- 
writers. His subject was “Simple Pro- 
gramming.” 


White Sulphur Chairmen 


Chairmen of the district agency depart- 


ment meetings of the President’s Club 
of John Hancock held in White Sul- 
phur Springs last week were Olen E. 


Anderson, vice president of the company 
Frank H. Maher, second 
George B. Thompson, Jr., 
Robert E. Bagot, 
and Edwin 


and a director; 
vice president; 
director of agencies; 
superintendent of agencies; 
P. Gunn, CLU, manager of field training. 
Mr. Gunn CLU and 
LUTC breakfast. 


presided at the 


CLU Candidates 


Eight candidates who had previously 
passed all CLU examinations and whose 
experience requirements were completed 
March 21, the date of the Mid- 
Conferment of the American Col- 
Life Underwriters, have been 
awarded their CLU designations. In 
addition, one holder of the Certificate 
of Proficiency, having since completed 
all requirements for the CLU designa- 
tion, became eligible to exchange his 
certificate for the CLU diploma. When- 
ever possible, formal presentation of 
diplomas will be made to the candidates 
at local CLU chapter meetings. 


as of 
Year 


lege of 


Meet With Attorneys 


Recently a “get-acquainted” luncheon 
was held by the committee on coopera- 
tion with attorneys of The Life Under- 
writers’ Association of the City of New 
York, Inc., and the committee on unlaw- 
ful practice of law of the New York 
County Law Association. The luncheon 
was held in the Lawyers Club, and gen- 
eral problems facing both groups were 
frankly discussed and sincerity of pur- 
pose on both sides was stressed. The 
lawyers were the guests of the insurance 
men. The Life Underwriters’ commit- 
tee consists of Harry C. Ard, chairman, 
Albert Hirst, John W. Bratton, Benja- 
min Alk and Michael P. Coyle. The 


lawyers committee is composed of Abra- 


ham N. Davis, chairman, Edward. G. 
MacArthur, Boris Kostelanetz, A. Lin- 
coln Lavine, Mortimer Brenner and 
Jacob Scholer. 


Junior Actuaries to Meet 

The Junior Branch of the Actuaries 
Club of New York will hold a meeting 
on April 16 at the Building Trades Em- 
ployers Association, New York City. 

William (¢ ‘hodorcoff, second vice presi- 
dent and associated comptroller of The 
Prudential, will speak on “The New An- 
nual Statement.” 





E BANKERS Li LIFE 


“T keep telling my men: 





‘The business is there if you just go out 
after it! 


a9? 


SOMETHING'S MISSING 
IN THIS CARTOON 


You can see a soaring production chart in the cartoon and 


read a “how I do it” 
begin to tell the whole story. 


in the caption, but these things don’t 


For example, there’s nothing about the thorough organiz- 
ing job the Agency Manager has to do to improve his own 
efficiency; there’s nothing either about the careful selecting 
our Agency Manager does in building his sales force ; nothing 
about the long hours of training that make his salesmen quali- 
fied Bankers/ifemen; not a word indicates that many of his 
Bankers/ifemen are career life underwriters who have com- 
pleted three Home Office schools and other professional 


training. 


No sir, the story is not complete until you discover the 
things that make the sales chart skyrocket. 


When you do investigate, you learn more about the train- 
ing and leadership that make the typical Bankers/ifeman the 
kind of life underwriter you like to know as a friend, fellow 


worker or competitor. 


BANKERS 


DES MOINES, 


COMPANY 
1OWA 











Asst. Actuary Union Central 





CHARLES W. McMAHON 


Charles W. McMahon was elected as- 
sistant actuary of Union Central Life 
last week. He has been research assist- 
ant in Metropolitan Life. 

Upon receiving his B.A. degree 
1940, Mr. 


associated with the 


from 
University of Mc- 
Mahon became Met- 
ropolitan and has been with that com- 
three years 
War II. He 


special 


Iowa in 


except for 
World 
engaged in 
Disabi ‘ity 
Society 


ever since, 
Navy during 
recently 


pany 
in the 
been 
work on the Inter-Company 
Study. He is a 
of Actuaries. 


has 


Fellow of the 


Great-West Life’s Biggest 


Quarter; Some of Leaders 
Great-West Life’s production of new 
business in the first quarter of 1952 was 
$81,500,000, marking the best three-month 
total in company history. Six branches— 
Chicago, Montreal Dominion 
Montreal 1, California, Winnipeg 
North Texas—had million-or-better 
duction in March to make major con- 
tributions to the total of 
$26,900,000. 

Individual leader for March was Jolin 
Olver, Dallas (North Texas. branch), 
followed by C. M. Sherman, Toledo 
(Cleveland branch). J. W. Knox, Mon- 
treal, was third in the company and first 
in Canada. Others in the top ten for 
the month were M. Shlesinger, Toron- 
to; G. H. Smith, Santa Monica (Cali- 
fornia branch); D. D. Isman, Regina; H. 
Beube, CLU, Hamilton; J. S. Delman, 
CLU, Chicago; M. Winkler, Winnipeg 
and A, Jalbert, Quebec. 


Square, 
and 
pro- 


month’s 


Agents on Motivation 


(Continued from Page 4) 
phasize the service features, the con- 
sistent protective features, the sound, 
durable ones consistent with the dignity 
and reliability of the company. 

“To sell security one must believe in 
it. For agents it must be first and fore- 
most in their mind, heart and soul. The 
more eloquently you preach it, the more 
understandingly you interpret it, you will 
find prospects will catch the fire of your 
earnestness and enthusiasm. When you 
first sell yourself to the cause it is an 
accomplishment. When you sell your 
fellow man it is a victory. Our call is 
not to guns and canons and_ bombs, 
which bring about human carnage Our 
call is to the arms that protect the 
widows and orphans with the mighty 
weapon of insurance security.” 
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This photo made at the golden jubilee celebration of the National Life & Accident Insurance Co., held recently, shows Eldon Stevenson, Jr., executive vice president 
of the company, as he honored the company’s field leaders for their 1951 records. There were 27 of these leaders who, with their wives, are seated on the stage. Each 





received a prize. At extreme left, Edwin W. Craig, president, and C. R. Clements, chairman of the company, and Holgar Johnson, president, Institute of Life Insurance. 


With 1,500 guests on hand from all 
parts of the field, the National Life & 
Accident Insurance Co. held its golden 
jubilee celebration at its home office in 
Nashville recently for three days. The 

had completed its first half 
with the close of 1951, and the 


company 


century 
celebration was held to observe that 
milestone and to honor the National 


Life’s illustrious past. 
Attendance at the meeting 
qualifying on the basis of the 1951 rec- 
ord, and there were 780 National Life 
fieldmen who won the trip. Each man 
who qualified, also qualified automatic- 
ally to bring his wife at the company’s 
expense, and with more than 1,500 visit- 
hand for 


was by 


ing field men and wives on 
the meeting, Nashville was taxed to its 
capacity. It the 
of National Life field people ever held. 
Two special trains brought 380 Califor- 
the 
said it 


was largest gathering 


celebration and railroad 
the 


a single civilian 


Mans to 


officials was largest cross 


movement of 
handled. 


country 
group ever 
Housed in Ten Hotels 
Delegates were housed in ten Nash- 
ville hotels and six tourist courts, and 
all meals during the meeting were ar- 
the group using all 
hotel dining rooms in Nashville. 

The visitors arrived on a Wednesday 
devoted to pre- 


ranged on basis, 


afternoon which was 


liminaries and registration and the 


a business 
Chairman 


meeting proper started with 
session on Thursday morning. 
of the first session was Eldon Stevenson, 
Jr, executive vice president, and high- 
ssion was the address of 
Edwin W. Craig. 

\n impressive ceremony which took 


light of the se 






the president, 
Place at the conclusion of Mr. Craig’s 
address was the presentation, by him, 
of three 50-year service emblems, which 
went to C. R. Clements, chairman of 
the board; G. C. Lynch, agency vice 
President, and C. A. Craig, first presi- 
dent and continuously the chief execu- 
tive of the company since its founding. 
Mr. Craig was unable to be present for 
the ceremonies, and his emblem was 
received for him by his grandson and 
namesake, C. A, Craig, I], now an agent 


for the company in San Antonio. 
Present Huge Plaque 
Surprise event of the meeting was the 
presentation, by the 780 visiting field 
men, of a huge plaque bearing all their 
names beneath an inscription testifying 
to their high regard for the distin- 
guished leadership and the high prin- 
ciples with which the company has been 
built, and rededicating the efforts of the 
field force to the perpetuation of these 
principles. The plaque weighs almost 
600 pounds and will be permanently 


mounted in one of the walls of the 
home office building. R. D. Outten, man- 
ager at Hamilton, Ohio, made this pres- 
entation in behalf of the field men. 

J. E. Wills, vice president and mana- 
ger of the ordinary department, pre- 
sided at a session in which he presented 
the officers of the company, along with 
a thumbnail sketch giving fhe highlights 
of the career of each. 

On Friday morning, Mr. Stevenson 
was the opening speaker, and he was 
followed by Holgar Johnson, president 
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of the Institute of Life Insurance, only 
outside speaker on the program. 


Honors Field Men 


Mr. Stevenson honored the 27 field 
men who were adjudged the field lead 
ers in their respective groups for 1951. 


These men and their wives were seated 
on the stage for this session, and each 
was presented a handsome prize. 

The Edwin W. Craig award to the 
manager of the year, selected on the 
basis of all-round management, went to 
E. C. Staples, manager of the company’s 
New Orleans No. 2 district. In making 
this presentation, Mr. Craig related that 
the competition had been tough and the 
selection very difficult, but in the end 
it had been unanimous. 

Afternoon sessions were devoted to 
sightseeing and tours of the home office 
buildings. Tea was served each after- 
noon, and there were two evenings of 
entertainment, one featuring the talent 
of the staffs of station WSM and 
WSM-TV, the National Life’s radio 
and television stations; and the other 
a “command performance” of the famous 
Grand Ole Opry, WSM’s nationally 
known program which has been on the 
air for the past 25 years. 

Hold Business Conferences 

On Saturday morning, the field men 
went into divisional business confer- 
ences directed by the company’s super- 
intendents of agencies, Charles Lucker, 
C. R. Clements, Jr., and R. E. Fort, Jr., 
and the territorial managers, A. B. Gaw 
ronski, Ed Mason, J. H. Brakebill, R. A. 
Sobel, R. E. Musto and S. G. Glover. 

The visiting ladies were guests at a 
luncheon and style show at noon on the 
final day at Club Plantation. Models 
were young ladies from the company’s 
home office, and there was music and an 
array of door prizes. 

A featured exhibit of the meeting was 
the hall of honor, in which the record 
and photograph of each of the 780 field 
men attending the meeting was 
played. When the meeting adjourned, 
these cards, bearing the photos and rec- 
ords, were distributed as souvenirs, to 
go along with the numerous other me 

mentoes which had been distributed. 

At adjournment time, the visiting 
field men and their wives were saying 
that the meeting had been the greatest 
ever and had done full justice to the 
records which it honored. 


fe 
Gis- 


H. RUPERT BAIN DEAD 
H. Rupert Bain, 54, president of Na- 
tional Life of Canada and a well known 
financier, particularly in mining securi- 
ties, died recently. He became a million- 
aire before reaching the age of 38. 












April 11, 1952 








Pensions a Long-Term Undertaking 


Edwin C. McDonald of Metropolitan Life Discusses Cost 
Estimates; Cautions of Changed Situations 


of the 


In 1949 a booklet on Pensions and Group 
insurance from the pen of Edwin C. Mc- 
Donald, second vice president of Metro- 
politan Life and in charge of Group sales, 
was printed. A third edition has now been 
published as new levels of Social Security 
benefits, increasing attention to the subject 
in labor negotiat ons and the modification 
of Federal controls on these be nefits have 
resulted in a renewed demand for an up- 
to-date edition of the book. 

In discussing “Pensions—Long- Term 
Undertaking,” Mr. Me ‘Donald, among 
other things, makes these comments: 

There is one feature of a retirement 
plan which has_ basic significance— 
namely, that it is an undertaking of an 
exceedingly long-term nature. Usually 
pensions are related to service and may 
be looked upon as accruing over all of 
the period of an_ individual's employ- 
ment, or at least over a very substanti il 
portion of the period of toti il service. 


Thus, in the case of a worker entering 
emplovment at age 25, a, would 
normally accrue over a period « about 


40 years, and if pension ache began 
at about age 65, they would normally be 
payable on an average of about 15 years 
thereafter in many cases much longer. 
The employe’s interest in such a plan 
may accordingly extend over a period ot 
55 years or more. While the older the 
employe is at the time of employment 
the shorter this period would be, it is 
clear that even for workers now age 
45 to 50, their interest in the soundnéss 
of any plan on their account will extend 
a century on the 


well over a quarter of 


average. 
Significance of the Fluctuation and 


Change 

There are far-reaching changes which 
may occur over so long a period. In 
other words, we are dealing with a mat- 
ter where there is a very substantial 
lapse between the time an obligation 1s 
incurred and the time when it is dis- 
charged. The sound administration of 
a pension plan depends on a variety of 
factors which are subject to fluctuation 
and change over the vears, and this op- 
erates to make the fulfillment of pension 
obligations a very complex matter. 

Years ago I remarked, “Nothing for 
tunate ever seems to happen to a pen 
sion fund.” Historically, there is evi 
dence to support this statement. Pen 
sion funds sometimes suffer impairment 
of investments; fail to receive interest 
accruals at a regular rate; experience 
deficiencies because of employes living 
longer than expected: and because of 
lower turnover than originally 
These have combined to persuade many 
employers to seek the advantages of in- 
surance company guarantees. 


Sound Actuarial Adv:-> Needed 


forecast 


I have no interest in d-elling, through 
these pages, on the ques‘ion of whether 
a pension fund should he placed in the 
hands of a banking institution, private 
trustees, or a life inswrance company 


can put for 
supporting 
investment 
I do want 
sound ac 


The advocates of each tve 
ward powerful arguments 
their particular methods of 
and administration. However, 
to stress the importance of 


tuarial guidance, because in recent years 
I have witnessed some emplover re- 
sistance to actuarial advice which they 
term “too conservative.” Dealing with 
liabilities which may run half a cen- 
tury or more into the fut're promotes 
a desire to be safe in forecasting future 
developments. This coutious approach 


independent 


applies to ‘both 
actuaries of 


actuaries and 
companies. 
though, 


naturally 
consulting 
life insurance 

I should point out, 
surance company does assume risks in 
the element of interest and mortality 
and expense involved in the initial rate 
structure. Therefore, it sometimes hap- 
pens that the insurance company “price,” 


that an in 


Future 


which is gross, is somewhat greater than 
forecasts made on a net basis bv inde- 
pendent actuaries under private trustee- 
ship. In the former case a bad guess by 
the actuary must be backed up by the 
entire assets of the insurance company, 
while in the latter case an unfortunate 
guess means either (a) that a future 
management of a corporation must as- 
sume increased liabilities and its conse- 
quent additional cash outlay, or (b) that 
the employes must suffer reduction in 
pensions. 
Extra Caution 

Hence, in all fairness, is it any won- 
der that an actuary of an insurance com- 
pany is extra cautious in his assump- 
tions as to what will happen 40, 60, and 
even 80 years hence? In 1927 was 
asked to review a forecast of a pension 
plan of a certain important Chicago cor- 
poration. The consulting actuary had as- 
sumed that the fund would earn 414° 
for the ensuing 25 years, and the mor- 
tality assumption was based on the old 
McClintock's table, which has long since 
been abandoned by the least conserva- 
tive of the profession. I suggested an 
interest rate of 334% and a somewhat 
stiffer mortality table. but even if my 
recommendations had been adopted, the 
fund would have experienced substantial 
deficiencies because of (a) some loss of 
income from the »»nroximately 35% of 
the fund — in common stocks and 
(b) the unw ress of the firm’s nen- 
sioners, eaneteae those with the larger 
pensions, to die when the table said they 
would. : 

Gain for Older Ages 
Recently | heard an 


important man 
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discuss future mortality improvement in 
terms which were frightening to one in- 
terested in pension costs. Heretofore, 
improvements in mortality have been 
greatest at the younger ages, especially 
the reduction in infant mortality. We 
now seem to be near the point when 
some substantial gains may be realized 
at the older ages. For example: 

(a) Life insurance companies are 
contributing more than $500,000 annu- 
ally in various grants to find ways in 
which mortality from heart disease 
may be reduced. This is one of the 
most important causes of death in the 
middle and old-age brackets. Success 
here could make a significant change 
in longevity. 

(b) Large sums are being spent on 

cancer research. Even the great im- 
provement in early cancer detection 
has its helpful effect on mortality. 

(c) The use of new drugs has al- 
ready made an important reduction in 
the death rate from pneumonia, for- 
merly a principal cause of death at 
the older ages. 

(d) Tuberculosis has almost been 
conquered; yet some years ago it stood 
high on the list as a cause of death. 

(e) I am told that improvements in 
surgical methods are not unimportant 
in reducing mortality among older 











BRIEF 


e Insurance in Force 











FROM OUR FIFTY-SECOND ANNUAL REPORT 


Increase of $18,021,886 
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Increase of $3,837,855.35 
© Payments to Policyowners and 
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Increase of $691,230.10 
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$268,614,795 


$65,986,829.47 


$4,065,259.48 














accidents or 
operations ot a 


people who suffer 
need internal 
character. 
(f) Advances in nutrition have al- 
ready had their helpful influence, 


who 
serious 


Keeping in Mind Years to Come 


Who can say what the Atomic Age 
will bring forth? Who is willing to 
gamble with the problem of delivering 
pension checks years into the future 
without respectable margins for invest- 
ment losses, reductions in mortality, de- 
cline in yield and increased costs of do- 
ing business ? 
Shouldn’t any one responsible for the 
establishment and operation of a retire- 
ment plan—be he executive, union officer 
or corporation director—require that his 
pension counsel make adequate provision 
for mortality improvement in years to 
come: 


W. J. Mortimer’s New Post 


William J. Mortimer has been ap- 
pointed head of the reference depart- 
ment of the Agency Management Asso- 
ciation, it was announced by Charles J, 
Zimmermz in, CLU, managing director, 

Ir. Mortimer succeeds Mary P. Mc- 
Lean who recently joined the staff of 
the Newark, N. J. Public Library. 

A graduate of the Columbia U niversity 
Library School, the new librarian also 
graduated from Amherst, in 1947, and 
received an M.A, at Cornell in 1948. He 
is a native of Randolph, Vermont. On 
the LIAMA staff as assistant head of 
the library since September, 1951, he 
has been engaged inc ataloging the ref- 
erence materials in a reorganization pro- 
gram, 

The Association’s reference department 
serves as a central information source 
for member companies as well as for the 
headquarters staff. It contains one of 
the most extensive collection of data on 
life insurance distribution available any- 
where. 


Arizona Ordinary Leader 


_ Arizona showed the 
increase in Ordinary life insurance sales 
in February, with Alabama and L —e 
tied for second and Wisconsin third, 

is reported by the Life Insurance howe 
Management Association, which has an- 
alyzed February sales ‘by states and 
leading cities. Countrywide, Ordinary 
business increased 16% in February com- 
pared with February, 1951, while Arizona 
sales gained 41%, Aiabama and Louisiana, 
each 39% and Wisconsin 36%. 

For the first two months, with national 
Ordinary sales up 12% over a year ago, 
Alabama led with an increase of 32%, 
with three states, Arizona, Oklahoma 
and Texas tied for second place, up 
31% over the corresponding period of 
last year. 

Among the large cities, Cleveland 
showed the greatest rate of increase for 
February, with a gain of 39% Los 
Angeles was second with a gain of 18%. 
Cleveland also led for the two months 
with a gain of 36% 


greatest rate of 





Ohio State Convention 


Ohio State Life has announced that it 
will hold its 1953 agency convention at 


the Grove Park Inn at Asheville, N. C, 
on June 28 - July 2. 
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National Life of Vt. General Seay 
Hold Meeting at Hollywood Beach, Fla. 


Officers of National Life of Vermont 
keynoted the company’s four-day Lead- 
ers Club educational conference at 
Hollywood Beach, Fla., March 22-26 with 
a report of gratifying progress on the 
first phases of a long-range program 
to achieve increased saleability of the 
company’s policies. 

President Deane C. Davis emphasized 
to the 400 persons at the conference 
that the National Life “will continue 
to maintain its traditional policy of con- 
servative assumptions of mortality and 
interest, careful selection of risks, con- 
servative valuation of reserve liability 
and assets, careful investment of funds 
with emphasis upon preservation of 
principal, and maintenance of adequate 
surplus.” 

Mr. Davis said that in the light of 
rising costs under current conditions, 
the company “will place special empha- 
sis upon its policy of controlling and 
minimizing expenses of operation. Min- 
imization of expenses contributes both 
to safety and to low net cost.” 


To Maintain General Agency System 


The National Life will rely upon the 
general agency system as the means 
of building its field forces, Mr. Davis 
said, adding: “Granting there are some 
advantages in the manager system, we 
nevertheless firmly believe that these 
advantages are greatly outweighed by 
the advantages inherent in the general 
agency system.” 

In spe iking of saleability of the com- 
pany’s product, President Davis said, 
“Our policy will be to give you a well- 
rounded and well-balanced portfolio of 
contracts, designed to be flexible enough 
to fit the needs of increasing numbers 
of prospects, at the lowest cost con- 
sistent with unquestioned safety and 
backed up by a program of financial 
operation at least as good, and I hope 
better, than that of any life insurance 
company in this country, large or small.” 

Two other company sfficers, Executive 
Vice President L. Douglas Meredith and 
Agency Vice President C. V. Shepherd, 
CLU, emphasized the pioneering steps 
taken by the Vermont company during 
its 102-year history in making notable 
improvements in the life insurance and 
investment fields. 


Manchester Agency Gets President’s 
Trophy 

Presentation of the President’s Trophy 
to the Wellman-Burroughs agency of 
Manchester, N. H., highlighted the open- 
ing dinner. Given in recognition “of 
outstanding performance in all phases 
of agency operation,” the trophy was 
presented by Mr. Shepherd to General 
Agent Robert P. Burroughs. Runners- 
up plaques were presented, on order of 
ranking, as follows: No. 2, Harold Smyth 
agency of Hartford, Conn. ; No. 3, Har- 
old T. Dillon agency of Atlanta, Ga.; 
and No. 4, Walter J. Stoessel agency 
of Los Angeles. 

General Agent Burroughs was again 
honored when Superintendent of Agen- 
cies Karl G. Gumm presented him with 
a diamond pin in recognition of 25 con- 
secutive years of membership in the 
Leaders Club. Only two other men in 
the company’s history have achieved this 
distinction. 

Other Leaders Club pins were present- 
ed as follows: twenty-year pin to Robert 
O. Bickel, CLU, of Cedar Rapids, Ia.. 
a ten-year pin to Sam R. Heller of 
Roanoke, Va., and five-year pins to 
Albert Straub of Harrisburg, Pa., 
Karl H. Schmidt, CLU, of Cleveland, 
O., William C. Hartman, Jr., of At- 
lanta, Ga. and Samuel B. Fairbank, 
CLU, of Seattle, Wash. 

A CLU advanced underwriting semi- 
nar featured the first morning session. 
Chairman of the seminar, Elliot L. Haas, 
CLU, Atlanta, introduced the speakers, 


Eugene C. DeVol, CLU, Philadelphia, 
General Agent James B. Irvine, Jr., 
CLU, Chattanooga, Tenn., and George 
H. McWhirter, CLU, Atlanta. 

In an extremely forceful address on 
“Americans as Team Players,” Frank 
M. Totten, vice president of Chase Na- 
tional! Bank, New York, said life insur- 
ance underwriters possess a remarkable 
opportunity to help build. a greater and 
stronger country capable of emerging 
triumphant over dictatorial nations. 


Round Tables, Panels Featured 


Highlights of the second day’s ses- 
sions included round table discussions led 
by panels of home office officials, and 
a pension trust seminar conducted by 
Robert P. Burroughs and George Myrick 
of the Robert P. Burroughs Co., pen- 
sion consultants. 

In the closing session, Agency Vice 
President Shepherd spoke on “Disability 
Income as a Sales Tool,’ and Chester 
G. Raymond, MDRT, company represen- 
tative in Tacoma, Wash., spoke on the 
ideals for which every agent must strive 
in order to make his profession one 
of service and inspiration to mankind. 

Arrangements for the conference were 
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Swanson Heads G. A.’s Ass’n 


The General Agents Association of 
National Life of Vermont, at its annual 
meeiing at Hollywood Beach, Fla., March 
18-22, elected Lloyd O. Swanson, Minne- 
apclis, to succeed Harold Smyth, Hart- 
ford, as president. Other officers elect- 
ed were vice president, Charles A. Elli- 
ott, CLU, Kansas City; secretary-treas- 
urer, Fred S. Brynn, Montpelier, Vt. 
_New directors elected to the execu- 
tive committee were Edward H. Von 
Deck, Washington, D. C., and Clifford H. 
Orr, CLU, Philadelphia. Harold T. 
Dillon, Atlanta, who was elected to the 
executive committee two years ago, will 
continue to serve as a directar., 

Retiring President Harold Smyth was 
presented with a plaque in honor of his 
eight years of service with the executive 
committee of the Association. Mr. 
Smyth will continue to serve as a di- 
rector ex-officio. 


Craig President CLUs 


Richard N. Craig, CLU, Kansas City, 
was elected president of the CLU Asso- 
ciation of National Life of Vt. at the 
annual meeting held in conjunction with 
the recent company’s Leaders Club con- 
ference at Hollywood Beach, Fla. He 
succeeds Eugene C. DeVol, CLU, Phila- 
delphia. 

Other officers elected by the 50 mem- 
bers at the luncheon meeting were: vice 
president, Elliot L. Haas, CLU, Atlanta, 
Ga.; secretary, General Agent Floyd C. 
White, CLU, Battle Creek, Mich. Two 
directors were also elected: General 
Agent James B. Irvine, Ir., CLU, Chat- 
tanooga; and Samuel B. Fairbank, CLU, 
Seattle. 

Ways and means were discussed. to 
encourage more agents to work for the 
CLU designation. It was pointed out 
that six of the company’s top 15 under- 
writers are CLUs 


Named by Pacific Mutual 


Pacific Mutual Life has announced two 
promotions in its Group department ad- 
ministrative. staff. 

Stephen S. Taft, Jr., has been named 
secretary of the company’s Group de- 
partment; and Rutledge Bray, former 
superintendent of the Group depart- 
ment, has been named assistant secre- 
tary, succeeding Mr. Taft in the latter 
position. 

Mr. Taft, a Harvard University gradu- 
ate, joined Pacific Mutual in 1949 as 
superintendent and in March of that 
vear was named assistant secretary. 
Before joining Pacific Mutual he was 
with John Hancock as home office field 
sales assistant, and as manager of their 
western New England Group office. 
From 1935 to 1942 he was with Aetna 
Life in charge of new Group business 
and later handled special assignments. 

Mr. Bray, who joined Pacific Mutual 
in 1949, began his insurance career 
at The Prudential and then went with 
Massachusetts Mutual as Group superin- 
tendent in San Francisco. He is a gradu- 
ate of the University of California at 
Los Angeles and was a member of the 
1948 Olympic water polo team. 


N. Y. Savings Banks Increase 


Dividends on Insurance 


A revised scale of life insurance divi- 
dends has been adopted for the New 
York savings banks writing life insurance. 
It will produce aggregate dividends about 
18% higher than the amount which would 
have been payable under the current 
scale for the dividend year beginning 
May 1, 1952. The largest increases take 
place at the middle and upper ages, at 
the longer durations, and on the hi gher 
premium plans. There are decreases in 
some instances in the rates on individual 
policies but the majority of the new divi- 
dend rates are longer than those under 
the current scale. Interest at the rate 
of 3% is being continued on -dividend 
accumulations and funds held under sup- 
plementary contracts. 
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Colonial Top Honor Groups 
Meet in Atlantic City 


Two of the highest honor groups of 
Colonial Life of America, The Presi- 
dent’s Club and The Clic Club, held 
joint meetings at the Chalfonte-Haddon 
Hall Hotel, Atlantic City, recently. 

The President’s Club, comprising 20 
of Colonial’s leading agents, and the 
Clic Club, representing 15 leading field 
managers, not only turned in top pro- 
duction records but were also singled 
out for high quality service rendered to 
policyholders. 

The President’s Club includes Nicho- 
las Zeck, its president, Harrisburg, Pa.; 
Jacob Dilts, vice president, Easton, Pa; 
Benjamin Roth, secretary, Jersey City; 
and John Costa, Paterson; John Kuzne, 
Paterson; Andrew Dutko, Buffalo: 
Michael Fiorentino, Jersey City; Basil 
Hopper, Elizabeth; Joseph Zapoticzny, 
Perth Amboy; Thomas Marsted, East 
Liberty; Salvatore Pandolfo, Brooklyn; 
Roscoe Van Emburg, Easton; Jack 
Kleinman, Syracuse; George Quinn, 
Elizabeth; Edward Blattner, Charleroi, 
Pa.; Rudolph Trumpf, Jersey City; Ed- 
ward Fehrenbach, Asbury Park; Frank 
Aria, Jersey City; William Pless, Perth 
Amboy; Alphonse Annunziata, Bay 
Ridge; Weldon Hancock, East Liberty. 

The Clic Club comprises John Mitch- 
ell, its president, Paterson; John Ganeo, 
vice president, Beaver Falls, Pa.; Joseph 
Wilyot, secretary, Beaver Falls, Pa.; 
and Michael Pricolo, Jersey City; Paul 
3eatty, Easton; Arthur Bandel, Pater- 
Michael Schiavone, New Bruns- 
Dominic Fabiano, Buffalo; Wil- 
Donmoyer, Harrisburg; Frank 
Asbury Park; Charles Musumeci, 
Jersey City; Irving Cohen, Bay Ridge; 
Fred Harding, New Castle, Pa.; Har- 
old Sloan, bie ey Pa.; Harold Davis, 
Jamaica, L. John Granato, Brooklyn; 
Louis The ig = dap ve Robert 
Melzer, East Liberty, Pa.; Orman Rear- 
ick, New Kensington, P: a. 


son; 
wick; 
liam 
Marra, 


Prudential Seminar for 


Brokers in Philadelphia 


A number of brokers in the Phila- 
delphia area were invited by The Pru- 
dential to attend a brokerage seminar 
9:30 a.m. to 4 p.m. at the Warwick Hotel 
in that city on Tuesday and Wednes 
day of this week. A similar meeting 
will be held for New York brokers at the 
Hotel Statler on May 6-7. 

The sessions were conducted by Carl 
P. Lundy, CLU, superintendent of agen- 
cies. Mr. Lundy has made on extensive 
study of the problems and opportuni- 
ties for brokers. 

Subjects covered included clients’ needs 
for life insurance, business insurance 
for sole proprietorship, partnership, close 
corporation, key man and insurance for 
tax purposes. 


Frank L. Barnes Honored 


Frank L. Barnes, first 
and director of agencies for Ohio State 
Life, was tendered a luncheon recently 
in Columbus, the affair marking his 
birthday and commemorating the 20th 
anniversary of his joining Ohio State 
Life. The luncheon also climaxed a one- 
month campaign put on by the field 
force of the company in honor of Mr 
Barnes, in which more insurance was 
produced than in any previous month of 
March in the history of the company. 

Claris Adams, president of Ohio State 
Life, presided and made a short address, 
and E. G. Siefert, manager of the 
Marion agency and chairman of the 
Ohio State Life General Agents Commit 
tee, presented Mr. Barnes, on behalf of 
the general agents and managers, a set 
of sterling silver candlesticks. Mr. 
3arnes also was presented with a huge 
birthday cake. Other speakers were R. 
G. Leuzinger, general agent in charge 
of the Columbus agency, and J. Earl 
Pullen, manager of the Toledo agency. 


vice president 


In attendance at the luncheon were gen- 
eral agents 
i together 

staff. 


and managers from a dozen 
cities, with members of the 
home 


office 

















Coming Through! 


As we enter 1952, our Twenty-Fifth An- 
niversary Year, we are proud of every 
member of our Agency Force. They have 
kept “coming through” year after year 
with new records of production built as 
a result of specially designed policies— 
Life, Accident, Health and Hospital— 
generous commissions, and a sincere, 
friendly and interested Home Office per- 
sonnel. 


Bia 


NATIONAL LIFE 


. Insurance Company, Montclair, N. J. 
RALPH R. LOUNSBURY, President 
W. J. SIEGER, V. P. & Supt. of Agencies 
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General Agent in Reading 
For Fidelity Mutual Life 





LAWRENCE 


J. TIERNEY 
Lawrence J. Tierney has been ap- 
pointed general agent in Reading, Pa, 
for Fidelity Mutual Life. Mr. Tierney, 
well-known in life insurance circles, en- 
tered the life insurance business in 1945 
with the local agency of the Aetna In- 
surance Co, Born in New York City, Mr. 
Tierney was educated at Garden City 
High School and Syracuse University, 
where he played varsity football. A resi- 
dent of Reading since 1939, he was first 
associated with a steel foundry and ma- 
chine company, Then, for four years he 
was head football coach at Central Read- 
ing Catholic High School. 


Conn. Sales Congress 

W. Ellery Allyn, Connecticut Insurance 
Commissioner, gave the welcoming ad- 
dress at the 1952 Sales Congress of 
Connecticut State Association of Life 
Underwriters April 2 in Yale Law School 
Auditorium, New Haven. 

message of welcome by Edgar S. 
Furniss, provost of Yale University was 
followed by Robert C. Gilmore, Mutual 
3enefit, Bridgeport, after which Winston 
P. Emerick, New England Mutual, 
Johnstown, Pa., cme Closing the morn- 
ing session was O. Glenn Saxon, Yale 
University professor of — who 
spoke on “The Issues of ’ 

After the address by Eat ioner 
Allyn, a feature of the afternoon session 
was the presentation of Connecticut 
State Association Scholarship by Law- 
rence M. Stanley, president of the As- 
sociation. This award is made annually 
to the outstanding student majoring in 
insurance at the University of Connecti- 
cut. 

Concluding the meeting were talks by 


Stanley LL. Collins, CLU, Metropolitan 
Life, Buffalo, N. Y., and Benjamin Ne 
Woodson, CLU, managing director, Na- 


tional Association of Life Underwriters. 


Colonial General Agent 
The opening of a new general agency 
was formally launched when Edw: ard 
J. Hilbert was tendered a indi by 
the officers of Colonial Life of America. 
Mr. Hilbert plans to build a_ full-time 
organization in Union, New Jersey, with 
offices located at 1018 Stuyvesant Ave- 
nue 
Mr. Hilbert has had a colorful career 
in the life insurance business since 1940. 
In his best year, he paid for 140 cases 
for a volume in excess of $850,000. 


He was overseas in the last war, see- 
ing action with the infantry at Cher- 
bourg and in the Bulge. For several 


months at the close of the war, he 
managed a post exchange in Brussels, 
Belgium, before being discharged. 
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Raleigh General Agent 


For Kansas City Life 





MERLE W. WING 


Kansas City Life has appointed Merle 
W. Wing general agent for eastern 
North Carolina with headquarters at 
Raleigh. He was formerly with a large 
eastern company. Before entering life 
insurance he was an instructor in math- 
ematics and zoology at North Carolina 
State College and at Tulane University. 

Mr. Wing is a Fellow of the Royal 
Entomological Society of London and 
belongs to the Entomological Societies 
of Canada, Washington and New York. 
He is also a member of the Society of 
Systematic Zoology and the Entomologi- 
cal Society of America. He attended 
University of Maine and University of 
Minnesota. 


ALC Regional Meeting 


The first of the two or more regional 
meetings sponsored annually by Ameri- 
can Life Convention was held last week 
with floor discussions of various prob- 
lems which face the life insurance com- 
panies today. Convention President Fra- 
zar B. Wilde, who is also president of 
the Connecticut General Life, presided 
over the meeting sessions, which were 
held in Little Rock. More than 130 
top officers of some 60 member compa- 
nies domiciled in 23 states attended the 
meeting. 

Among the subjects discussed at the 
sessions were the Federal taxation of 
life insurance companies, a review of 
the current problem of inflation con- 
trol, social security, investments, wage 
Stabilization, current activities in in- 
vestment study and research, and agents 
and agency matters. 

Since the American Life Convention 
regional meetings are of an informal 
nature, consisting of off-the-record dis- 
cussions of any and all current prob- 
lems from the floor by the life insurance 
executives in attendance, there were no 
scheduled speakers at the Little Rock 
meeting. 

American Life Convention staff mem- 
bers from Chicago attending the meet- 
ing were Robert L. Hogg, executive vice 
President and general counsel; Ralph H. 
Kastner. associate general counsel : Al- 
fred N. Guertin, actuary; W. Lee Shield, 
counsel; Irving V. Brunstrom, attorney ; 
William J. Walsh, assistant attorney; 
and William H. Faltysek, editor of pub- 
lications, 


FORM PARTNERSHIP 
W. J. Schilling, former manager of the 
Western & Southern Life- at Lima, O., 
has become a partner with Mrs. Zada 
Tinker in the Dick Tinker Insurance 
Agency at Lima. 


ABERDEEN FUND PLAN 

The $3,000,000 Aberdeen Fund of New 
York announces the inauguration of an 
investment plan that provides for sys- 
tematic accumulation of its shares in 
combination with a self-reducing non- 
medical term life insurance policy. 
Known as the Dominion Plan it is de- 
signed to combine the appeal of a high 
grade common stock fund and a new ap- 
proach to the periodic type of invest- 
ment. It does this by offering in one 
package a program of systematic invest- 
ing, professional management, and op- 


tional non-medical life insurance under a 
group policy. Should a subscriber to the 
plan die within the period of payments, 
the unpaid balance of his plan would be 
paid in a lump sum by the insurance 
company in order to complete the in- 
vestment program. 

Other features include: (1) payments 
as low as $50 each quarter; (2) a ten- 
year plan period; (3) insurance cover- 
age to $10,000; and (4) optional auto- 
matic dividend re-investment at net asset 
value. The insurance is currently issued 
at a quarterly rate of $3-for each $1,000 
of coverage. 


H. R. Campbell Appointed 


The appointment of Harold R. Camp- 
bell as manager of the Tyler, Texas 
office of Republic National Life has been 
announced by Clarence J. Skelton, vice 
president and director of agencies. Mr. 
Campbell, a native of Pennsylvania, for 
the past several years has been a resi- 
dent of Tulsa, where he was a special 
representative of the Republic National 
Life. He has been successfully engaged 
as a life underwriter for the past seven 
years. 









F 


hk 


@ Congratulations to the five agencies winning 
The Connecticut Mutual’s Organization Award for 
1951. This is presented annually by President Peter 
M. Fraser in recognition of the best records in 


sound agency building and development among 


the Company's 80 agencies. 


Winners of the awards are The Hunken Agency, 
Chicago; The Love Agency, Hartford; The Joseph- 
son Agency, New York; The Merrifield Agency, 
Portland, (Ore.); and The Carlucci Agency, 


Wilkes-Barre. 


The entire Connecticut Mutual organization, both 
at the Home Office and in the Field, congratulates 
these agencies for a job well done. 


_, ee Conractioul Mutual 


(80 ry LIFE INSURANCE COMPANY + Koffnd 


YOsilnld 
organization 


award 











rome Henry C. Hunken 
joined the Company in 1929 as 
a brokerage supervisor in New 
York and later held the same po- 
sition in Newark. In 1936 he be- 
came General Agent in Spring- 
field, Mass. Since 1940 he has 
been General Agent in Chicago. 


Hartford’s Ralph H. Love has 
been inlife insurance since 1925. 
He came with the Company ten 
years ago as Agency Manager 
in Cincinnati. In 1945 he was 
appointed Agency Manager at 
Hartford, and in 1946 he was 
made General Agent there. 


New York’s Halsey D. Josephson 
has been in the life insurance 

usiness since 1930. He has 
served as agent, supervisor and 
general agent. He came to The 
Connecticut Mutual as General 
Agent in New York in 1949. 


Portland’s J. C. F. Merrifield 
has been with the Company 
since 1927 when he joined The 
Connecticut Mutual as agent in 
Grand Rapids. He became su- 
pervisor in Portland, Oregon, in 
1938 and a year later was ap- 
pointed General Agent there. 


Wilkes-Barre’s Frank Carlucci 
has been in life insurance 
since 1924, and in 1930 he join- 
ed the Company as supervisor at 
Wilkes-Barre. In 1937 he was 
advanced to General Agent at 
Toledo, and in 1941 returned to 
Wilkes-Barre as General Agent. 
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Entered. New Promotional Material Introduced 


Postal Life’s week-long educational 
conference in Bermuda was the largest 
and most successful ever held by the 
company. From_ March 15 to 21 the 
conference qualifiers had a full week of 
educational meetings, dances, banquets, 
receptions, sightseeing tours of Ber- 
muda, golfing, and swimming. The dele- 





The Worshipful Leon Fox, mayor of the 
17th century town of St. George, wel- 
comes George Kolodny, president of the 
Postal Life, to Bermuda. Standing at the 
foot of the steps leading to St. Peters, 


the oldest Anglican church in the 
Western Hemisphere, are (left to right) 
Mr. Kolodny, Roy A. Foan, vice presi- 
dent and director of agencies; Mrs. 


Foan, Mr. Fox, Mrs. Kolodny. 





gates sailed on the “Queen of Bermuda,” 
nea stayed at the Belmont Manor while 
in Bermuda. 
Before the 
there was a gala 


conventionaires _ sailed, 
and festive throwing 
of confetti, bon voyage parties and 
baskets of fruit from well-wishers. A 
welcome reception was held by Roy A. 
Foan, vice president and director of 
agencies for the company and chairman 
for the entire convention. The following 
afternoon was devoted to the first edu- 
cational conference. 
New Special Term Policy 

Mr. Foan introduced the new special 
term policy with premiums averaging 
7% lower than the term to 65 policy 
which it replaces. This policy is more 


competitive and brought huzzahs from 
the Bermuda delegates. The minimum 
face amount is $5,000. The plan is a 
term to 65 up to issue age of 50; 15-year 


term plan is available for issue ages 51 
to 60. 

The 15-year term feature gives 
adequate coverage for the higher 


more 
ages 


since the maximum expiry age has now 
been increased from 65 (for issue ages 
up to 50) to 75 (for issue age 60). Sub- 
standard is considered up to class C, in- 
stead of to class B as was formerly 
true for this type of coverage. Current 
term riders or family income riders may 
be added in amounts giving triple pro- 
tection or with 14% monthly income. 

The new premiums are reduced 8.3% 
for age 30, on the new special term to 
65 plan. 

Mortgage Redemption Plan 

Postal’s new mortgage redemption 
plan is now written on a 25 and 30 year 
basis as well as for shorter periods. The 
30 year plan is issued at ages 20-40, and 
the others are issued for ages giving 
coverage up to age 70, if desired. The 
top issuance age is 60. 

Mortgage plans for odd years will be 
issued from ages 20-60, for periods be- 
tween 10-30 years with a termination 
age not over 70. 

Foan Warns on Term 

Term plans are in 
trends toward 


keeping 
using 


“These 
with the 


present 





Part of the Wolff Agency—Alex Suss- 
man, Associate General Agent Charles 
Seibel, Alvin Wolff and Brokerage Man- 


ager Benjamin Carr. 





Term to meet many estate and business 
insurance needs,’ Mr. Foan said, “but 
we must stress to the buyer that these 
plans are of a temporary nature and 
should be converted as soon as possible 


to more permanent forms of life insur- 
ance.” . 
These policies were enthusiastically 


received by the conventionaires, espe- 
cially the triple protection feature of 
adding riders on top of the Term forms, 
or the 14% family income benefit which 


POSTAL LIFE CONVENTION 
Held In Bermuda For Leaders 


Term to 65 Premiums Cut Over 7%, Coverage Extended to 
Age 70, Mortgage Riders Broadened. Group Field 










Captain Leslie Banyard of the “Queen of Bermuda” 
Mrs. Foan, Mr. Kolodny, Mrs. Kolodny and Mr. Foan. 


to his new “ensigns” 


explains how the ship runs 





can be added to the Term policy. 

Postal Enters Group Life Field 

Mr. Foan then announced that the 
Postal Life is entering the Group life 
insurance field and is now accepting 
applications. 

Promotional Material Introduced 

A wide variety of promotional mate- 
rial was introduced at the business 
meeting, including brokerage seals, alu- 
minum agency signs for office walls, 
mailbox savings banks that tie-in with 
Postal Life’s name, brokerage envelopes, 
and 18 completely redesigned proposal 
forms. The new proposals are printed 
in blue on soft gray bond paper with a 
rich blue leather finished cover. “We 
believe these are the most beautiful 
proposals now being used—are easy to 
fill out, are streamlined for faster han- 
dling, have more ‘sell’ than the pre- 
vious ones and are rich and dignified in 


appearance,’ Mr. Foan told the dele- 
gates, who received them enthusias- 
tically. 

All of the company’s policies have 
been completely redesigned—they fea- 
ture a new legal size format and are 


printed clearly on fine bond paper, Each 
policy is imprinted with its nani® in red 
in the upper left hand corner so that 
the client can immediately see the name 
of the policy. 

The new annual statement caused the 
most favorable comment —it is larger 


and more colorful than ever before, Mr. 
Foan said. “It lists all of the company’s 
general agents, has a double page spread 
of 1951 publicity which gives an inter- 





Harrison Allen, Allen Travel Service; 
Dr. Louis Dunn, company medical di- 
rector; Mrs. Kolodny, Kenneth McCann, 
vice president, Eastern States Agency, 
general agent in Stamford. 





est-arousing and visual summary of the 
Postal Life’s activities for the year, a 
full page is devoted to pictures suggest- 
ing the many insurance needs_ which 
Postal Life policies and services fill, and 
a president’s message that is packed 
with sales-helping facts. It is designed 
to be more than a mere annual state- 
ment—it is an effective sales tool which 
our men can use every day.” 
(Continued on Page 17) 
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Roy A. Foan Stresses New Problems 
Which Field Underwriters Face 


In addressing the conventionaires at 
their educational business conference, 
Roy A. Foan, vice president and director 
of agencies, pointed out that the year 
1951 was the company’s best in its 47- 
year history, with a gain of 63% over 


the previous year. “Our average size 
policy was $7,591, an unusually high 
average for the industry which shows 


the high quality of policies we are writ- 





Mr. Foan and James H. Hamill, presi- 

dent of the Postal Life General Agents 

Association, lead the business confer- 
ence on board ship. 





Postal Life Meeting 


(Continued from Page 16) 


New Training Program Set Up 

A new program has been set up to 
encourage the training of more full time 
Postal Life men and women. “This is 
another important step in our career 
building program and will materially 
step up our already accelerated agency 
program for training quality life under- 
writers,” Mr. Foan said. Two books by 
the Life Insurance Agency Management 
Association, “Recruiting Self Starter” 
and “Management Planning,” and the 
R & R booklet “Sales Talks for Sales 
Success” were distributed and discussed. 

New Advertising Plan Discussed 

Postal Life is running a test adver- 
tising campaign in Stamford, Conn., for 
its agency in that city. Already causing 
considerable favorable comment in life 
insurance and advertising circles, the 
newspaper campaign is built around 
large human interest pictures of Postal 
policyowners in their homes or at busi- 


ness, a large picture of the general 
agent or one of his associates, a give- 
away item, and an easy conversational 
copy style. Returns on the advertise- 
ments, which are being run in a series 
of 13, have been excellent and the idea 


for the campaign was well received by 
the delegates. Many were anxious to 
Start similar such localized and_ per- 
sonalized ads in their own cities. Ken- 
neth McCann, vice president of the 
Eastern States Agency in Stamford, re- 
ported that the ads have awakened the 
city to Postal Life and the agency’s 
services, and that a considerable amount 
of business already has resulted from 
the ads. “This is another example,” Mr. 
McCann said, “of how a company can 
help its men where such help counts the 
most—in the community in which he 
operates. These ads have truly been 
Prestige builders and we greatly appre- 
ciate the way Postal Life has helped 
us develop the campaign and the neces- 
sary follow-through by a well-organized 
direct mail plan aimed at. both policy- 
owners and brokers. Thousands of tear 
Sheets have been mailed out with excel- 
lent results.” 


ing. There is every indication,” he said, 
“that 1952 will be every bit as good as 
the past five years have been for life 
insurance men. This is not only due 
to the fact that people are earning 
more, but also to the fact that they 
realize a family needs more ‘money to 
live on and they need more life insur- 
ance to provide that income. Also, the 
American people are more insurance 
minded than ever before. They are 
looking to life insurance men to help 
them solve problems that were unheard 
of a relatively short time ago. 

“New problems are being brought to 
us every day. People are asking us how 
life insurance can help them protect 
what they have spent years to build up. 
Estate conservation, tax paying, and 
business insurance plans suggest but a 
few of the problems that are brought 
to us. The modern life underwriter of 
today must have a broad knowledge of 








Mr. and Mrs. Lewis Kolodny, Max 
Rhulen Agency in Monticello. 
the business world and a keen under- 


standing of the new and often technical 
changes that are a mark of our times. 

Training and more training, learning and 
more learning are necessary now, more 
than ever before. Is it any wonder that 
the life insurance man of today is con- 
sidered a very professional. man, and 
that his advice is sought? 

“You are well acquainted with our 
1951 results which were given tremendous 
publicity in the trade press and in quite 
a few daily newspapers. 

“This job does all of you, the com- 
pany’s leaders, real credit. It’s a job to 
be proud of. 1951 was our. best year but 


(Continued on Page 20) 











Talks By Postal Fieldmen 
Highlight the Conference 


Six outstanding Postal Life fieldmen 
addressed their company’s conference on 
the “Queen of Bermuda” on March 16. 
Using the theme, “Sales Slants From 
Successful Leaders,” the ‘ ‘successful six” 
covered a wide range of sales topics and 
methods. Roy A. Foan, vice president 


MORE POWER 


2 creators 


Milton Altschul makes an important 

point at the business conference. Mr. 

Foan, company vice president and chair- 
man of meeting, in background. 





and director of agencies, chairman of 
the meeting, said, “We will hear from 
six of our men—but this is just a taste 
of the feast of talent we have aboard 
this ship. These talks are not the sum 
total of their experience, but just indi- 
cate the wealth of material you can 
get not only from these men, but from 





Lester Margolis, Mr. and Mrs. George 

B. Greenberg and Morris E. Schiffman, 

all of the George B. Greenberg Agency 
in New Haven. 





all of our delegates just by talking with 
them and aaieaiien sales ideas.” 


“Planned Prospecting” 

The first to speak was A. M. 
CLU, general agent in Buffalo. 
scribed his very successful direct 


Civin on 


Civin, 
He de- 
mail 


program which he has developed him- 
self and used for the past four years. 
He obtains 4-6% replies and uses this 
as his chief prospecting method. “I never 
call on anyone,” he said, “before I have 
qualified him as a prospect over the 
phone or through the mail.” 


Greenberg Inspires Delegates 


George Greenberg, general agent, New 
Haven, gave a very inspiring talk. “Did 
you ever ask yourself ‘Who are these 
men and women who are called life un 
derwriters, where do they all come 
from?’ Why does this business have 
such a magnetic appeal to people from 
so many walks of life and why are they 
successful in it?” After giving many 
reasons, he said: “We now begin to 
understand why we were attracted to 
this great industry, for within its frame- 
work lies the answer to the way of life 
that appeals to you and to me. I think 
that if we devote ourselves to the ideas 
and ideals which motivated us to become 





Mr. and Mrs. 


Gregory Cannata and 
Arthur Milton of the Milton Agency, 
just before sailing time. 





life underwriters, and if we are honest 
with ourselves in appraising our daily 
work, we cannot help but be successful 
and achieve our highest goals. Your in- 
terest and enthusiasm which you have 
for this business is the best sales aid 
you'll ever need—and you've had it all 
the time!” 
Fey—Points on Prospecting 

Edwin J. Fey, general agent, Syra- 
cuse, said that “there are prospects all 
around us—but we need to qualify them: 
do they need life insurance? Can they 
pay for it? Do they want to buy insur- 
ance now? Do they want to solve their 

(Continued on Page 20) 
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STEPHEN T. HANSCOM 

Four managerial appointments in life, 
accident and Group lines have been an- 
nounced by Perry T. Carter, vice presi- 
dent of the Travelers. 

eigen “T. Hanscom has been ap- 
pointed manager at Newark, Waino a. 
Ray, CLU, at Portland, Maine, Philip B. 
Putnam at San Francisco, and George 
H. Shackelford at Rochester, New York. 

Mr. Hanscom has been associated with 
the Travelers since 1941, when he was 
appointed field supervisor at Boston. In 
1945, he was appointed assistant mana- 
ger there, and in September of that year 
he was again promoted and named 
manager at Providence. He has been 


manager at the Portland office since 
1947. He succeeds Chalmer C. Cox who 
has been promoted to the home office 
staff as superintendent of salary allot- 
ment sales, life, accident and Group 


agency depar tment. 


Mr. Ray joined the Travelers in 1947 





GEORGE H. 


SHACKELFORD 


as a field supervisor in the Hartford 
branch office, and was promoted to as- 
sistant manager there in 1949. Mr. Ray 
succeeds Mr. Hanscom at the Portland 
office. 

Mr. Putnam joined Travelers in Los 
Angeles in 1925, as a field supervisor. 
He was promoted to assistant manager 
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at Long 


the same capacity at Los 


Seattle. 
















PHILIP B. PUTNAM. 


appointed manager at Seattle. Mr. Put- 
nam succeeds Julius I. Thomason who 
has been granted a leave of absence. 
Mr. Shackelford has been assistant 
manager at Richmond, Va., since 1949, 
and has been associated with Travelers 
since 1946, when he joined the Rich- 


WAINO T. RAY 


Beach in 1928, and served in 
Angeles and 


In 1946, he was promoted and 











in @ series of advertisements outlining advantages d 
NUMBER TWO by field underwriters of the Equitable Life of ae mien: 


TRAINED FOR 


SUCCESS 


Fieta underwriters of the Equitable Life 
of lowa are expertly trained. New associates are 
enrolled in a combined study and field project 
known as the Basic Training Course. The next step 
in the training process is attendance at a Home 
Office School. Then follow two Intermediate Train- 
ing Courses featuring estate plans, business insur- 
ance fundamentals and programming. Cooperation 
is given eligible associates in their attainment of the 
Chartered Life Underwriter designation. Continu- 
ous personal supervision is given to the training 
progress of all recruits. 


HOUITABLE 


Life Insurance Company 
OF OWA 


FOUNDED IN 1867 IN DES MOINES 
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mond office as a_ field supervisor. He 
succeeds Walter E. Pattee who was re- 
cently appointed manager at Detroit. 


Berkshire Life Announces 


Convention Plans for 1953 

Cape Cod has been selected as the 
1953 convention site by Berkshire Life, 

W. Rankin Furey, vice president, an- 
nounced that the Hotel Belmont at West 
Harwich, Massachusetts, will serve as 
convention headquarters when the 101- 
year-old Pittsfield company’s sales staff 
meets in June of next year. 


Hear George Willard Smith 


George Willard Smith, chairman of 
the board of directors of New England 
Mutual Life, spoke recently at the Com- 
monwealth Club at a meeting to mark 
the 25th anniversary of the Benjamin 
W. Davis agency’s association with the 
company. 


Home Life Managers 


(Continued from Page 9) 


Mr. Worthington urged that managers 
do everything possible to improve the 
prestige of their men, not merely their 
own prestige. “I think the finest pres- 
tige a manager could have in his local 
community is measured by the caliber 
of men he employs and the success of 
the men in his organization. If those 
men have prestige in the community, 
his prestige must go along with it.’ 

Through comprehensive, personal in- 
terviews, the manager can sustain and 
build the underwriter’s enthusiasm for 
his association with the manager and 
with the company, said Mr. Worthing- 
ton. “He creates an atmosphere of har- 
mony, good will, and team spirit which 
make the job of managing an agency a 
very gratifying accomplishment.” 

Group Department Reports 


In the Group part of the program, 
Mr. Rugger analyzed Group results dur- 
ing 1951. He pointed out that in the 
two full years that Group has been writ- 
ten by Home Life, it has assumed major 
importance within the company’s opera- 
tions. 

Since the fall of 1950, the Group 
department has doubled its personnel 
and has a definite recruiting plan for 
further staffing both its home office and 
field organization. 

Mr. Rugger stressed the important 
public relations function of Group in- 
surance. Because of the nature of 
Group — the frequency of claims, the 
great*number of benefit checks, ete— 
many thousands of persons are becoming 
aware of Home Life and the type of 
service offered, he said. 

Other topics covered in the Group 
program included an account of what 
the company is doing to attract broker- 
age business while developing the com- 
pany’s full-time organization as an im- 
portant source of Group sales. The op- 
portunities for increased income from 
Group business were discussed and the 
experiences of fieldmen who have taken 
advantage of these opportunities were 
related. 

In other portions of the program, 
company officers discussed with the 
managers various problems affecting the 
company’s operation. Vice President and 
Manager of Agencies John F. Walsh 
discussed the disadvantages of writing 
excessive term insurance to the client, 
field underwriter, agency manager and 
the company. 

A feature of the meeting was attend- 
ance by managers’ wives and the presi- 
dent’s reception and dinner which 
started the three-day program. 
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Union Central Life 
Men at Miami Beach 


SALES IDEAS, PANELS FEATURED 





President Cox Reviews 20 Years as 
President; Group Plan for Managers 





and Agents 
Union Central Life’s $500,000 Club 
met at Hotel Flamingo, Miami Beach, 


Fla., recently when the company’s lead- 
ers had three days of business sessions 
as well as social activities. Principal 
addresses were by President W. How- 
ard Cox and Vice President and Super- 
intendent of Agencies Wendell F. Han- 
selman who wound up the program. 
Sales ideas and panels were a feature 
of the program. 

President Cox, who this year marks 
20 years at the head of Union Central, 
reviewed the general economic scene 
since the founding of the company and 
especially during the past 20 years. He 
told of the important part the company 
took in the agricultural development of 
the Ohio area through farm loan opera- 
tions and the great problems it faced 
during the agricultural depression fol- 
lowing World War I when its major 
investments in farm mortgages turned 
into real estate ownership 
foreclosures. 


heavily 
through 


Care in Making Investments 


Central’s methods 
investments, 


Union 
and handling 
Cox said: 

a continuous and sys- 


Discussing 
in making 
President 

“We maintain 
tematic inspection of the physical prop- 
underlying the first mortgage 
loans closed and outstanding in our 
portfolio, We are constantly on the alert 
to improve our methods in this opera- 
to insure that the cover- 
age was adequate when the loan was 
made but to relate the survey to any 
current investments under consideration. 
All of these studies are later concen- 
trated into an area file that can be 


used as a valuable tool in the future. 

“For example, we are making thor- 
ough inspections of our mortgage port- 
folio in a city-by-city basis and I cite 
you to one city where we have a mort- 
gage investment of $9,200,000. Following 
the Census Bureau plan, we divided that 
territory into postal zones because very 
complete data is available within those 
zones —information about population 
trends, employment, incomes, family 
groups and numerous other character- 
istics. As a result of this inspection, we 
found that out of 1,400 loans, only 80 
did not qualify under our requirements 
and, although these were insured Vet- 
erans Administration loans, we disposed 
of them. 

“To paraphrase a familiar saying— 
eternal vigilance is the price of a good 
bond account and a good mortgage ac- 
count. 

“You have just heard something of 
our procedures in the making and main- 
taining of a mortgage account. We fol- 
low very much the same_ technique, 
basically, with bonds. Before making an 
investment in a block of bonds, we sub- 
ject the underlying company to a very 
exhaustive study. You may find it hard 
to believe but our requirements are even 
more rigid than our consideration of a 
hundred thousand dollar application for 
a life insurance policy. This, in spite of 
the fact that if we find the policyholder 
is no longer a good risk we can’t do 
anything about him, but, in the case of 
a bond, we can and do do something 
about it if there is any deterioration in 
its quality. 

“When we invest in the’ bonds of a 
corporation, we study its financial record 
for at least ten years and almost liter- 
ally place its management under the 


erties 


tion, not only 





microscope. Only after we are assured 
of the soundness of the company do we 
consider the yield the bonds will pro- 
duce. Only when we have determined 
that the company’s health is sound, its 
management solid, the yield adequate 
for our purpose, and our other invest- 
ments in that area come within the 
limitation fixed by our investment com- 
mittee do we designate that company’s 
bonds as eligible for our portfolio. 

“As in the case of a mortgage, after 
a bond has been bought, it is not put 
into the safe and forgotten. Quarterly 


issuing each 


reports of the company 
bond we own are studied by experts 
in the bond department who report any 
danger signals. Often signs of deteriora- 
tion can be detected a year or so in 
advance and the bond disposed of before 
the market generally is aware of any 
change in its condition. 

“It is my judgment that in a time 
like this, where many economic factors 
indicate a depression, and we are in 
a period of inflation only because of 
Government ‘props,’ we must be _ pre- 
pared to meet only conditions that come 


along. In other words, economic se! 
speaking, we must be well balanced and 
light on our feet; ready to turn in any 
direction. I believe we fit that require 
ment.” 
Activities for the Agent 

Vice President Hanselman discussed 
Union Central as the agent’s company 
and its practices and policies. He also 
announced the Group plan for managers 
and agents. A program for increasing 
the agent’s earnings was outlined by 
Mr. Hanselman. 





x own ite insurance is to Hae success 


ot a most basic sort 


99 


A message suggesting a point of view especially helpful to younger men, by CHARLES E. WILSON President, General Motors Corporation 


uccess for the individual, I think, 
comes down to three very per- 

sonal things. It is accomplishment, It 
is freedom. And it is satisfaction. 

“That being the case, the man who 
has started a life insurance program has 
achieved success of a genuine order. 

‘**He has taken the first step along 
today’s straightest road to family 
security. And that is accomplishment. 

‘*He has found new freedom from an 
economic worry that often holds men 
back in their undertakings. 

‘And he enjoys the satisfaction which 
comes when we put first things first. 

“Today, more than 80 million Amer- 
icans own life insurance. Aside from 
the advantages this represents to so 
many, it is reassuring for another rea- 
son. It means that in these times when 
individual initiative is often valued too 
lightly, 80 million Americans have had 
the courage and practical good sense to 
provide for themselves on their own.” 


* 


WHY POLICYHOLDERS ARE 
SO LOYAL TO 
NORTHWESTERN MUTUAL... 


This company is one of the six largest. It 
has more than 90 years’ experience and an 
outstanding reputation for low net cost. 

This emphasizes that there are significant 
differences among life insurance companies. 
It is one reason why each year nearly half 
the new life insurance issued by this com- 
pany goes to those already in the North- 
western Mutual “family.” 

Have you reviewed your life insurance 
program within the last two years? It would 
be wise to do so. You'll find real advantages 
in calling upon the skill and understanding 
of a Northwestern Mutual agent. 


KARSH, OTTAWA 





A NORTHWESTERN MUTUAL PoticyHoLpDER. Mr. Wilson’s first life insurance was a gift from his 
father on his 21st birthday, while he was a student apprentice in engineering. Mr. Wilson now owns 
8 Northwestern Mutual policies. 


MILWAUKEE. WISCONSIN 





APPEARING IN: SATURDAY EVENING POST, MARCH 8; TIME, APRIL 21; NEWSWEEK, APRIL 7; SUCCESSFUL FARMING, APRIL 
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Washington Nat’! Employe 
Profit-Sharing Fund 


A company contribution of $433,479 to 


the employe savings and _ profit-sharing 
pension fund, 1951 
was announced by the Washington Na- 
tional Insurance Company. The fund, 
which started in 1942, showed an increase 
assets during 1951 of $653,113, 

the total assets to #,- 
This amount is larger than the 


based on business, 


in net 

bringing net 
532,196. 
assets of the company 16 years ago after 
it had been in business for 24 years. 
Present company assets are $146,459,109. 

All permanent employes of the Wash- 
ington National are eligible to join the 
savings and profit-sharing pension fund 
after one year of service. They con- 
tribute 5% of their salary, or a maximum 
of $250 a year. 

Company contributions to the fund 
for employe members are as _ follows: 
for those with one year of service but 
less than five, 80 cents for each dollar 
deposited by the members; five years 
but less than ten, $1.60 per dollar; ten 
years or more, $2.40; and for employes 
age 50 or older with 15 or more years of 
service, $3.20 per dollar. 

Beside the employes’ contributions to 
the fund and the company’s allocation, 
members share in the fund’s earnings on 
investments. 


New York Sales Caravan 


The fourth annual Sales Caravan 
sponsored by the New York State As- 
ution of Life Underwriters will be 
held nearly a month earlier than usual. 
Dates are: April 23 in Albany; April 24 
in Syracuse and April 25 in Buffalo. 
Frank B. Alberts, CLU, general agents 
for Aetna Life in Rochester, is caravan 
chairman. 

This year’s candidates are all highly 
successful in the sales end of the life 
insurance business and their experience 
in this field totals 72 years. They are: 
W. J. Clancy, 15 years with Metropoli- 
tan, beginning as an agent and for the 
past nine years manager in New Haven, 
Connecticut; Mitchell Rosser, CLU, 
agent for Phoenix Mutual in Boston 
since 1932, life and qualifying member 
of the Million Dollar Round Table and 
currently a candidate for Trustee in 
NALU; Anthony J. Klug, who started 
with the John Hancock 32 years ago as 
an office boy and who today is general 
agent in Rochester; and Alan L. Reed, 
with The Prudential in Binghamton 
since 1945 and manager since 1950. Mr. 
Reed, an engineer, has sold many things 
and has been an outstanding athlete in 
golf, boxing and baseball. 

Registration may be made through lo- 
cal associations and fee is $3 plus lunch. 





soc 


Pacific Mutual General Agent 


Continuing its program of expanding 
field facilities, Pacific Mutual Life has 
established a new general agency at 
Santa Barbara, Cal., naming William 
A. McGurn as general agent. Mr. Mc- 
Gurn went with Pacific Mutual in 1945, 
serving first as field representative in the 
Erle T. Gilbert Agency, Los Angeles, 
and advancing to supervisory respons - 
bilities. In 1949 he was selected for 
transfer to the home ofiice, where he 
was named assistant director of train- 
ing, and ultimately supervisor of agen- 
cies. 


Postal Life Convention For Leaders 





Postal Leaders Heard 


(Continued from Page 17) 


insurance needs today? And remember 
if you place the need before them strong 
enough, they'll buy.” 


Altschul Tells 


Milton Altschul, CLU, general agent, 
New York, gave a wide variety of prac- 
tical ways to increase sales, especially 
through delivering additional policies. 
“It’s a peculiar thing, but people do 
business on a C.O.D. basis,” he said, 


How to Increase Sales 


Roy Foan’s Talk 


(Continued from Page 17) 


1952 will be even better. It is extremely 
pleasing to me to see the calibre of 
service being rendered by our field force 
and the interest many of them have 
shown in gaining additional training so 
that they can serve their clients better. 

“We have several CLU’s and quite a 
number who have completed or are 
studying LUTC courses. Some of our 
men very generously are serving on the 
faculties of these courses. Your com- 





“and frequently an additional policy is 
accepted with the remark, ‘Since you 
already had it made out, I might as well 
take it.’ This is particularly effective 
when the first policy is prepaid.” 


Baker Discusses Whole Life Plan 


Curtis G. Baker, assistant general 
agent, Rochester, had the delegates do- 
ing some hard figuring, when he gave 
his 12-minute sales talk on the special 
whole life policy which, after 25 years 
of protection, gives the prospect all of 
his money back and still provides paid 
up protection. The attractive program 
was achieved through an effective use 
of dividends to buy. paid up additions 
and the use of interest options. 


Seibel Urges Prepayment 


“Why sell one policy two times—when 
you get the app and when you deliver? 
Why not sell it once and get it over 
with,” was the succinct advice of Charles 
Seibel, associate general agent, New 
York. “People are used to paying when 
they buy something. When they go into 
a super-market they expect to pay for 
their things. Let us make the same as- 


sumption and save ourselves a lot of 
extra work.” Seibel then gave many 
methods on how to get cash with the 
app. 


Milton Summarizes Conference 


Arthur Milton, general agent, New 
York, ably summarized the conference 
and paid particular tribute to Mr. Foan 
for arranging the conference so well 





pany sponsors CLU, LUTC, R & R 
Career Course and the LIAMA Man- 
agement Training Schools. Of the lat- 
ter, we now have four graduates on our 
field force and two more are going to 
these schools in May. We participate 
very generously toward the tuition fees 
of these recognized courses. 

“We are sure that you will find the 
new promotional, advertising and edu- 
cational materials and plans, which we 
have developed for you, most helpful. 
Yes, 1951 was our best year—but 1952 
will be even better.” 





and contributing so much to the success 
of the men in the field during the past 
four years. He urged that the “splendid 
talks given here this afternoon be 
printed and given wide distribution.” He 
praised the new promotional forms and 
policies, calling them “phenomenal” and 
“terrific.” He also praised the work of 
Paul Duling, director of advertising and 
publications, and Emil FE. Kaselitz, 
agency assistant, for the “great work 
they are doing for us in the, field.” 
“Isn’t it wonderful,” Milton saidy “that 
we have men of this calibre with us, 
that we have a company such as the 
Postal Life behind us, that we are able 
to enjoy the institution of life insurance, 
that we have Mr. Kolodny and Mr. Foan 
at thé "home" office—and all the other 
fine executives who. are doing so much 
for us men in the field. Let us give them 
all a round of applause.” 





MADE ASS’T GENERAL AGENT 

C. C. Stephenson, supervisor for the 
Paul Jernigan Kansas agency of Penn 
Mutual Life at Wichita, has been named 
assistant general agent. Mr. Jernigan 
suffered a heart attack some weeks ago 
and is recuperating at his home but 
does not expect to return to the office 
for some time. 


ADVANCED TRAINING COURSE 

Republic National Life played host to 
a group of 12 of its fieldmen at an ad- 
vanced training course held at the home 
office recently. The sessions were con- 
ducted by Assistant Vice Presidents 
Lyman E. King, CLU, director of agency 
training, and Ralph C. Reinecke, asso- 
ciate director of agencies. 


i 


EXCELLENT LOCATION FOR 


COMPANY 
MEETINGS 


LUNCHEONS, DINNERS, PARTIES 


Private rooms tor 10 to 3000. 

Wonderful values! 5 min. from 

downtown N.Y Clark St. sta. 

7th Ave. IRT sub. in hotel 
MAin 4-5000. 


ure. ST. GEORGE 


Clark St.. Brooklyn 
Norman H. Free, Gen. Mar. 
BING @ BING, Inc., Management 








Occidental Awards 


Climaxing a three-month production 
drive conducted by Occidental Life of 
California, William D. Schell, associated 
with the Max Salt 


Lake City, took top sweepstakes honors 


Rasmussen agency, 
for his production of new life and acci- 
dent and sickness business, Vice Presi- 
dent William B. Stannard announced. 
More than 100 winners scored in 
drive, conceived to honor Verne H. Jen- 


the 


kins, vice chairman of Occidental’s board 
of directors, who was retire 
from the company last month after 38 
years of service. His sudden death came 
just three days before the end of cam- 
paign. 

The Max Rasmussen agency, with 
which Mr. Schell has been associated 
since 1945, captured two agency awards, 
and its representatives, won a total of 
six first place awards. 


slated to 











More New England Families 
chose Boston Mutual in 1951 
than in any other year. 


JAY R. BENTON, President 
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1951 Marks All-Time Highs 
For Security Mutual Life 


The steady, all-round growth of Se- 
curity Mutual Life of Binghamton, N. Y., 
enabled the company to set many all- 
time highs in 1951, which was termed 
“another banner year” by President 
Frederick D. Russell in his report to 
the board. 

Assets increased by $5,465,976 to $66,- 
462,580. This is in contrast to about 
$21,000,000 in assets when Mr. Russell 
became president in 1936. 

In announcing these and other figures, 
Mr. Russell, president for the 17th con- 
secutive year, also announced the con- 
tinuation of ‘all company officers with 
elevation for William H. Harrison to 
underwriting executive, Richard H. 
Parish to comptroller and Graham C. 
Thompson to actuary. Miller S. Gaffney, 
a vice president of the First National 
3ank of Binghamton and past president 


of the Binghamton Chamber of Com- 
merce, was named to the board of di- 
rectors. 


Other comparative figurés for the 
Binghamton insurance firm show these 
accomplishments during 1951: The sur- 
plus funds were increased to $3,463,848, 
which is equal to 6.5% of the policy- 
owner reserves. Included in the surplus 
funds is a voluntary contingency reserve 
of $463,848. 

In Force Increased 11% 

Policy reserves were increased $4,042,- 
697 and now amount to $53,475,813. Re- 
serves for accident and health policies 
increased $318,262. Total insurance in 
force rose to $309,694,026, both Ordinary 
and Group. This is an increase of $30,- 
924.106, or 11% over the vear-end 1950, 
and is accounted for by $22,050,946 Ordi- 
nary life increase and by _ $8,873,160 
Group. 


Sale of Ordinary life business reached 
another all-time high, being $37,169,328, 
or $1,628,846 over 1950. The average size 
new policy increased to $6,779 and the 
arene size of all policies in force is 
3,7 
. tv 1951, Security Mutual received 
applications for a total of $50,886,873 new 
insurance; 86% were issued standard, 
8% substandard and 6% were either in- 
complete or rejected. 

At the year-end the company had over 
180,000 life, accident, hezlth or hospital 
policy or certificate holders. Of this 
number 72,473 were owners of Ordinary 
policies. Almost 85% of the business 
written during 1949 has had premiums 
paid for two years which is 2% better 
than for the 1948 business. 

Income on an accrual basis reached 
an all-time high of $16,331,204. Average 
net interest earned on all assets com- 
puted on the new basis was 3.08% as 
compared to 3.06% last year. 

Just under $5,000,000 was paid out to 
life beneficiaries and policyowners, about 
half being paid to living policyowners. 

45 General Agencies 

The company had 45 general agencies 
in operation at the vear-end, and is 
presently licensed in 41 states and the 
District of Columbia, particularly be- 
cause of the company’s extensive Group 
activity. 

Of the deaths 60% resulted from cir- 
culatory diseases, with cancer accounting 
for 20% 

Return on all mortgage 
4.06%. 

Group and commercial accident and 
health premiums amounted to $3,881,573, 
an increase of more than 65% over 1950 
premiums. 
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Nominations Sought for 


John Newton Russell Award 


Local and state underwriters associa- 


tions throughout the country have been 
asked to give early consideration to their 
nominations for the 1952 John Newton 
Russell Memorial Award. This Award 
was established by John Henry Russell, 
Pacific Mutual Life of Los Angeles, to 
honor and perpetuate the memory of his 
father, John Newton Russell, president 
of the National Association of Life Un- 
derwiters in 1916-17, and has so far been 
given for the ten years following his 
death in 1942. 

Clifford H. Orr, CLU, National Life of 
Vermont, Philadel phia, “past president, 
of NALU, and chairman of the 1952 
committee, has urged that they confer 
with other leaders and groups when of- 
fering nominations. Members of the 
committee, in addition to Mr. Orr, are 
Judd C. Benson, Union Central Life, 
Cincinnati and John D. Monyahan, C LU. 
Metropolitan Life, Berwyn, IIl., second 
and first immediate past presidents of 
NALU; Dr. Solomon S. Huebner, pres- 
ident of the American College of Life 
Underwriters; Charles J. Zimmerman, 
CLU, managing director, LIAMA; Hol- 
gar J. Johnson, president, Institute of 
Life Insurance; Carl M. Spero, CLU, 
president, American Society of CLU: 
Walter N. Hiller, CLU, chairman, 
MDRT: Paul F. Clark, CLU, president, 
John Hancock; M. Albert Linton, presi- 
dent, Provident Mutual; O. Sam Cum- 
mings, Kansas City Life, Dallas, winners 
of the Award in 1945, 1946 and 1950, 
respectively, and Benjamin N. Woodson, 
CLU, managing director, NALU, who 
serves as secretary of the committee. 

Anyone connected in any way with 
the institution of life insurance may sug- 
gest a candidate. All nominations must 
be received at NALU headquarters by 
May 15. Presentation of the Award is 
made annually at the Fellowship Lunch- 





J. Graham, 3rd, John White, 
R. Rice in Baltimore Changes 


James P. Graham, 3rd, has resigned 
as assistant general agent of Aetna Life, 
Baltimore, and will devote himself to 
personal production with emphasis on 
business insurance, estate planning Group 
Pensions and Profit Sharing plans. Gen- 
eral Agent James P. Graham, Jr., has 
appointed John D. White and Robert 
C. Rice as supervisors of the agency. 

James P., 3rd, went into the Navy 
after grad uation from Princeton in 1941, 
saw services on destroyers in Atlantic 
and Pacific areas in World War II, and 
was detached in 1945 with rank of lieu- 
tenant commander. He joined the Balti- 
more agency as a full-time agent, made 
the company’s leaders’ list the first year 
and qualified for regionals. In 1948 he 
was appointed assistant general agent in 
Newark and in 1949 to that position in 
Baltimore. He recruited both John D 
White and Robert C. Rice. 

A graduate of Loyola College Mr. 
White was discharged from the Navy 
with the rank of lieutenant commander. ' 
Prior to entering insurance he was a 
top salesman for the Ford Motor Co. in 
Baltimore. Mr. Rice is a graduate of 
University of Maryland and Harvard 
Business School; served in the Army 
Air Force in World War II, rising to 
rank of major. Before entering life in- 
surance he was personé il manager of a 
metal manufacturing company in north- 
ern New Jersey. 





eon on the last day of NALU’s conven- 
tion. 

Previous winners of the Award were 
Dr. Solomon S. Huebner, Julian S. 


Myrick, J. Stanley Edwards, Paul F. 
Clark, M. Albert Linton, Holgar J. 


Johnson, Frederick H. Ecker, John Mar- 
shall Holcombe, Jr., O. Sam Cummings, 
and Charles J. Zimmerman. 
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well-balanced 


A well-balanced company is, we believe, a company 


areas 





It is a company 





. .. whose financial position is strong 


... Whose geographical market embraces a 
balance of metropolitan, town and rural 


. whose policy contracts include all funda- 
mental coverages... 


... whose contributions to its industry have 
been recognized as outstanding 
... Whose growth has been steady and uniform 


. whose size is sufficiently large to assure 
confidence and prestige 


... whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 


... whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA « 


PENNSYLVANIA 
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W.J.Dunsmore, Jr. Sold $1,240,000 
Assured Home Ownership Plansin’5 | 


William Dunsmore, Jr., of the Phila- 
delphia agency of Equitable Society in 
the Fidelity-Philadelphia Trust Building, 
made a remarkable record of production 
in 1951, especially in the 
sured Home Ownership plans which he 
features. On this plan alone his actual 
sales record was $1,240,000 volume. 
Although last 
selling insurance on a full-time basis Mr. 
been in the busi- 


sale of As- 


year was his second in 


Dunsmore has really 
ness since 1946 when his father (man- 
ager of the Equitable at 120 Broadway, 
New York), suggested that Bill 
would make money selling insur- 
(Wharton School 
than in 


Warwick 


young 
more 
in college 
of University of Pennsylvania) 
working as a waiter in the 
Hotel, for instance. However, it was 
not until he was graduated in 1949 
from Wharton where he majored in 
corporation finance that he began to take 
the insurance business more seriously. 

Discussing his $1,240,000 volume selling 
Assured Home Ownership plans last 
year he says the only secret of his suc- 
cess has been plugging—constantly on 
the job. 

Following his graduation from high 
school in October, 1943, Mr. Dunsmore 
began training as a member of the Path- 
finder team, 513 Branch, 17th Airborne 
Division which was sent to England right 
after D-Day. Although preparing for 
jumps in Holland and France the divi- 
sion’s principal operations were in the 


ance while 





Advanced at Sioux City 


OSCAR H. GUDMUNSON 


Oscar H. Gudmunson has been pro- 
moted to assistant agency manager of 
the F. H. Peterson Sioux City agency 
of Bankers Life Co., Des Moines. He 
has been agency supervisor there since 
April, 1950. 

Mr. Gudmunson jo'ined Bankers Life 
as an agent in 1946 and, prior to his 
promotion to supervisory duties, was an 
outstanding personal producer ,qualify- 
ing regularly for the company’s honor 
volume clubs and President’s Club. 

Before joining Bankers Life he was 
assistant cashier and head teller in 
banks at Viborg, S. D., and Los Angeles, 
Calif. He is a native of Yankton, S. D. 


Would Expand Social Security 
Extension of the Social Security sys- 
tem to cover members of the armed 
forces and a nation-wide system of sick- 
ness and hospitalization insurance have 
been proposed by Commissioner Arthur 
|. Altmeyer of the Social Security Com- 
mission. He also proposed that present 
Social Security benefits be increased. 


WILLIAM J. DUNSMORE, JR. 


Rhine area when the Bulge broke. There 
were many casualties in the division and 
Mr, Dunsmore was hospitalized for the 
removal of shrapnel, subsequently re- 
ceiving the Purple Heart. 


COMPLETES FIFTY YEARS 
Edward Clithero, Home Life, Topeka, 
was honored recently by the Topeka 
Life Underwriters Association for com- 
pletion of fifty years in the life insur- 
ance business. 


Consult 


CARR 





LIFE INSURANCE 





RENEWAL 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 





Tornado Victims Granted 


Premium Payment Extension 
Residents in the tornado-stricken area 
of the Midwest who are policyholders 
of Pacific Mutual Life are being granted 
May 31 on premium 
February and March, 
in any way affecting 
their protection. 
A 


N. Culling, CLU, 
company’s renewal department, an- 
nounced the action, representing the 
company’s desire to perform a helpful 
service to Pacific Mutual policyholders 
in the localities where normal activity 
has been disrupted. 

Delivery limits on outstanding new 
business also are being extended to aid 
general agents and their field represen- 
tatives in the affected districts. 


an extension to 
payments due in 


without the delay 


manager of the 


Named by Jefferson National 

E. Kirk McKinney, president, Jeffer- 
son National Life, Indianapolis, has an- 
nounced the appointment of J. A. White 
as manager of the underwriting and 
policyowners service department of the 
company. Mr. White goes to Jefferson 
National after more than 21 years’ ex- 
perience in this branch of the life insur- 
ance business, and was manager of this 
same department with Farm Bureau 
Life of Columbus, Ohio, before going to 
Jefferson National. 


@royare-eal late, 


Client 


CARTE BLANCHE? No, of course not! 

CAREFUL? Yes, but understanding! 

CONSIDERATE? Very much so! 

COMPARISONS? We come out fine! 
« COMMISSIONS ? Very worthwhile! 
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Agency Mgr. Gorlinental Assurance Company 


Chicago, Ill. 


1780 Broadway at 57th St. New York «:JUdson 6- 4660 


AGENCY inc. vavida. carr, Pres.» MICHAEL A. WILTON, V.-Pres. 








WE LIKE OUR COMPANY 
BECAUSE IT OFFERS: 
1—LOW NET COST TO POL. 


ICYHOLDERS 


2—PENSIONS TO BROKERS 
AND SURPLUS WRITERS 


SO WILL YOU... 


Samuel D. Rosan Agency, Inc. 
General Agent 


CONTINENTAL ASSURANCE CO. 
Chicago, III. 


76 William St., N. Y. 5, N. Y., 
WH 3-7680 














LOMA Graduates Meeting 


Learning is a lifetime job, 
Johnson, 


George E. 
vice president of Teachers In- 
and Annuity told 
the Founders Night meeting of the So- 
ciety of LOMA 
in session at the home office building of 
Mutual Life in New York. 

Mr. Johnson told the LOMA grad- 
uates that their continuing 
through the 
dence of three fundamentals which aid 


surance Association, 


Graduates this week, 


efforts 
society are working evi- 
advancement and success: (1) people be- 
come more alive as interests in matters 
around them are widened and_ intensi- 
fied: (2) learning is a lifetime job and, 
if one is not to fall back, must be con- 
tinued throughout life; and (3) useful 
and purposeful activity is the very es- 
sence of life itself. 

The founders honored at the meeting 
were George F. Raisch of Woodward, 
Ryan, Sharp & Davis; George Thek, 
Equitable Life Assurance Society; 
Francis J. Pinque, Colonial Life; W al- 
ter Mahlstedt, Teachers Insurance and 
Annuity Association ; George E. John- 
son, Teachers Insurance and Annuity 
Association; Sophie I. Bulow, Guardian 
Life; Arthur C. Daniels, Institute of 
Life Insurance; Alfred R. Larkin, Pru- 
dential; and Alfred E. Du Plessis, Trav- 
elers. 

Certificates were given the founders 
in recognition of their service and fore- 
sight. To Mr. Johnson, who has been 
especially active in developing the so- 
ciety, a thermometer-barometer set was 
presented, bearing an inscription of ap- 
preciation. 


Connecticut Mutual 


(Continued from Page 1) 


On the second day, theme, “Ideas 
Which Help Me Sell a Million,” was 
developed by a panel of Million Dollar 
Round Table members with E. A. Starr 
as moderator. 

A panel on sales methods with Horace 
R. Smith as moderator occupied a large 
portion of the third day. 

George F. B. Smith, executive vice 
president of Connecticut Mutual, will 
bring the business sessions to a close 
with a talk on, “Let’s Face the Future 
Together.” 
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Start now with a call to your nearest Travelers Life 
Manager or General Agent. He’s ready to serve you 


at no charge. 3 
* 


The Travelers INSURANCE COMPANY 


Hartford, Connecticut 
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“ATES 
2,700 


LLOYD’S SYNDIC 


Altogether there are about un- 


derwriting members of Lloyd’s and they 


join together into a smaller number of 


These syndicates are not all 
size. The 


called 


theirs are the 


syndicates. 
members of the 
Names, 


names 


of the same 


syndicates are possibly 


because that ap- 
all under- 


not 


They are 
they do 


pear on the policies. 
writing members, even if 
actually underwrite. 

Facts about the syndicates are 
the interesting ones which appear in the 
book “Lloyd’s,” 
Golding and D. King-Page of Lon- 
which book is just from the 


McGraw-Hill Co., Inc., 


new called 
Cc. E. 
don, and 
press of 
York. In 
authors say in part: 

They (the Names) are personally re- 
sponsible for the insurances accepted 
and are parties to the contract of insur- 


describing the 


ance between themselves and their in- 
sured. Every such syndicate is repre- 
sented by one man who has a seat in 


Room and is called the underwrit- 
ing agent. He is the man with insurance 
knowledge, with the ability to weigh up 
the risks offered to him and to quote 
a proper rate therefor. He is a man of 
considerable experience for the finan- 


The 


cial welfare of the members of the 
syndicate, which he represents, depends 
solely upon the skill with which he 


business offered to him. 
He may be himself an underwriting 
member of Lloyd’s and may be included 
as one of the Names in his syndicate, 
or he may be merely an agent for his 
syndicate, without any direct responsi- 
bility for a share of the business he 
accepts. For convenience it is usual to 
speak of the underwriting members 
composing the syndicate as “Names,” 


underwrites the 


and of the underwriting agent as “the 
underwriter.’ 
Each syndicate divides its total re- 


sponsibility between its members in cer- 


tain prearranged shares. These shares 
are usually in fractions, which must of 
course total up to a complete unit. When 


the underwriter accepts a risk he accepts 
it for his whole syndicate, so that every 
member receives his allotted share. This 
is a fundamental feature of the business 
operations of Lloyd’s. The underwriter 
cannot interest some of his Names on 
a risk and leave others off. Each is 
entitled to his due share of every risk 
written. To take a simple example, a 
syndicate may consist of five Names, 
each having a one-fifth share. 

If the underwriter accepts 1,000 pounds 
on a risk, each name will be responsible 
for 200 pounds. In fact, syndicates con- 
structed in this simple way are not very 
common. Before a man can be elected 





among 


written by 


New 


syndicates the 


member, or Name, 
regard to deposits 


as an underwriting 
various formalities in 
and guarantees have to be complied 
with, and the burden of these very 
properly varies with the proportion of 
the risk which the Name is to assume. 
In most syndicates there are predomi- 
nant partners with a substantial share 
of the business—men of wealth and posi- 
tion well able to take a large share of 
the risks—while other members may 


have much smaller shares according to 
their means and position in life. The 
fractions of the whole syndicate set 


against the name.of each member will 
accordingly vary greatly and may some- 
times be subdivided into quite small pro- 
portions, subject always to the invariable 
proviso that the total must add up to 
one complete whole. 


An important feature of this division 
of risks among the members of a syn- 
dicate is that their liability is not joint 
but This that 
liable for his own share but is not liable 


several, means each is 


for the share of any of the other mem- 
bers of his syndicate. On the policy this 
effect by the 
not one 
several liability 
feature of 


“each for 
“The 
been a 
business 


is given words, 


himself and for another 
has 
the 
done at Lloyd’s from the very beginning 
of that 


through 


rule as to 
fundamental 
institution. It came into being 


men coming together in one 
place for their own convenience, but not 
at all for the their 


separate business one 


joining 
into 


purpose of 

activities 
The formation of un- 
syndicates in no 


common venture. 


derwriters into way 


affected this principle, which has always 


been most jealously guarded. For the 
same reason there has always been a 
firm rule against partnerships amongst 


This rule had in fact been 
1720 


marine 


underwriters. 
enforced on Lloyd’s by the Act of 
which 


granted a monopoly in 


insurance to the Royal Exchange Assur- 


ance and the London Assurance and 
prohibited such insurance not only by 
any other corporation, but also by any 


“private and par- 
from this 


partnership firm. Only 


ticular persons” were exempt 


prohibition, and only in that way could 
Lloyd’s conduct marine insurance. 
Another statement by Golding and 


King-Page is this: 

Although it has been explained that, 
when an underwriter accepts a risk, he 
must accept it on behalf of his whole 
syndicate, each member to receive his 
proper share, yet there is nothing to 
prevent the same underwriter from ac- 


cepting business on behalf of more than 
one syndicate, 


and in practice that is 











Annual Dinner of Finkbiner Agency 
Ey aL 





Left to right, front row—A. C. F. Finkbiner, Jr., J. F. Goffredo, A. R. Hahn. 
Back row—A. A. Simpler, Jr., A. J. Ostheimer, III, L. R. Schultz, R. L. Powell, 
B. C. Anderson, Jr. 


The Finkbiner general agency of Northwestern Mutual Life in Philadelphia, 
which has in its personnel eight members of the Million Dollar Round held 
its annual dinner in the Barclay Hotel, that city, and greetings from the home office 
were brought by Charles B. McCaffrey, formerly 
of the Wharton School and now assistant director of agencies of 
Mutual Life. The MDRT members are A. J. Ostheimer, III, A. C. 

J. F. Goffredo, A. A. Simpler, Jr., R. Hahn, B. Anderson, Jr., R. L. 
and L. R. Schultz. Agents Harry L. Martin and Albert R. Nahn 
the company 30 years. Among speakers at an afternoon meeting of the 
Walter Meier, Milwaukee, The dinner was at- 


tended by 75 persons. 


Table, 


with the insurance department 
Northwestern 
Finkbiner, Jr., 
Powell 
have been with 
agency was 


who discussed business insurance. 


Marilynn Smith, daughter of O. Lynn 


Anne Wofford, daughter of Harris 
Smith, Connecticut Mutual general agent 


Wofford, one of best known men in New 


York life insurance production field, and at Wichita, was a contender in the 
Sheldon Kerruish Towson, Jr., son of recent $4,000 New Orleans Women’s 
Mr. and Mrs. Towson of Shaker Heights, Open Golf Tournament. Miss Smith is 
Ohio, were recently married in Scars- a former inter-collegiate golf champion 
dale, N. Y. The bride is a graduate of | from the University of Kansas, 

Smith College. Mr. Towson, a graduate 


of Amherst, is a senior at Harvard Busi- 


ness School. 
* * * 

O. Kelley Anderson, president of New 
England Mutual, was elected a director 
of United Community Services of Bos- 
ton at a recent meeting of the board. 

* * * 

J. Logan Thayer, Occidental Life, 
Wichita, is president of the York Rite 
Committee in charge of plans for the 
Spring Ceremonial of the Wichita Mt. 
Olivet Commandery of the York Rite 
Masonic Bodies. 





done. In that case he is free to 
accept risks for either one syndicate 
or more than one, as he pleases. He 
may accept the whole risk for one syn- 
dicate, or divide it among his different 
syndicates in any proportion he thinks 
proper. It is only when he has deter- 
mined the amount to be given to each 
syndicate that the rule applies by which 
every member of the syndicate must 
have his proper share. This freedom to 
interest one syndicate and not another 
in any given risk is necessary to carry 
out the methods of business as done at 
Lloyd’s. The business has developed in 
such a way as to create specialized mar- 
kets, so that certain classes of risk are 
placed mainly with syndicates which 


often 





State Treas- 
urer and Insurance Commissioner of 
Florida, congratulates Walter L. Hays, 
president and founder of American Fire 
& Casualty Co., Orlando, Fla., at the 
company’s “open house” March 24, cele- 
brating its 25th anniversary. 


J. Edwin Larson (left), 


specialize in those classes. 
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New Book on Lioyd’s 


More books have been written about 
Lloyd’s than on any other insurance 
organization, but probably the latest one 
is the most authoritative—that is, has 


less imagination and more facts of gen- 
uine interest to insurance men _ them- 
selves. The reason for this is that C. E. 
Golding and D. King-Page wrote it. 
C. E. Golding is a great British insur- 
ance educator. D. King-Page is Brit- 
ain’s best collector and writer of marine 
insurance spot news. Both have spent 
more than half a century each in the 
insurance field. In addition to writing 
of books and giving lectures 
Golding is chairman 


a number 
on insurance Mr. 
of his own insurance brokerage house. 
Douglas King-Page’s specialty has been 
to take for review some action of a hull 
insurance association, or non-marine un- 
derwriters association, and interpret it 
to the reading public in a way not many 
writers are capable of doing as most 
of them have not got his experienced 
and intuitive insurance know-how. 

The new book, published by McGraw- 
Hill Book Co., inc., New York, consti- 
tutes part of the McGraw-Hill Insurance 
Service. Some other books in the series 
are Marine Insurance by William D. 
Winter; Atlantic Mutual, one of, Amer- 
ica’s outstanding marine insurance au- 
thorities; Life Insurance by Joseph B. 
Maclean, formerly president of Actuarial 
Society of America and vice president 
and chief actuary, Mutual Life of New 
York, and Insurance by Albert H. Mow- 
bray, professor of insurance, University 
of California. 

ei < % 


Hear Cardinal Spellman 


A number of insurance men were in 
the audience when Cardinal Spellman, 
Archbishop of New York, spoke at 
Chamber of Commerce of New York 
State last week, his topic being his re- 
cent 44,000-mile trip around the world. 
He visited many hospitals where Ameri- 
can service men are recuperating from 
war wounds. His comments on Korea 
where he was at field hospitals at the 
front were particularly heart-wrenching. 

While in Korea Cardinal Spellman 
also visited prisoner camps and after 
narrating one observation—the North 
Korean prisoners who have anti-Com- 
munist tattoos on their shoulders—he 
said it would be a crime against human- 
ity if the United Nations forces con- 
sented to any agreement which would 
return those prisoners to Soviet- domi- 
nated regions as all would be _ killed 
after being sent back. 

One of the most impressive part of 
the Cardinal’s remarks was his descrip- 
tion of the masses he celebrated on 
Christmas Eve at or near the front in 
Korea. Also, in his comments he highly 














praised the spirit of the service men 
and their commanding officers. In clos- 
ing he paid high tribute also to the 
missionaries of the Orient, the nurses 
and the doctors. 

Representing the Chamber of Com- 
merce of State of New York James L. 
Madden, vice president, Metropolitan 
Life, called for the Cardinal and es- 
corted him to the chacaber’s home in 
Liberty Street. 
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Ralph W. Smiley’s New Activity 


It was interesting to learn the other 
day that Ralph W. Smiley, who retired 
several years ago as director of pub- 
licity of the Royal-Liverpool Group, is 
putting his creative talents to use in a 
field far removed from fire and casualty 
insurance. Mr. Smiley is associated with 
his son, Charles E., in the Livingston 
Electronic Corp., Essex Fells, N. J., of 
which his son is president. 

Started three and one-half years ago 
in the cellar of his son’s home in Liv- 
ingston, N. J., this corporation while 
small is making a name for itself in 
the manufacture of reproducer arms and 
various components in the high-fidelity 
sound field. Its products besides the 
reproducer arm include a_ high-fidelity 
amplifier, an electronic welding timer 
and power supplies. 

Finding a ready market for its re- 
producer arm among radio broadcasting 
companies and jobbers, Livingston Elec- 
tronic Corp. has outgrown its original 
basement home. It now occupies two 
flo6rs in an Essex Fells building and 
has 20 employes. It has the distinction 
of being the only manufacturing com- 
pany in this suburban town. 

Ralph Smiley, a past president of In- 
surance Advertising Conference whose 
career in insurance advertising extended 
over 30 years, is getting a new zest in 
his retirement in helping his son put 
Livingston Electronics Corp. on the map. 
He handles the advertising and gives 
ready counsel on sales and production 
matters. His latest activity is with Ro- 
tary Club of Caldwell, N. J., in which 
he was recently elected a director. 

His son, who attended Newark Col- 
lege of Engineering prior to his World 
War II naval service as a radio tech- 
nician, was chief engineer of Muzak 
Corp., New York and plant engineer of 
Electronic Enterprises, Inc., Newark, 
before starting his own business. 
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New York Civil Engineering Firm 


In this the greatest industrial nation 
in the world some engineering firm had 
a lot to do with designing the subways, 
canals, tunnels, harbor works, bridges, 
airports, urban and rural highways and 

various municipal engineering services. 
One of the firms which has been out- 
standing in the civil engineering pro- 
fession is Parsons, Brinckerhoff, Hall & 
Macdonald of New York City. Present 
partners in the firm are E. L. Macdon- 





ald, L. S. Waterbury, Maurice N. Quade, 
W. S. Douglas and Alfred Hedefine. 
The firm started in 1885. On its 65th 
anniversary P.B.H. & M. got out a book, 
“The Engineering Practice” which con- 
tains pictures and some description of 
many of the great civil engineering proj- 
ects of the country to the designing of 
which the firm made some contribution. 

“For any large engineering or con- 
struction project, many people contribute 
thought and effort, even though at times 
one firm or one individual is given 
credit,” the book says in its preface. “A 
civil engineer does not normally con- 
ceive or promote a project, but he can 
be expected to make some contribution 
toward establishing the soundness, the 
stability, the permanence, the cost and 
the appearance of the undertaking. 

“The mention of any given project in 
these pages means that some one has 
paid a fee or salary to the firm, or to 
some member of the staff, under the im- 
pression that the project would be ad- 
vanced thereby. Our participation has 

ranged from preliminary reports to com- 
plete designs, and has occasionally in- 
cluded the construction and operation 
of the facility.” 

The late William Barclay Parsons of 
the firm was selected in 1894 to be 
chief engineer on the first New York 
subway which the New York Rapid 
Transit Commission was to construct. 
In 1938, Henry M. Brinckerhoff served 
on a consulting board on the design and 
construction of the Chicago subway. The 
New York subway was the first one 
built in the United States. It included 
76 miles of track, two tunnels under the 
Harlem River to the Bronx, and two 
under the East River to Brooklyn. It 
was put in operation in 1904 at a cost of 
$37,500,000. Later, subways were stud- 
ied and reports were prepared by the 
firm for Detroit, Chicago, Philadelphia, 
Cleveland, Newark and Cincinnati. To 
date, of these, Philadelphia, Chicago and 
Newark have constructed and are op- 
erating subways. 

The Cape Cod Canal, from Buzzards 
3ay to Cape Cod Bay aimed to shorten 
the route by sea between New York and 

3oston was designed and built by the 
firm from 1906 to 1915, for August Bel- 
mont as a private venture. It was 25 
feet deep, 100 feet wide and 13 miles 
in length. In 1917 it was taken over by 
the U.S. Government. Now it is 500 
feet wide and 32 feet deep. 

In 1904 Mr. Parsons was appointed 
by President Theodore Roosevelt to be 
consulting engineer to the International 
Commission on the Panama Canal. 

Welland Ship Canal’was built in 1913- 
33 to replace the old Welland Canal 
built to by-pass Niagara Falls for Great 
Lakes shipping from Lake Erie to Lake 
igre E. L. Macdonald of P. B. 

& M. was engaged by the Canadian 
Gi ernment on the design of 22 movable 
bridges in 1924. 

The firm’s tunnel experience began 
with the design of the tunnels under the 
East River for the original New York 
subway of 1900. The most recent de- 
signs for vehicular tunnels are the Hous- 
ton Ship Channel at Baytown, Tex., 
started in 1949, and the vehicular tunnel 
in Buenos Aires under the Riachuelo 
River. 

Another of the interesting tunnels is 
the First Avenue tunnel, a contribution 
of the City of New York to carry 
through traffic under the area given 
over to the United Nations headquar- 
ters. 

Reports on traffic and earnings began 
with studies of rapid transit projects, 
and through the years have covered rail- 
roads, trolley lines, world’s fairs, bridges, 
tunnels, garages and highways, recent 
ones being the earnings reports on the 
extended Pennsylvania Turnpike System, 
resulting in an issue of revenue bonds 
for $211,500,000. Extensions undertaken 
in 1949 will bring the total cost of 
Pennsylvania Turnpike to approximately 
$240,000,000 for 327 miles. 

Among the notable bridges in design- 
ing of which the firm had a participation 
are the Thousand Islands Bridge which 
in 1939 carried 176,032 vehicles. It is 
used in crossing the St. Lawrence River. 
The double-swing bridge at Yorktown, 


Va., includes two five hundred foot swing 
spans which provide a 450 foot clear 
ship channel in the York River. The 
Arlington Memorial Bridge across the 
Potomac River in Washington had a 
construction cost of $17,000,000. Another 
great bridge is that at St. Georges, 
Delaware, over the Chesapeake and 
Delaware Canal. 

Construction subsidiaries of the firm 
built the Detroit Vehicular Tunnel; gar- 
den-type apartments in Kingsport, Tenn., 
Linden, N. J. and Dundalk, Md.; and 
participated in the Belgian B uilding and 
Japanese Building at the New York 
1939 World’s Fair. 

The firm served as General Brehon 
B. Somervell’s consultant in the filling 
in of the field at LaGuardia Airport in 
1937. It also worked on airports at 
Albany, Pittsburgh and Miami and ad- 
ditional military bases in Newfoundland 
and Iceland. 

Many urban and rural highways were 
constructed, including the East River 
Drive, New York. 

Founder William Barclay Parsons died 
in 1932. Henry M. Brinckerhoff died 
in 1949. Mr. Waterbury became a part- 
ner in 1937, Mr. Quade in 1932; Mr. 
Hedefine in 1936, and Mr. Douglas in 


1938. 
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Brazil Institute Runs N. Y. Ad 


A quarter page ad in one of the New 
York daily newspapers was run last 
week by The Reinsurance Institute of 

3razil which was created in 1939 as an 
enterprise jointly owned by the Gov- 
ernment and private insurance com- 
panies, both domestic and foreign. The 
management of the Institute is entrusted 
toa president—nominated by the Pres- 
ident of Brazil, and he is assisted by a 
technical council composed of six mem- 
bers, also nominated by the President of 

3razil although three of them are chosen 
from a list of nine names elected by the 
insurance companies for submission to 
the President of Brazil. 

The Institute started operating in 
April, 1940, initially doing only fire rein- 
surances. Later its operations included 
marine and inland marine, personal acci- 
dent, aviation and life, automobile and 
hull reinsurances and loss of profits. It 
now contemplates extending its opera- 
tions in other fields of reinsurance. It 
publishes a technical review, edited every 
two months under the name of “Revista 
do I.R.B.” ; 

The Institute manages all its foreign 
business through a_ special division 
known as Foreign Operations Portfolio. 


7 x * 
Mears, Broker, an Ordained Deacon 


John H. Mears, vice president of 
Brown, Crosby & Co., Inc., in New York, 
recently was ordained Deacon of the 
Protestant Episcopal Church at the 
Cathedral in Garden City by the Rt. 
Rev. James P. DeWolfe, Bishop of Long 
Island. He is attached to the staff of 
the Cathedral. For several years he 
has been treasurer of the Long Island 
Diocese with offices at 170 Remsen 
Street, Brooklyn. This work has been in 
addition to his duties with Brown, Cros- 
by with whom he has been for 35 years. 

Mr. Mears was born in Vermont 
where he lived until graduation from 
Norwich University as a civil engineer 
After graduation he was an_ instruc tor 
and assistant —_— indant at St. Thomas 
College in St. Paul, Minn. This was fol- 
lowed bv a period of practicing his pro- 
fession in the middle west, after which 
he joined the Underwriters’ Bureau of 
the Middle & Southern States as an en- 
gineer, and went on from there to his 
present employment. 

In recent vears he has been active in 
the Insurance Brokers’ Association of 
the State of New York and with the In- 
surance Federation of New York. He is 
a member of the Sons of the Revolution 
and a Mason. His home has been in Gar- 
den City, New York for many years. Mr. 
Mears states that he was led to study 
for the deaconate by a desire to have 
some useful interest and activity when 
the time arrives for retirement. 
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Ruehl and Lunden Are 
Promoted by Travelers 


FIRE ASSISTANT SECRETARIES 





Ruehl in Western Department and Lun- 
den in Southern Dept.; Latter Started 
in Providence, R. I. 





announced by 


Two appointments are 
the Travelers Insurance Companies. 
Arthur C. Ruehl is appointed assistant 


Western department 


secretary of the 
assistant secre- 


and David A. Lunden 





RUEHL 


ARTHUR C. 


> Southern department of the 

Travelers Fire and Charter Oak Fire. 
Mr. Ruehl joined Travelers in 1929 as 

a special agent in Minneapolis and was 


tary of the 


appointed assistant manager there in 
1937. He was named associate manager, 
fire and marine lines at the Houston 


there 


office in 1941 and became manager e 
staft 


in 1944. He joined the home office 
in Hartford and was appointed assistant 
secretary of the Southern department in 
1947. 

\ native of received a 


Nora, Ill., he 


B.A. degree from Carroll College, Wau- 
kesha, Wis. Mr. Ruehl was a_ high 
school athletic coach at Reedsburg, Wis. 


Travelers in 
com- 


Mr. Lunden joined the 
1925 upon organization of the fire 





FIRE WASTE WINNERS 


Top Honors to Bethlehem, Pa.; Detroit, 
Louisville, Providence, Schenectady 
Also to Receive Awards 
The National Fire Waste Council, 
meeting at the Chamber of Commerce 
of the United States in Washington, 
has announced winners in the 1951 


Inter-Chamber National Fire Waste 
Contest. 
Top honors were won by Bethlehem, 


Pa. Awards and honor mention go to 
local chambers in six population classes. 
Besides the grand winner, awards are 
for Detroit, peepee Providence, R. L, 
Schenectady, Richland, Wash., and Port 
Angeles, Wash. 


Honors go to the following cities: 

First population class (more than 
500,000): Cincinnati, Chicago, Milwau- 
kee, Houston, New Orleans, Baltimore, 
Buffalo, Boston. 

Second population class (250,000 to 
500,000) : Dayton, Ohio; Atlanta; Colum- 
bus, Ohio; Be pegs polis; Dallas; Roches- 
ter, N. Y.; San Diego; Memphis; Oak- 
land, Cal.’ and Portland, Ore. 

Third population class: (100,000 to 
250,000): Hartford, Conn.; Allentown, 





DAVID A. LUNDEN 


pany and has been an examiner, chief 
examiner and chief underwriter in the 
Southern department. 

A native ot Providence, he was grad- 
uated from Technical High School there. 
Prior to his association with the Travel- 
ers he was in the fire insurance business 


for ten years with Starkweather and 
Shepley and the Rhode Island Insurance 
Co. in Providence, with the Queen In- 


surance Co. in Atlanta, as a loss ad- 
juster with the New York Board of Fire 
Underwriters and in his own brokerage 


business in New York City. 





Pa.; Norfolk, Va.; Staten Island; Grand 
Rapids; New Haven; Spokane; Fort 
Wayne, Ind.; Oklahoma City, and Chat- 
tanooga. 

Fourth 
100,000) : 
land, Me.; 
Ind.; Pittsfield, 


population class (50,000 to 
Alameda, Cal.; Racine; Port- 
Winston-Salem; Hammond, 
Mass.; Roanoke; New 


Britain; Topeka and Wheeling. 

Fifth population class (20,000 to 50,- 
000): Watertown, N. Y.; Norristown; 
Santa Ani i, Calif.; Rock Island; Mani- 
towoc; Salisbury, N. C.; Mz ig City, 
lowa; (¢ “helse: 1; Fargo; Whittier, Cal. 

Sixth population class (under 20,000) : 
Valley City, N. D.; Columbus, Ind.; 
Fort Collins, Colo.; Albany, Cal.; Mount 
Clemens, Mich.; Naugatuck, Conn. 
Chillicothe, Mo.; Fremont, Neb.; Stevens 


Boulder, Colo. 

will be presented with 
plaques April 30 at the 
meeting. 


Point, Wis., and 
The winners 

large bronze 

Chamber’s annual 


Home Elects K. E. Black 


Executive Vice President 

Kenneth E. Black, vice president of 
the Home Insurance Co. and assistant 
Harold V. Smith, this 
week was elected executive vice 
president of the company. He entered 
insurance in 1927 with the Liberty 
Mutual and in 1942 joined the Home 
Indemnity. om 

During the war Mr. Black super- 
vised the Home’s war damage insur- 
He was made secre- 


to President 








ance activities. 
tary of the Home in 1947, assistant 
to the president in 1949 and vice 


1950. 


president in 





NATIONAL UNION CONFERENCE 
Field Meeting at St. Louis Addressed by 


President Rattelman and Several 
Other Officers 

The National Union Insurance Compa- 
nies of Pittsburgh, held a field confer- 
ence at the Statler Hotel at St. Louis, 
from March 30 to April 2. Attendance 
was limited to 48 field representatives 
from the Western and Southwestern 
states together with nine representatives 


Also, Walter T. 


from the home office. 

Mackinnon, manager, gener ral cover de- 
partment, New York, and R. E. Mc- 
Gonagle, Factory Insurance Association, 


St. Louis, were present. 

The business session was opened with 
President W. A. Rattelman discussing 
management and production problems as 
related to field work. The balance of the 
first day’s activities was confined to a 
fire underwriting forum conducted by 
ee, J. B. Thomas, Assistant Secre- 
tary W. L. Schreiber, Agency Superin- 
tendent S. J. Neely and Man: iger Joseph 
Hoppa, brokerage and general cover de- 
partment. 

On April 1, Messrs. MacKinnon and 
McGonagle described the functions of 
the organization each represented. In 
the afternoon, talks were made by Sec- 


retary Paul K. Mullen on inland marine 
underwriting; Vice President Ralph 
Newman, automobile underwriting, and 


General Adjuster D. W. Rodda on loss 
observations, 

The closing session April 2 was de- 
voted to indemnity underwriting by Vice 
President Newman and financial aspects 
of the insurance business by Vice Pres- 


ident William MacLean. 


Travelers Fire Names 


Three Field Supervisors 
Appointments of three field super- 
visors in fire and marine lines have been 
announced by the Travelers. Paul A. 
Naab has been appointed at Minne- 
apolis; C. Eugene Askins, Jr. at John 
Street, New York City, and Harold M. 
Cole at Los Angeles. 
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li How a “Task-Force” Can Speed 
Action On Business Problems 


Temporary, outside counsel and assist- 
ance is often the solution when the 
pressure of administration routine leads 
to postponement of a needed manage- 
ment improvement. 

GRIFFENHAGEN & ASSOCIATES are avyail- 
able as experienced specialists to work out specific 
*‘one-time’”’ problems of organization or procedure 
with minimum demands on management’s time. 


GRIFFENHAGEN & ASSOGIATES 


Consultants in Management since 1911 


BOSTON WASHINGTON 


MILWAUKEE MONTREAL 





New Symbol for Home Fire 
Prevention Is Unveiled 





Na- 
pre- 
insur- 


Percy Bugbee, general manager, 
tional Fire Protection Association, 
sents Douglas Erskine, secretary, 
ance Executives Association, with 
“Sparky,” 2-month-old Dalmatian, living 
counterpart of the new campaign symbol 
(pictured in background) at kick-off 
luncheon in New York, April 30. 


HOME HOLDS ANNUAL MEETING 


To Pay Dividends on Quarterly Basis; 
Smith Sees Widening Opportunities 
for Property Insurance in 1952 
The board of directors of the Home 
Insurance Co. intends to declare and 
pay dividends on the company’s capital 
stock on a quarterly dividend basis next 
year instead of the present semi-annual 
basis, Harold V. Smith, president, in- 
formed stockholders at the 99th annual 
meeting, April 7. ° 
Owners of approximately 2,851,061 
shares or 71% of the Home’s outstand- 
ing capital stock attended the meeting 
in person or were represented by proxy. 

Arthur C. Babson, vice president and 
director of Babson’s Reports, Inc., was 
elected a director of the company. He 
succeeds Roger W. Babson, who re- 
signed as a director after serving on the 
boards of the Home or former affiliated 
companies since 1940. The new director 
is also a director of the Gamewell Co., 
Eagle Signal Co., Sierra Pacific Power 
Co. and other corporations. 

Mr. Smith stated that “the 
look for property insurance 
one of widening opportunities, for our 
nation is still young and growing. The 
number of homes is incre: ising, business 
and industry are seeking new horizons 
and insurance is the protector of prog- 
ress.” 

The annual meeting was 
Harold V. Smith Museum at the 
pany’s main office, 59 Maiden Lane, 
York City. 


Commercial Union Group 


Names Miller Secretary 
H. W. Miller, United States manager 
of the Commercial Union Group, an- 
nounces that William L. Schaefer who 
has had supervision of the central New 
York field with headquarters at Syra- 
cuse, has been appointed secretary of 
the group. He will be transferred to the 
head office where he will assume execu- 
tive duties in the western department at 
One Park Avenue, New York City. 
Robert F. Hughes who has been as- 
sociated with Mr. Schaefer for the past 
four years will succeed to the supervi- 
sion of the central New York field. 


1952 out- 
should be 


held in the 
com- 


New 


SQUARE ; CLUB WILL MEET 


The Insurance Square Club of New 
York will meet April 21, at 7 p.m.. at the 
Drug and Chemical Club, with Vice 


President Ernest J. Thompson in charge 
of entertainment. The club will hold its 
annual golf outing June 5 at the Plan- 
dome Golf Club, Plandome, Long Island. 
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EASTERN AGENTS CONFERENCE MEETS 





Conference Chairman and Successor 





EDWIN S. COWLES, JR. 


H. EARL MUNZ 





Resolutions 


(Continued from Page 1) 


alleviate tightening insurance markets 
where they may be found to exist. The 
texts of these resolutions follow: 

New Jersey Auto Program 

“Whereas, the New Jersey Legislature 
which adjourned April 4 rejected an 
attempt to enact a compulsory automo- 
bile liability insurance law; and 

“Whereas, there was passed by the 
legislature instead a strengthened safety- 
security financial responsibility law to- 
gether with a company-operated unsat- 
isfied judgment fund, the latter to be- 
come effective two years after the 
former; and 

“Whereas, the New Jersey Association 
of Insurance Agents played a leading 
and signally successful role in blocking 
the threat of compulsory insurance and 
giving New Jersey a progressive, for- 
ward-looking program for meeting this 
important social problem which is so 
definitely in the public interest; 

“Now, therefore, be it resolved by the 
Eastern Agents Conference that the 
NJAIA and the State of New Jersey 
be commended for their leadership in 
the development of this constructive 
program.” 

Insurance Markets 

“Whereas, the market for insurance 
which we as producers sell is completely 
essential if we are to retain public 
confidence in private insurance. 

“Resolved, that we call upon the in- 
surance companies to take steps to al- 
leviate the tightening markets now de- 
veloping in certain sections of the terri- 
tory served by agents of this conference.” 

Constitutional Changes 


At the Monday morning session the 
question of revising the constitution 
came up but no action can be taken, 
under the constitution, until the Cleve- 
land meeting of the National Associa- 
tion of Insurance Agents in September, 
when the EAC will also meet, or at the 
1953 gathering at P hiladelphia. The more 
important proposed changes in the con- 
stitution were offered following charges 
some months ago—and vigorously de- 
nied—that the conference committee of 
the agents meeting with a similar com- 
mittee of company executives of the 
Eastern Underwriters Association was 
hand picked and possibly not truly rep- 


resentative of agents’ viewpoints. In or- 
der to remove any suspicion the con- 
stitutional changes are designed to effect 
the following under a new Section 3 
of Article V: 

There shall be a standing committee, 
known as the EUA—EAC Conference 
Committee, composed of five members, 
two of whom shall be members of state 
associations located in New England and 
three of whom shall be members of 
other state associations of the EAC 
The chairman and secretary of the EAC 
shall be members ex-officio. 

At, or immediately after the annual 
meeting, the chairman of the EAC, with 
the advice and consent of the executive 
committee and at least two members of 
the conference committee who are not 
officers of the EAC, shall appoint the 
members of the conference committee, 
and shall designate the chairman there- 
of, to serve until the next annual meet- 
ing or until their successors are ap- 
pointed. 

Duties of this committee shall be to 
meet with the EUA Conference Com- 
mittee from time to time, for the pur- 
pose of discussing matters of common 
interest and the committee shall pre- 
pare a full renort of such activities, 
which shall be presented at the annual 
and midyear meeting of the EAC. 

As the revisions came essentially from 
New England, Leo R. Mongeau_ of 
Lowell, Mass., chairman of the New 
England Advisory Board, on Monday 
morning offered a motion to the effect 
that the agents’ conference committee 
be nominated by the presidents of the 
12 associations represented in the East- 
ern Agents Conference. This motion 
was defeated. 

On the present conference committee 
of EAC are such prominent agents as 
Morton V. V. White, Allentown, Pa., 
chairman; Howard A. Allen, Vermont; 
H. Earl Munz. CPCU, New Jersey; 
Dana Lowd. Massachusetts, and Rus- 
sell M. L. Carson, New York. 


Neumann on Commissions 


Joseph A. Neumann, Jamaica, N. Y., 
president of the New York State Asso- 
ciation and also a member of the ex- 
ecutive committee of the National Asso- 
ciation, addressed the meeting Tuesday 
on what the National Association is 
doing. With particular reference to the 
important subject of agents’ commis- 
sions he told how the NAIA a year ago 
adopted the following policy with refer- 
ence to commissions, offered by a com- 
mittee headed by Russell M. L. Carson 
of Glens Falls, N. Y., who is also at 


Atlantic City: 

“1. That the commission structure 
should first and foremost be predicated 
on the public interest. 
_ “2. That the National Association be- 
lieves unalterably that supervision of 
the insurance business should be kept 
at state levels. 

“3. That the National Association is 
opposed to government, either state or 
national, imposing commission level con- 
trol. 

“4. That the National Association 
stands for preservation of freedom of 
contract. 

“5. That the National Association is 
opposed to the exercise of unilateral 
commission control by insurance compa- 
nies or rate-making bodies, without 
Prior consultation with agency forces in 
the territory of the jurisdiction affected. 

“6. That the National Association rec- 
ognize that everv state association be- 
longing to the NATA is fully autonomous 
as regards the form of the commission 
structure in its state, but all are urged 
to contorm to some reasonable national 
uniformity so far as method and basic 
fundamentals are concerned. 

“Will this policy accomplish the de- 
sired objective ?—only time will tell. This 

do know. It, or some substitution must 
work. Let me recite to you just a few 
examples of why it must work. 

“1. The state of Georgia recently 
experienced an attempt at control of 
commissions by regulatory authorities. 

An unilateral commission reduc- 

tion on a class of business by a com- 
pany whose 1951 loss figures failed to 
indicate any such necessity. 
_ “3. A second, and unilateral, and so 
far successful attempt in a key terri- 
tory by a large fleet, to use commissions 
as a competitive weapon by reducing 
rates to the penny as they reduced 
commissions. 

“4. The several sneak attack type of 
unilateral commission reductions by way 
of the package policy whose commission 
always seems to end up at the lowest 
scale of any of its component parts. 

“5. And on the other side of the 
ledger, the outcroppings of competition 
in certain areas to get the profitable 
class on the books by ‘inducement.’ 

“These are the straws in the wind, 
perhaps even the shadows of coming 
events. Your National Association can- 
not ignore these unmistakable signs of 
perhaps even deeper rumblings, if not 
outright eruption. However the steps 
it may take on your behalf cannot ex- 
tend beyond the tether of granted au- 
thority. Its policy as respects state 
autonomy is clearly defined. The recon- 
stituted commissions committee reports 





New Jersey President; 
Host State to the EAC 





SIDNEY K. HOWELL 


and is ready. We now look to you. 
Within the framework of our authority, 
what shall we do? Deliberate deeply- 
your decision today can readily deter- 
mine our status for many tutures. But 
one she of caution—not too little and 
not too late. We have a job to do.” 


White and Doremus 


One of the features of the convention 
was the report by Morton V. V. White, 
Allentown, Pa., on conferences of the 
agents’ committee with the conference 
committee of the Eastern Underwriters 
Association. This report is published at 
length elsewhere in this issue. After 
Mr. White had concluded Frederick W. 





JOSEPH A. NEUMANN 


Doremus, manager of the EUA, pre- 
sented some remarks from the company 
standpoint. He complimented the pro- 
ducers on showing no disposition to 
delve into rate-making which the com- 
panies hold to be their own function. 
For only the companies get statistics 
which are bases for rates and while 
agents will be told why rate changes 
are to be made they do not participate 
in actual rate formulation. Mr. Doremus 
wants the conferences with rating or- 
ganizations to continue. 

He asked the agents to give sympa- 
thetic understanding to the difficult 
problems faced by the seven rating 
organizations which serve the 12 states 
in the EUA field. He said they are 
doing an excellent job under very trying 
circumstances. They have a tremendous 
amount of work to do with a shortage 
of skilled employes. 

Tight Market for Auto Risks 


Winslow H. Arnold, vice president of 
the Aetna Insurance Group, told the 
EAC that capacity for handling auto- 
mobile liability and property damage 
insurance will be a serious problem in 
1952. He sees the need for more com- 
panies entering this branch in order to 
avoid demands for state funds by those 
car owners whose requests for adequate 
amounts of insurance are turned down. 
He told how automobile premiums in- 
creased from $683,000,000 in 1946 to 
$1,461,000,000 in 1950 and while 1951 
figures are not complete it is expected 
that last year will show a further in- 
crease of about 18%. The placement 
problem, he admitted, is particularly 
severe for youthful drivers. 

Some agents pointed out to the 
speaker that new state laws are being 
passed which will develop additional au- 
tomobile liability business. They asked, 
“where are we going to place this busi- 
ness?” Mr. Arnold confessed that he 
doesn’t know how this steadily larger 
demand for auto insurance will be met. 
He said that adequate rates are essen- 
tial in order to have more companies 
enter this field. 
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White Reports to Eastern Agents on 
Installments, Term Rates, Deductibles 


Conference Committee Chairman Feels Use of One-Year 
Term Policies Will Cut Agents’ Profits; Urges Creation 
of Local Board Catastrophe Plans; Public Relations 


Despite the fact that installment pre- 
mium payment plans and annual renewal 
plans have been or will be filed in all 
states in Eastern Underwriters Associa- 
plan is being used 


White of 


neither 


Morton V. V. 


tion territory, 
extensively, 


Allentown, Pa., told the Eastern Agents 
Conference at Atlantic City on Mon- 
day. Reporting to the annual conven- 


from all states in the 
EUA field as chairman of the agents’ 
conference committee Mr. White gave 
an extensive review of agent-company 
developments since the last meeting of 
the Eastern Agents Conference at the 
National Association of Insurance 
Agents’ convention in Chicago last Sep- 
tember. 


tion of agents 


A meeting between the agents’ con- 
ference committee and a similar com- 
mittee of the EUA was held in March 


in New York. Representing the agents 
were Mr. White, Russell, M. Carson, 
Edwin S. Cowles, Jr., Dana J. Lowd, 


H. Earl Munz. For the companies there 
were J. K. Hooker, vice president, Au- 
tomobile; A. L. Polley, vice president, 
Hartford Fire; J. R. Robinson, assistant 

. S. manager, Phoenix-L ondon Group; 
Harry W. Miller, United States mana- 
ger, Commercial Union Group, and 
Chairman John Glendening, vice presi- 
dent, Home of New York. 

Mr. White reported that the confer- 
ence covered a wide range of subjects 
including “one-write” policies, catas- 
trophe plans, public relations, additional 


extended coverage, deductible clauses, 
liberalization clause, errors and omis- 
sions coverage for banks, loss adjust- 
ments. 


Would Increase Agency Overhead 


On installment premium plans, Mr. 
White declared, an exchange of views at 
the conference in New York developed 
that “the use of these plans will greatly 
increase the overhead in any agency, 
especially where a good deal of dwelling 
house business is being written. Refer- 
ence is made to the report of Deputy 
Superintendent Morrill of the New York 


State Insurance Department in 1950, 
when the John Stott Agency was sur- 
veyed to determine what increase in 


overhead would develop if the fire busi- 
converted to 


ness in that agency was 
one-year term. 
“Surely, we all recognize that, while 


the use of either of the plans is bound 
to interest some assureds, that use will 
result in what amounts to a considerable 
cut in commission by virtue of the added 
overhead consumed in processing. Need- 
less to say, the same increase in over- 
head is bound to be experienced by the 
companies and is being experienced by 
them in those areas where the plans are 
in general use. Consequently, the com- 
pany members of EUA are not at all 
in favor of the plans, but like the 
agents, they feel that there should be 
equality of opportunity. 

“It must also be recognized that where 
the plans are put into use, it will quite 


likely follow as the months and years 
go by, that they will gain more and 
more the favor of the buyer, resulting 


in compulsion the agent to use 


them. 


upon 


Term Discounts 


“Your committee continues to believe 


that a more realistic approach to the 
term discount and term rule eligibility 
will come nearer to nullifying the vir- 
tues of the installment premium and 


annual renewal plans than any other one 
move. In consequence, we urge the com- 
pany people to concentrate upon that 
phase of our business to the end that 


.time the policy is renewed. 


all Insurance Departments might soon 
be willing to adopt a considerably less 
and more justifiable percentage discount 
for the three- and five-year policies. 
We were advised that the EUA has 
recommended a new term rule based 
solely upon the expense savings derived 
from the writing of policies for longer 
terms. It is now being explored by an 
inter-regional committee. 

“You are reminded once more that 
the annual renewal extension plan per- 
mits the use of the rates current at the 
The install- 
ment premium plan on the other hand 
freezes the contract at the rate in effect 
upon the initial writing. The history of 
the use of these plans in the South dis- 
closes that the annual renewal plan has 
than 


come into far more common use 
the other. 
“One other item that seems to go 


hand in hand with these generally un- 
wanted schemes is a recommendation 
for the recognition of a mandatory mini- 
mum premium on each renewal. If that 
minimum premium is high enough, it 
may help to defray at least in part, the 
increase in costs of operation of the 
agency and the home office. 

“Lastly, you may be interested to 
know that the National Association of 
Insurance Commissioners have ruled 
that the companies may reserve on each 
annual installment instead of upon the 
full term of the agreement. In that 
way companies which might not other- 
wise have been able to withstand the 
heavy drag made upon their reserves 
are now able to use these plans without 
being too badly hurt. 


$50 Deductible Clause 


“Another item of business was dis- 
cussion about the $50 deductible clause 
which is carried by the E. C. No. 4 En- 
dorsement. It was pointed out by mem- 
bers of your committee that application 
of the deductible to building and not to 
contents within building, is causing 
trouble and is bemg considered by some 
buyers as well as the producers, as hav- 
ing a discriminatory tinge. 

“Since the deductible does not apply 
to contents in building, the question was 
asked whether or not there should be 
two rate levels. Some agents seem to 
think so. The recommendation was that 
the deductible should be permitted to 
apply to building or contents by selec- 
tion, with permission to cover the TV 
antenna under the building item. Don 
Sherwood of the National Board pointed 
out that the guiding principles of loss 
adjustment were changed so that the 
TV antenna may be recognized under 
the building items during the Novem- 
ber, 1950, loss settlements. The buga- 
boo here seems to arise from the fact 
that certain rules require that the clause 
apply to all items of the policy. 

“As a result of this discussion the sub- 
ject will be reviewed at the May, 1952, 
meeting of the rating methods research 
committee of EUA 


Business Interruption 


“The first item for discussion was the 
research and review being made by EUA 
on business interruption insurance. This 
item has taken what amounts to a per- 
manent place on our recent agendas. 

“Since our last meeting, some 1,800 
fieldmen have completed questionnaires 
sent out by EUA, upon which there ap- 
peared nine questions directed to find- 
ing out what is wrong with business in- 
terruption insurance contracts as now 
constituted, and what might be done to 
promote a more widespread sale of this 
important protection. 





MORTON V. V. WHITE 


“The Eastern Underwriters group ex- 
pressed a desire to obtain the answers 
to three important questions by contact- 
ing through postcard or otherwise the 
members of the state associations in- 
cluded in our territory. 

“Those questions are approximately as 
follows: 

“Business interruption insurance sur- 


vey—Have you sold business interrup- 
tion insurance? In your opinion, what 
are the three main points of sales re- 


sistance and what suggestions would you 
make to increase the sale of this impor- 
tant coverage? 

“Your committee was of the opinion 
that a solicitation of replies from those 
agents attending this conference in At- 
lantic City might develop the informa- 
tion which EUA is seeking. In any 
event, it was our suggestion that the 
matter be taken up with state associa- 
tion officers attending this present con- 
vention, since solicitation of members 
involves problem for the individual state 
association offices. 


“One-Write” Policy 


“The next item was the ‘one-write’ 
policy and the revision of forms for use 
thereon, the matter being brought up in 
order that we might have an up-to-date 
picture of the progress being made. 

“It is reported that rating organiza- 
tions throughout our territory, except in 
New Jersey and New Hampshire where 
the new policy is not being used, are 
preparing new forms for use with the 
‘one-write’ policy. In addition, New 
York Fire Insurance Rating organiza- 
tion and the New England Fire Insur- 
ance Rating organization have circular- 
ized their agents with appropriate book- 
lets for instruction to policywriters. 


Catastrophe Plan 


“We then discussed the catastrophe 
plan of the National Board of Fire Un- 
derwriters. The latest printer’s proof of 
the plan, including all reference ma- 
terial, was reviewed for us by Don Sher- 
wood, general adjuster of the National 
Board of Fire Underwriters, and there 
followed a general discussion of this 
whole matter. We must acknowledge 
that the industry will probably never 
handle a catastrophe as quickly as some 
would desire. 

“However, Mr. Sherwood advised us 
that the National Board now feels able 
to throw 500 qualified adjusters into any 
area which has been visited by a catas- 
trophe. Any such group of adjusters 
would include men from their company- 
owned organization, company-employed 
adjusters, independent adjusters, and 
trained fieldmen. 

“The industry would like very much 
to eliminate the necessity of burd ening 
agents with the settlement of losses in 
any future blow. History discloses that 
the first few losses after any such catas- 
trophe are badly handled and that the 
waiting period to establish the extent, 
character and size of the loss, as well 


as prices to be charged for repairs, is 
essential to the making of sensible set- 
tlements. 

“The companies are gratified with the 
response that has come by way of the 
formation of state and local catastrophe 
loss committees. They may agree that 
it is absolutely necessary to keep the 
interest of those committees alive, even 
though they may not be called upon in 
their particular territories to function 
for years at a time. 

“It is the belief of your committee 
that the catastrophe loss adjustment pro- 
cedure prepared by the National Board, 
and now being made ready for general 
distribution, is an excellent piece of 
work and we urge every association and 
local board to cooperate to the full by 
creating catastrophe loss committees at 
once, if this has not already been done. 
Make sure that the men appointed to 
those committees are sincere in the un- 
dertaking. It may well be that in any 
given area within our territory, a well- 
informed and qualified catastrophe loss 
committee can spell the saving of thou- 
sands of dollars for the companies and 
much more prompt handling of the 
losses for the buyers of capital stock 
fire insurance. 


Public Relations 


“A review of the accomplishments of 
EVA with their up-to-date public rela- 
tions program was then made. Your 
committee has been given the new pub- 
lic relations manual which has_ been 
issued to all fieldmen in the territory. 
This booklet carries the title, ‘A Planned 
Program for Making and _ Keeping 
Friends.’ 

“A report of the progress made with 
the test program of public relations 
being undertaken with the Pennsylvania 
Association of Insurance Agents in their 
local boards and field clubs, was then 
made. The EUA officials are somewhat 
amazed at the enthusiasm with which 
the Pennsylvania Association has un- 
dertaken their part in this thing. The 
Pennsylvania committee, under the very 
able leadership of Stanley Cowman of 
Philadelphia, has in the past few months 
succeeded in setting up public relations 
committees in many of the local boards 
throughout the state. 

“Field clubs are working with them. 
These committees are already presenting 
the various phases of the goodwill pro- 
gram in their respective communities. 
Out of the material given them, they 
are selecting items which they wish to 
pursue, including such things as hospital 
safety programs, school safety programs, 
fire prevention ordinances, etc. 

“Included in this material is an excel- 
lent bulletin entitled, ‘A Career For 
You’—a presentation designed to inter- 
est high school students in making our 
business their life’s work. More such 
material is coming forth as the months 
go by, and frankly, we believe that EUA 
has been hard put to keep up with the 


agents’ fine organization. 
“We agents should see in this pro- 
gram a great opportunity to make 


friends for capital stock insurance, but 
better still, a great opportunity to in- 
crease our own membership rells. Cer- 
tainly every agent worth his salt will 
want to be a real part of this movement 
to make the public conscious of the im- 
portance of insurance to them and 
greater still, of the importance of the 
agent. Your committee is extremely 
pleased with what it sees in this propo- 
sition. 


Additional Extended Coverage 


“An up-to-date report on our old 
aa ee ; 
friend, ‘additional extended coverage 
was then made. We were particularly 


interested in the test check that has 
been made by Stamping Offices of the 
rating organization in the territory. Of 
the total daily reports passing through 
the offices, the following percentage are 
carrying additional extended coverage: 

New York, 4.6%; New Jersey, 4.9%; 
Pennsylvania and Delaware, 5%; Marv- 
land, 7%: District of Columbia, 2% 
Maine, 2%; Rhode Island, 2%; Connec- 
ticut, 4%; Vermont, ’%. 

“Maryland has the highest percentage 
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of additional E. C. to the dailies checked 
and it would appear to be more than 
a coincidence. It was in Baltimore where 
the local board printed their own en- 
dorsement, using a generous application 
of red ink to bring out the important 
features, the good along with the bad. 
One must almost deduce that it was 
beneficial to the writing of the coverage 
to have it better understood by the pur- 
chasers. 

“Sale of this coverage in a few short 
weeks exceeds the total dollar sale of 
Extended Coverage No. 4 (then known 
as Supplemental Contract), in the first 
five years after its introduction in the 
early 1930’s. A close check is being 
kept by the companies and by the claims 
ofces to record the sale and experience 
obtained in the application of the new 
protection. A mid-year recheck of the 
rating organizations will be made to 
clock the growth of its sale. 

“Some of you may have seen the 
March, 1952, issue of the American 
Bankers Association Bulletin containing 
comment by that organization on addi- 
tional extended coverage. 

Deductible Feature 


“It is known by your committee that 
in some areas banks have refused to ac- 
cept the new coverage because of the 
deductible clause. You must decide in 
your own communities what to do about 
that. Also, acting as a mild deterent to 
the sale of the protection are the diffi- 
culties presented in upsetting the escrow 
arrangements for the collection of in- 
surance premiums in advance on _ the 
thousands of VA and FHA insured mort- 
gage loans. The suggestion is made that 
f additional E. C. is purchased by the 
morigagors, thev pay for that coverage 
out-of-pocket so as not to multiply the 
bookkeeping in the mortgagees’ offices. 

Your committee still takes the position 
that this endorsement is by no means 
the fine document that it might be and 
some day will be, but we concur in the 
thinking of the companies that the 
quickest way to attain refinement is to 
sell enough of the coverage to develop 
a recognizable experience. 


Liberalization Clause 

“The liberalization clause came in for 
some discussion. That clause is not yet 
in current use in all states of the terri- 
tory, but New York las had it for some 
time. The wording of the clause as used 
in New York is causing some difficulty 
particularly where policies have been 
written 30 to 60 days in advance and 
delivered to mortgagees. The wording 
of the clause there, would appear to 
eliminate the ability of the agent to 
take advantage of beneficial cover 
changes when once the policy had been 
delivered. 

“The clause is currently being studied 
by the rating methods research commit- 
tee with an eye to providing a remedy. 

“Simply as a matter of information, 
your committee was given copies Ora 
report made by the director of research 
of the National Board of Fire Under- 
writers, developing the various causes 
for blistering and peeling of paint on 
the exterior of buildings. This whole 
subject has become one of universal dis- 
cussion since the storm of November, 
1950, particularly since only now, it can 
be seen in many sections of our territory 
that the eastern side of a white clap- 
board house shows pronounced evidence 
of peeling paint while the other three 
sides appear ot be quite normal. There 
seems to be no doubt but that water 
was forced behind the clapboards by the 
wind. At the same time, no damage to 
the exterior of the building was then 
evidenced. 

“Your committee’s attention was then 
directed to the substantially increased 
volume of errors and omissions coverage 
for banks and building and loan asso- 
ciations that has been written since the 
rate levels were made more attractive 
_ the perils of extended coverage 

». 4 were included. 
Depreciation in Adjustments 

“We then discussed a recent memor- 
andum of the National Board of Fire 
Underwriters wherein it was pointed out 
by them that ‘adjusting claims without 


deducting depreciation when _ replace- 
ment cost insurance endorsement had 
not been attached to the policy and an 
additional premium collected for this 
added protection, was declared an unfair 
trade practice.’ The necessity of the Na- 
tional Board’s reconfirming its position 
taken many years ago with regard to 
cigarette scorch claims was also related. 
“You representatives asked for a re- 
examination of the basis upon which 
these periodical conferences are held. 
We felt it necessary to do so because 
there have been definite indications that 
our joint purposes have been misunder- 
stgod in company ranks as well as 
afficy ranks. Both committees reaf- 
firmed the fact that neither the EUA 
nor your representatives commit the 
Eastern territorial agents or the com- 
panies to anything. Your committee 
dees not. have the power to commit nor 
do we require any such authority, and 
EUA—being purely an advisory organi- 
zation, lacks that power. As a result of 
our discussion, a memorandum has been 
sent out by Secretary Frederick W. 
Doremus to the heads of all rating or- 
ganizations in the Eastern territory. 
“Your committee would like to com- 
ment on the fact that the same differ- 
ences of opinion which exist in the 
agency ranks also exist among the com- 
panies. You find it almost impossible 
in your own association to unanimously 
resolve a single question having to do 


(Continued on Page 32) 


Farrer Talks on Agents’ 
Underwriting Problems 


COMPETITIVE RATING PLANS 


National Fire Secretary Also Discusses 
Additional Extended Coverage, De- 
ductibles, Installment Plans 


Agents’ fire and allied lines underwrit- 
ing problems are, in part, the two mul- 
tiple location rating plans, merchandising 
of additional extended coverage endorse- 
ment, deductibles—large and small—in- 
stallment payment premium plans, and 
the many personal residence policies, 
forms and endorsements which have been 
developed by the various companies, 
Richard E. Farrer, secretary of the Na- 
tional Fire of Hartford, stated when 
speaking before the Eastern Agents 
Conference at Atlantic City. 

Development of two competitive rating 
plans to replace the single rating formula 
as promulgated formerly by the IUB 
has confused some agents in the matter 
of determining when to apply each plan 
or both for maximum advantage to the 
insured and the agent for underwriting 
capacity and other factors Mr. Farrer 
told the agents from the Eastern states 
of the country. He was formerly edu- 
cational director of the National Associa- 
tion of Insurance Agents before joining 
the Hartford company a few years ago. 

“For example,” he said, “take an ac- 

















.- FOR OUR FIELDMEN! 


A big red apple for our fieldmen. 
They deserve it — because they deliver 
more than agents expect. Theyre 
thoroughly grounded in insurance — 
know the best methods of advertising 
and selling—the most efficient methods 
of office management. They know how 
to meet and beat competition. They go 
about with their eyes open and their 


ears to the ground — always alert to 


EIGHTY SEVEN KITOY STREET, 





changes and trends that can mean in- 
creased premium income for our 
agents. They're collectors of profitable 
ideas — valuable working partners. 
They’re men worth knowing. Would 

you like to? 

YOU'RE 
UP FRONT 
WITH THE 
BOSTON 


AND 
OLD COLONY 


BOSTON, MASSACHUSETTS 





Fabian Bachrach 
RICHARD E. FARRER 


count with two locations with a $1,200 
fire and extended coverage premium. 
In using Form No. 1, one rating plan 
would produce a eredit of $36, while the 
other would produce a credit of $10. The 
same plans applied to a larger account, 
such as one with 15 locations and a 
premium of $8,000 would result in a 
credit of $840 by the use of one plan 
and a credit of $751.67 for the other. 
The only sure way for an agent to de- 
cide is to apply both rating plans to 
each risk eligible for the treatment and 
then to be certain that he has the com- 
panies in his office which will give him 
an outlet for either plan, because the 
companies subscribe to one plan or the 
other, but not both. 
Additional Extended Coverage 

“While the opinions of agents may 
still be divided as to the merits and 
demerits of the additional extended cov- 
erage endorsement, its use is becoming 
more widespread, and it behooves each 
agent to determine whether he can risk 
the embarrassment of not having recom- 
mended the coverage to his insureds. If 
another agent sharing the same risk 
has sold it, then all policies must by 
necessity have it for concurrency. 

“Extension of the $50 deductible to 
additional extended coverage and ex- 
tended coverage for wind gives need for 
a public education project for agents 
in order that policyholders may under- 
stand in advance of a loss just what 
their policy covers, why it covers, and 
especially why they have a deductible. 

Emergence of the large size de- 
ductible for the large size risk is an- 
other matter. Any widespread applica- 
tion of the large size deductible plan 
will inevitably disturb the established 
rate levels by effecting the statistical 
records which provide credibility for the 
well established rate-making procedures,” 
Mr. Farrer warned. 

“How are the state insurance supér- 
visory authorities going to maintain 
rates on an equitable, nondiscrimina- 
tory and adequate basis when the large 
size risks may have recourse to insur- 
ing the sizeable deductible at a flat 
rate after obtaining a credit in rate 
for the deductible policy obtained for 
the excess amount and thereby obtain 
full insurance at a combined premium 
cost for less than full coverage. 

When to Use Installment Plan 

“Widespread adoption of the install- 
ment plan which increases both the 
agents’ and companies’ expense ratios 
places the agent in the position of try- 
ing to determine when to use the in- 
stallment plan and when not to. 

“Further development of the various 
personal residence policies, forms and 
endorsements appears to be contingent 
upon the readiness with which agents 
merchandise these new combinations; 
and the premium volume of these new 
combinations is not yet noteworthy or 
impressive.” 





Page 30 








a 
Bee See 
\ elie 3. aR 


THE EASTERN 
UNDERWRITER 












SNR AES ea AN DEN 
[+ ire +p 
ree a a 









April 11, 1952 














EMERSON S. ADAMS PROMOTED 





Is President of United Benefit Fire; 
Davis and Horan Vice Presidents; 
Wendt Assistant Treasurer 
Emerson S. Adams has been elected 
president of the United Benefit Fire of 
Omaha, being elevated from first vice 
president. He succeeds the late Dr. C. C. 

Criss as president. 
Gale E. Davis and William C. Horan 





EMERSON S. ADAMS 


each are promoted by the directors to 
vice presidents. William R. Wendt is 
promoted to assistant treasurer. 

Mr. Adams, an alumnus of Grinnell 
College, joined the Companion Compa- 
nies of Omaha in 1924. He is executive 
vice president of Mutual of Omaha and 


is a director for both Mutual Benefit 
Health & Accident Association and the 
United Benefit Fire. 

_Mr. Davis, a graduate of the Univer- 


ty of (Nebraska, formerly was assistant 
secretary of U nited Benefit Fire. He is a 
vice president of Mutual of Omaha. He 


joined the companies in 1932. 
Mr. Horan, a graduate of the Univer- 
sity of Southern California, joined the 


companies in 1948. He has served as 

assistant manager of the insurance firm 

and is a member of the company’s 
board of directors. 

hog = Wendt formerly was supervisor of 

> United Benefit Fire’ s accounting de- 

ceteiauad: He is a graduate of the Uni- 


vereity of Omaha cod has been associ- 
ated with the Companion Companies 
since 1946. 


Correction on IAC 


In last week’s issue it was stated that 

he six advertising awards to local agents 
‘es the Insurance Advertising Conference 
for excellence in advertising would be 
made on the basis of population groups. 
Instead it will be on the basis of pre- 
nnium production so that agents in each 
premium category will be competing only 





with those of similar volumes of pro- 
duction. The categories are divided as 
follows: No. 1—up to $25,000; No. 2— 
$25,001 to $50,000; No. 3—$50,001 to $100,- 
000; No. 4—$100,001 to $250,000 and No. 
5—above $250,000. The sixth prize, the 
grand award, will likely go to one of the 
winners of the eronp awards. 


NORTH BRITISH NAMES POWERS 


The North British Group announces 
that, effective April 7, 1952, Special 
Agent John J. Powers, Jr., will be asso- 
ciated with Special Agent Harold P. 
Warren in the supervision of business 
in Rhode Island and southeast Massa- 
chusetts. His office will be with Mr. 
Warren in the group’s present head- 


quarters at Providence. 

Mr. Powers’ background includes field, 
office and local agency experience. 
Latterly he has represented the group as 


home 


a special agent in the Boston metropoli- 
tan area. He is a graduate of Seton Hall 
College. 





REPORTS ON STORM LOSSES 





Bachman of GAB Estimates 1,800 Wind- 
storm Losses Will Be Reported in 
Tenn.; Insured Risks Over $1,500,000 
In a release to companies, general 
agents, and fieldmen, R. G. Bachman, 
general manager of the southeastern de- 


partment of the General Adjustment 
Bureau, Inc., estimated that approxi- 
mately 1,800 windstorm losses will be 


reported to companies in the Dyersburg, 
Jackson, and Memphis areas of Ten- 
nessee as a result of the tornadoes that 
swept out of Oklahoma and Arkansas 
during March 21 and 22. While the ma- 
jor destructive effects to life and prop- 
erty were in Arkansas, it is estimated 
that insured risks in the affected re- 
gions of Tennessee were damaged in 
excess of $1,500,000. 

The southeastern department of the 
bureau. established temporary storm 
claims offices at Dyersburg and Hen- 
derson, Tenn., assigning 11 adjusters to 
the former office and 18 to the facility 
at Henderson. 

C. R. Dickert, executive general ad- 
juster at Atlanta, is in charge of the 
Henderson storm operation. The storm 
operation at Dyersburg is at the perma- 
nent office of the bureau at that point 
and is in charge of Manager H. G. 
Stidham. 


Seymour S. Munro President 
Of Syracuse Local Board 


Seymour S. Munro will be president 
of the Syracuse, N. Y., Underwriters 
Exchange for the coming year. Serving 
with him will be Arthur B. McGuire, as 
vice president, and Thomas H. Munro, 
Jr., as secretary-treasurer. 

The officers were elected at a meeting 
in Syracuse, when plans were mapped 
for carrying on the community good- 
will projects and educational advertising. 

Members have been active in fire -pre- 
vention campaigns and driver-education 
programs, including the Syracuse Police 
Department’s Traffic School. 


N. Y. Premium Payment Rule 
As to Installment Risks 


The New York Fire Insurance Ex- 
change states that the arbitration com- 
mittee has adopted the following ruling 
with respect to installment premiums: 

“When policies are written under in- 
stallment payment of term premiums 
plan or under annual renewal plan, the 
premium payment rule of the New York 
Fire Insurance Exchange shall apply sep- 
arately to the original installment or 
policy and to all subsequent installments 
or renewals when due.” 
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to be fair minded, and will be when it is well in- 
formed. Agents and Brokers must take every oppor- 
tunity to tell the facts about the causes and costs 


of losses and their effect upon the public's bill 
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Chairman of Massachusetts 
New Local Board Council 





White Star 
WALTER S. ATTRIDGE 


Walter S. Attridge, past president of 
the Boston Board of Fire Underwriters, 
has been elected chairman of the new 
Local Board Advisory Council of the 
Massachusetts Association of Insurance 
Agents. Other officers are M. A. Carl- 
berg, Gardner, vice chairman, and Ebba 
S. Peterson, Brockton, secretary-treas- 
urer. 

Delegates and presidents of 15 local 
boards met in Worcester and organized 
the new council. During an_ all-day 
meeting 60 local agency leaders gave the 
new body a work-out as a medium for 
airing views of rank-and-file members 
of the state association. 

Local boards represented at the meet- 
ing were: Boston, Brockton, Cape Ann, 
Hampshire, Haverhill, Greater Lawrence, 


Lynn, Cambridge, South Shore, Spring- 
field, Worcester, Worcester North, 
Taunton, Fitchburg and South Berk- 
shire. 





WILL HEAR THE VOGELERS 





Insurance Post No. 1081 and Wall Street 
Post of Legion to Hold Joint 
Meeting Prior to Speeches 

Insurance Post No. 1081, American Le- 
gion, will hold a joint meeting with 
Wall Street Post No. 1217, at the head- 
quarters of the latter in Federal Hall, 
April 15, following which the members 
of the two posts and their guests will 
hear Robert E. Vogeler who was im- 
prisoned by the Communists for sev- 
eral years, tell of his experiences be- 
hind the Iron Curtain. Mrs. Vogeler 
will also be a guest speaker. As mem- 
bers of other posts are invited to be 
present, all members are requested to 
wear their legion caps. 

Burtis F. Thompson has been named 
chairman of the nominating committee 
of the Insurance Post which will submit 
its report at the May meeting. May 24 
has been selected as the day for the an- 
nual memorial service. 





Quarter Century Club of 
Home Dines at Waldorf 


Two hundred forty-five home office 
members of the Quarter Century Club 
of the Home Insurance Co. were feted 
at a dinner, April 4, at the Sert Room 
of the Waldorf-Astoria Hotel, New 
York. Simultaneous with the reception 
in New York, club members from com- 
pany field offices throughout the coun- 
try held similar celebrations. 

Inspired and organized in March, 1938, 
by Harold V. Smith, president of the 
Home, the Quarter Century Club, was 
formed to promote and renew the friend- 
ships developed by employes who served 
25 years or more with the company. At 
the present time there are over 668 
members in this organization. 
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Would Bar Installments Adjusting Organization 
For Small Premiums In New York Incorporates 


THOSE UNDER AVERAGE SIZE 


Michigan Commissioner Navarre Sug- 
gests Term Premiums of $75 or Over 
Be Eligible for Installments 





Commissioner Joseph A. Navarre of 
Michigan, after study of the problem 
of fire premium financing since taking 
office nearly a year ago, has evolved 


some tentative proposals which it is 





Another = 
Day, 








HAROLD HYER 


Harold Hyer, well known independent 
insurance adjuster and one of the leading 
figures in the loss settlement field in 
the New York area, has incorporated un- 
der the name of H: arold Hyer, Inc. 

The official family consists of Albert 
L. Thomas, president; Edwin J. Lucie 
and Martin K. Hyer, vice presidents; 
Harold Hyer, treasurer; Marsha Mor- 
genstern, secretary, and Mary E. Bren- 
nan, assistant secretary. 

As a corporation they plan to be in a 
position to maintain and possibly im 
prove the services they have rendered 
to insurance companies in the past. 





JOSEPH A. NAVARRE 


Another - 
Dollar 





considered possible the industry might 
find feasible. 

It is the Commissioner’s conclusion 
that no installment, annual renewal or 
commuted premium plan should apply to 
risks which, in premium volume, “are 
below the average of those normally pro- 
duced.” An exhibit worked out by the 
Department indicates that $75 as a pre- 
mium for a five-year policy, fire and 
extended coverage, would be about aver- 








Insurance Women Hold 


Denver Regional Meeting 
Miss Dixie Galvin of Kansas City, 
Mo., was named regional director of 
‘ : : Region VII of the National Association 
a ee Se ~~ of Insurance Women succeeding Dor- 
wonldeie about $56. = a S ‘A ; : othy Klonous of Omaha at the March 
: sooth Whose dollar? One your clients’ em- 21-23 regional meeting in Denver. About 





. “ ” we - Tehr- kK - a5, 
Figures $75 as “Average x ployees have earned or one they‘ve stolen? 100 members from Nebraska, Kansa 
These figures are not based on the : Missouri, Towa and Colorado attended 
actual average three-year term dwelling og Every day thousands of people yield through with the Insurance Women of Denver 
premium which is only some $35 for necessity, ‘high life,’’ or increased cost o : as hosts. + i he ‘. ; 
three years or $56 for five years. This : : ; Assisting retiring Regional Director 
figure, the Commissioner feels, ‘repre- : ee living . to stealing Klonous at the business sessions were 
ys ti soak ‘ Jellie Shelly, general conference chair- 
sents “probably not more than 50% in- i hes rat's whulewery day our agents are sell Nellie » g ‘ ‘ 
j That's eee y OY CUE 9S mde hack man; Irene Head, president and Mar 


surance to value” and “with the infla- 
tionary trend continuing we have in- ae Poem Tce ‘sas > a 
creased the $56 figure to $75 as being a honesty, Disappearance and Destruction eee yg ge Na aera! f ee 
probably anticipated average.” é : urday night was D. D. Monroe o! i 
Because of high inflationary values at ee eee eee, Pistons 
present, under-insurance is felt to be of the spe: ee eee a eee 
prevalent and the Commissioner fore- Association for the United N: — 
sees that an acceptable deferred payment a ea eee _ 
plan “could be an important stimulus in convention to be held in Rapid City, 
securing more adequate coverage.” He Pepag See Oe en See SERRE Som 
notes that “by advising the policyholder , ow pnte. 
that $56 is payable in advance, but that ¥ \/ /' 
$75 may be payable in annual install- 
ments, we provide strong incentives to 
increase policy amounts.” 
_ “Where minimums are not attained,” it fj 
is further noted, “financing through lo- 
cal banks and other lending institutions 
is available.” The Department's inter- 
est, it is emphasized does not extend CASUALTY 
heyond financial transactions involving 150 WiLiE ik 38, N. Y. 


ing the broad protection of 


policy. Another day, another dollar...saved 


Dewey Signs Bill for 


Installment Premiums 
Governor Dewey of New York has 
signed the Condon Bill as Chapter 391 
of the laws of 1952 amending Section 
121 of the Insurance Law to authorize 
insurance brokers to receive payment 
of installment of premiums or additional 








insurance company funds. 
‘ : oe — ; ¢ INSURANCE COMPANY, LIMITED © & FOREIGN INSURANCE COMPANY © THE 
Predicating the Commissioner’s rea- RA SN MP, TE L © QUEEN INSURANCE COMPANY OF AMERICA premium payable on contract if received 
soning relative to installment payments THE LIVERPOOL & LONDON & GLOBE INSU COMPANY © STAR INSURANCE COMPANY within he bs ays after due di oe or after 
is a breakdown in the exhibit, called a AMERICA . VIRGINIA FIRE & MARINE INSURANCE date of delivery of statement by insure 
OF © THAMES & MERSEY MARINE on — of such additional premiums. 


“good approximation” although probably 
not paralleling the figures of any single 
company. This places in the term policy 








category 80% of all fire contracts of HEADS TORONTO CONFERENCE 
which 60%, it is estimated, are on dwell- A. H. Butler has been elected presi- 
ing risks, the remaining 20% represent- dent for 1952-53 of the Toronto Insur- 
ing mercantile buildings, primarily, since ance Conference. First vice president is 
Stocks are ineligible. A. J. Mylrea and second vice president 

Previous commuted premium plans, F. S. Hogarth. Chairman of the auto- 
the Commissioner notes, used for nearly . mobile commitice ia S. McAdam: fire. 

(Continued on Page 34) T. L. Jones; marine, John Medland. 
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Bohlinger Tells Agents Why It Is 
Not Advisable to Bind Risks Orally 


New York Insurance Superintendent 
Alfred J. Bohlinger last week urged in- 
surance agents to bind risks orally only 
when it is impossible or impractical to 
issue a written binder. This was men- 
tioned briefly in these columns. 

In cautioning agents against binding 
risks orally, Mr. Bohlinger emphasized 
oe agent’s re sponsibility when he binds 

risk in this manner. “The agent who 
purports to bind a risk,” Mr. Bohlinger 
sail “bears a responsibility not only to 
the insurance company he represents, 
but also to the insured or broker with 


whom he deals. By purporting to bind a 


risk the agent impliedly warrants that 
he has the authority to do so. In addi- 
tion, the agent must use reasonable care 
in effecting the insurance he has pur- 
ported to bind. It is axiomatic,” the 
Superintendent continued, “that the 
agent by committing a breach of such 


reasonable 
action for 


failing to use 


warranty or ‘ 
risk of an 


incurs the 


” 


care 
damages. 
Points to Recent Court Decisions 
two recent court de- 
cisions relating to oral binders, Mr. 
Johlinger stated that the facts in one 
Dubuque Fire & Marine Insurance 


Referring to the 


case, 
Co. v. Miller, 219 SC 17, give some 
indication of the difficulties which may 


arise in connection with the issuance of 
an oral binder. 

“In that case,” he explained, “an 
owner of property had a telephone con- 
versation with the agent which resulted 
in a clear understanding that the con- 
tents of a restaurant were to be insured 
against fire in the amount of $25,000. It 
so happened that the agent represented 
ten companies, but unfortunately nothing 
was said at the time by the agent as to 
the company or companies which would 
issue the coverage. It may have been the 
agent’s intention for each of the ten 
companies to each have one-tenth of the 
tote il amount of the insurance. 

“However, because of the informal 
character of the commitment made by 
the agent, the court held that there 
was no liability on the part of the com- 
panies to cover a which occurred 
two days after the telephone conversa- 
tion between the owner and the agent. 

“This case,” he continued, “demon- 
strates the importance of a meeting of 
the minds upon all essential terms of the 
contract of insurance when an oral or a 
written binder is made by an agent. 
Ordinarily such essential items which 
must be agreed upon expressly or by 
necessary implication to constitute a 
valid contract are as follows: 

“(1) Identification of the property cov- 
ered; 

“(2) The risks to be insured against; 


loss 


“(3) The amount of insurance in dol- 
lars; 
“(4) The term of the policy; 


“(5) The rate or the amount of the 
premium, and 
“(6) The name of the company with 
which the insurance is to be placed 
(Where the agent represents more than 
one insurer).” 
What Binders Provide 


New York Superintendent ex- 


The 





plained to the agents that oral or writ- 
ten binders for a period of not more than 
60 days, are recognized by the Insurance 
Law. Stating that such binders shall be 
deemed to include all the terms of the 
standard fire insurance policy and all 
applicable endorsements as may be des- 
ignated in such contract of temporary 
insurance, Mr. Bohlinger pointed out 
that this statutory provision under no 
circumstances may be construed to mean 
that the binder is deemed to include the 
six essential terms of the policy which 
he outlined earlier. Such essential terms, 
he said, must be agreed upon at the time 
of the making of the binder. 

Earlier in his statement the Superin- 
tendent explained that a contract of in- 
surance becomes effective only when 
there is a meeting of the minds as to 
the essential terms of the contract. He 
referred to the fact that frequently an 
agent may represent a number of compa- 
nies and that he may neglect to inform 
the applicant for insurance of the name 
of the company which is to provide the 
insurance. This failure to name _ the 
company, he said, raises a question as to 
whether there is an enforceable contract 
of insurance because it is doubtful 
whether there has been a meeting of the 
minds as to the essential terms of the 
contract. 


NAIA TO TAKE NEW QUARTERS 
Leaves 80 Maiden Lane After 30 Years; 
Will Be at F. & D. Building at 
Fulton and William Sts., N. Y. 
The headquarters of the National As- 
Insurance Agents, after 30 
years at 80 Maiden Lane, New York, 
will occupy new quarters on the third 
floor of the Fidelity & Deposit Building 
at Fulton and William Streets after 


sociation of 


April 21, it is announced by J. F. Van 

Vechten, president of NAIA. 
Commenting on the move, J. Victor 

Herd, executive vice president of the 


America Fore Group said: “We are in- 
deed sorry that circumstances make it 
necessary for this move to be made. 
During the 30 years we have been privi- 
leged to have your headquarters in our 
building we have had a rare opportunity 
to become closely acquainted with head- 
quarters personnel. We, of course, look 
forward to many future years of con- 
tinuing close c@®peration and we are 
happy to know that your headquarters 





will be only around the corner—within 
easy distance.” 

Mr. Van Vechten said: “We _ have 
spent 30 very pleasant years in this 


building and regret that progress some- 
times make such moves as this neces- 
sary. However, during the past 30 
years we have. seen the association 
grow to its present strength of over 
29,000 member agencies; we have seen 
America Fore grow and expand: and we 
have seen a bond of friendship and co- 
operation between us grow. We know 
that a mere geographical move will not 
interrupt the cooperation and friendship 
that exists between us and look forward 
to a continuance of this very pleasant 
relationship.” 


BUFFALO INSURANCE DAY 


Fire and Casualty Field Clubs, Local 
Board, Women’s Group, CPCU Coop- 
erate to Make Meeting Successful 
“This Changing Insurance World” was 
the theme of the Fourth Annual Buf- 
falo Insurance Day which drew hun- 
dreds of Buffalo area insurance men 

to the Hotel Statler March 31. 

Sessions got underway with Lincoln 

. Beale’ presiding as _ chairman. 
Blythe P. L. Carden, manager of the 
Buffalo office, General Adjustment Bu- 
reau, spoke on an “Additional Extended 
Coverage Endorsement.” He was fol- 
lowed by E. V. Silver, Jr., assistant 
manager of the marine department, Fire- 
man’s Fund, who spoke on “Manufac- 
turers Output Policy.” 

Luncheon toastmaster was R. C. Mc- 
Pherson, president of the Casualty & 
Surety Club of Buffalo. Wade Steven- 
son, president of the Buffalo Chamber 
of Commerce, gave an address of wel- 


come. Clarence R. Wheeler spoke in 
behalf of the Insurance Club of Buf- 
falo. 


Afternoon talks were given by James 
M. Cahill, secretary of the National 
Bureau of Casualty Underwriters, who 
discussed “The Operations and Func- 
tions of the Bureau” and by Arthur T. 
Fleischhauer, vice president, Fireman’s 
Fund, Boston, who spoke on “This 
Changing Insurance World.” 

Sponsoring organizations for Buffalo 
Insurance Day were Casualty & Surety 
Club of Buffalo, Buffalo Insurance Field 
Club, Buffalo Association of Fire Un- 
derwriters, Insurance Women of Buffalo, 
Buffalo Claims Association, Buffalo Cas- 
ualtv Insurance Claims Managers Coun- 
cil, Buffalo Accident & Health Associa- 
tion, Inc., and Buffalo Chapter, CPCU. 





TO COMPETE FOR N. Y. TROPHY 


Trophy of London Assurance Open to 
any Local or County Board of Stock 
Company Agents in State 

The annual competition for the Lon- 
don Assurance New York State Public 
Relations Trophy, was announced this 
week by Walter Meiss, United States 
manager of the London and president of 
its affiliate, Manhattan Fire & Marine 
Insurance Co. 

Designed “to stimulate increasing pub- 
lic appreciation of the institution of 
capital stock insurance,” competition for 
the trophy is open to any local or county 
association of capital stock company in- 
surance agents in the state of New 
York. 

The winning local board will receive 
the 1952 trophy during the annual con- 
vention of the New York State Associa- 
tion of Insurance Agents, at Syracuse, 
May 4 to 6. 

Local board secretaries should sicit 
written reports of their groups’ public 
relations activities to John G. Mayer, 
executive secretary of the New York 
State Association of Insurance Agents, 
319 University Building, Svracuse 2, N. 
Y. Whenever possible, these reports 
should be accompanied by documentary 
material. 


Excelsior Appoints Barrett 

The Excelsior Insurance Co. an- 
nounces the appointment of Alvin J. 
Barrett as special agent in New York 
territory, with headquarters at the home 





THE OLDEST INSURANCE 
COMPANY IN THE WORLD 





S§ FIFTH AVE., NEW YORK 








niet <1 





Blt 


Wile 
gg bast And St” 


FIRE +» AUTOMOBILE 
CASUALTY * BURGLARY 
INLAND + JEWELRY 


YOUR INQUIRIES SOLICITED 








office in Syracuse. Since 1947 Mr. Bar- 
rett has been associated with the Helm- 
bold & Stewart Agency at Clearfield, 
Pa. Mr. Barrett has taken — 
courses given by the Insurance Co. 

North America, advanced agency cote 
agement courses at the University of 
Connecticut and various conference 
courses at Pennsylvania State College. 


Morton V. V. White Report 


(Continued from Page 29) 

with coverage, procedure, rules or regu- 
lations. The problem in the company 
organization is no different. We must 
be reminded that any recommendations 
adopted by the rating organizations 
represent thoughts upon which all of the 
companies have agreed. That does not 
mean that certain of the companies do 
not prefer something different. We feel 
that it is important to understand this 
in passing judgment upon the many 
changes which take place in our Rule 
Books as the months go by. 

“It is gratifying to us to hear that 
conference procedure at state and rat- 
ing organization level is operating more 
smoothly and obtaining better results. 
Since the creation of this committee, we 
have persistently done what we could 
to bring about improvement in that di- 
rection and we know that the men with 
whom we have dealt, have put their 
full weight to this objective.” 
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Indians occupied the region in 1738 when young William Johnson arrived from Ireland 
to manage a huge tract in what is now Fulton County, New York. As settler and 
fur trader, his honesty and fair treatment of the Indians soon won their respect and friend- 
ship to a degree, it is said, never attained by any other white man in this locality. In his 
official transactions with them he used to wear a scarlet blanket trimmed with gold lace, 
a gesture which they considered highly flattering. He learned the language of the Mohawks 
who adopted him as chief with a name meaning Big Business. 

Because of his influence “Johnson of the Mohawks” was a key figure in the French 
and Indian wars. His ability as an organizer enabled the British troops to build a road 
through the forest to Lake George, thereby defeating the French and saving Albany from 
attack. In recognition of his contribution to this victory, Johnson was made a baronet. 

Johnson Hall, in the present city of Johnstown; was built by Sir William in 1762 
on one of the largest properties in all the colonies, and here he lived in baronial splendor. 
After the death of his young wife, in the custom then locally sanctioned, he acquired an 
Indian woman as his second “wife.” She was succeeded by 
Molly Brant who was known as “the Brown Lady of 
Johnson Hall” and apparently held a position of respect. 

According to a local legend, after Sir William’s death in 
1774, Joseph Brant, Mohawk chief and Sir William’s trusted 
friend, marked the stair rail with his tomahawk as a sign to 
the Indians that the house was not to be molested. Although 
the town was burned, Johnson Hall was spared and toma- 
hawk marks are still plainly visible in the mahogany. The 
house is now under the jurisdiction of the New York State 
Education Department. 





* THE HOME* 


The Home, through its agents and 
brokers, is America’s leading Louw Weetntce (en 
insurance protector of American homes Ofdirttyy’ 
and the homes of American industry. Home Office: 59 Maiden Lane, New York 8,N. Y. 
FIRE ° AUTOMOBILE ° MARINE 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 


Copyright 1952, The Home Insurance Company 
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Great American Group 
Promotions Announced 


EWALD MADE VICE PRESIDENT 





Beeson Secretary and Ribbe and Ains- 
lie Asst. Secretaries; Chaltas Asst. 
Secy. of Indemnity Co. 





Several advancements have been an 
nounced by the Great American Group 
in New York. Walter R. Ewald is pro- 
moted from secretary to vice president; 
Walter E. Beeson from assistant secre- 
tary to secretary, and Emil A. kibbe of 
the New York office and Ralph C. Ains 
lie of the Pacific department, were ap- 
pointed assistant secretaries Nicholas 
G. Chaltas of the New York office of the 
Great American Indemnity was ap- 
pointed an assistant secretary. 

Mr. Ewald, a native of Benton Har- 
bor, Mich., graduated from Michigan 
State College in 1924, and served the 
Michigan Inspection Bureau in the office 
and in the field until 1931 when he 
joined the Great American in the De- 
troit office of the Detroit Fire and Ma- 
rine. He was appointed assistant secre- 
tary of that company in 1947 and later 
that vear transferred to New York. He 
was appointed assistant secretary of the 
Great American in 1948 and secretary in 
1950. Mr. Ewald will assume executive 
jurisdiction of the Southeast and South- 
west gees of the fire companies 
of the group. 


Beeson, Ribbe Careers 


Mr. Beeson, a native of Gonzales, 
Texas, received his education at the Uni- 
versity of Texas and Columbia Univer- 
sity. He joined the Great American in 
1929. After training in various under- 
writing departments he became special 
agent in Texas and later in Maryland 
and Virginia. In 1946 he returned to 
the home office as agency superintendent 
and was elected assistant secretary in 
1951. Mr. Beeson will be the officer in 
charge of the Southeast and Southwest 
departments of the fire companies of the 
group. 

Mr. Ribbe is a native of New York 
City and joined the Great American in 
1918. He served as special agent in the 
suburban department and in Massachu 
setts and Maine from 1930 until 1946 
when he was transferred to the home 
office as an adjuster for the loss depart 
ment. In the latter part of 1949 Mr 
Ribbe became superintendent of the ma- 
terial damage division of the newlv or 

ganized group claim department \s 
an officer he will continue the supervi 
sion of that department 

Mr. Ainslie, a native of Bedford City, 
Va., joined the Pacific department of 
the Great American at San Francisco in 
1924. After an extensive experience in 
the department office and in the field ; 
special agent, he was appointed agency 
superintendent at San Francisco in 1945 
Mr. Ainslie will serve as an officer of 
the fire companies of the group at the 
Pacific department. 

Mr. Chaltas is a native of Buffalo, 
N. Y., and a graduate of the University 
of Buffalo where he received a law de 
gree in 1936. He is a member of the 
New York Bar and is admitted to Fed 
eral Practice. Mr. Chaltas went with the 
Great American Indemnity ba 1948 as an 
investigator and attorney, handling bur 
glary claims and is now Pier in rank 
in the management of the burglary and 
vlass underwriting ca inc seat 


niin Agents Mect 


The Hamilton Insurance Agents’ As- 
sociation held its monthly meeting at 
Fischer’s Hotel, Hamilton, Ontario 
There were about 40 members present 
Each member was given a name to con 
tact with a view to increasing the mem 
bership in the association. 

Instead of a speaker the meeting took 
the form of an open forum with George 
Allen of the Aetna Insurance Compa- 
nies, and George Lightbound of the 
United States Fidelity and Guarantee 
Company, leading the discussion, Ted 
Fergusson introduced the speakers. 





Inland Marine 
SPRINGboard 


fo NEW Business 
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CAMERA FLOATER: Spring's the “open seacon" for soliciting 
amateur photographers, many of whom have sizeable sums tied un in 
cameras and equipment. 


CONTRACTORS' EQUIPMENT FLOATER: In many sections of the 
country Spring signals the start of extensive contracting and construc- 
tion jobs. Such firms need this protection against loss or damage to 
their equipment. 

FISHING EQUIPMENT INSURANCE: Valuable rods, reels, and 
fishing paraphernalia call for this low-cost "All Risks’ protection. 


FURRIERS' CUSTOMERS INSURANCE: In the Spring furs are left 
with furriers for storage, repairing, etc. It's an opportune time to solicit 
this worthwhile premium-producer! 


GOLFERS' EQUIPMENT FLOATER: Golfers, come Spring, awaken 
to the call of the fairways, and to the need for this “hobby” insurance. 


LIVESTOCK FLOATER: Spring is an excellent time to solicit this 
scheduled form covering farm animals against death or destruction by 
fire, lightning, windstorm, and hazards of transportation. 


MOBILE AGRICULTURAL MACHINERY & EQUIPMENT FLOATER: 


This scheduled policy, likewise, is opportune for solicitation now. 


OUTBOARD MOTOR BOATS AND/OR MOTORS: Private owners 
are getting ready for the boating season in various parts of the country. 
They're susceptible to solicitation now. 


PERSONAL EFFECTS INSURANCE: Still a good coverage to sell 
tourists, voyagers and vacationists, to protect their personal effects, 
anywhere outside the home, while traveling, or not. 


PERSONAL PROPERTY FLOATER: In view of high current values 
these policies should be reviewed to make sure they are written for not 
less than 80°, of the declared values. Today's increased values will also 
bring to light new prospects for this large premium-producer. 


WEDDING PRESENTS INSURANCE: This World-wide "All Risks’ 
coverage appeals to every bride. Don't overlook 1952's crop of tradi- 
tional June brides. 





RAIN INSWRANCE: April showers mean Rain Insurance from mer- 
chants, especially on Spring sales. Plan ahead now, too, for Rain business 
over the Decoration Day, July 4th, and Labor Day weekends. During 
the Summer outdoor season there's also plenty of this insurance to be 
written on fairs, athletic events, social affairs, etc. 





These are only a selected few of the ''57 Varieties" of Inland 
Marine lines we write. You are cordially urged to use the broad 
facilities of our aggressive Inland Marine and Special Lines 
Department for writing these and other classes. You are always 
assured of hearty, helpful cooperation from our Fieldmen or 
nearest Inland Marine Service Office. 














NORTH BRITISH AND MERCANTILE 
INSURANCE COMPANY LIMITED 


THE PENNSYLVANIA FIRE INSURANCE 
COMPANY 


THE COMMONWEALTH INSURANCE 
COMPANY OF NEW YORK 


THE MERCANTILE INSURANCE COMPANY 
OF AMERICA 


THE HOMELAND INSURANCE COMPANY 
OF AMERICA 


150 WILLIAM STREET, NEW YORK 38, N. Y. 
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Special Agent in Boston 
For Boston and Old Colony 





STEPHEN F. O’CONNOR, JR. 


The Boston and Old Colony Compa- 
nies have appointed Stephen F. O’- 
Connor, Jr., as special agent in Boston. 
A former New England fieldman he re- 
cently resigned as secretary of the Cor- 
roon & Reynolds Group where he was 
supervisor of production and underwrit- 
ing in the Southern department § since 
1947. 

A native of Jersey City Mr. O’Con- 
nor entered insurance in 1920 with the 
London Assurance in New York. Twen- 
ty years later he was transferred to 
30ston as special agent and in 1942 suc- 
ceeded Frank E. Walls as state agent 
for Maine, New Hampshire and eastern 
Massachusetts. He joined the Corroon 
& Reynolds organization in 1947 and 
returned to New York. During his ca- 
reer Mr. O’Connor has been president 
of the Fire Insurance Examiners Asso- 
ciation of New York, member of the 
New England Insurance Exchange, on 
committees of the Bay State Club and 
member of the Pine Tree State Field 
Club, Mountain Field Club and Insur- 
ance Library Association of Boston. 


Navarre on Installments 


(Continued from Page 31) 





25 years in Michigan, generally excluded 
dwelling risks, hence ‘only 20% of a com- 
pany’s policies were affected compared 
to a potential of 80% under existing 
rules. 

The only company using a commuted 
plan on dwellings on an extensive scale, 
it is stated, has it in effect on only half 
of dwelling policies because of an un- 
derwriting requirement setting up a $15 
yearly minimum. 

The Commissioner comments, in offer- 
ing his views, that “we in Michigan con- 
clude that a valuation of merit is not 
predictable and must await conclusion of 
the conversion now in progress. If ulti- 
mate results are favorable to policy- 
holder, agent and company, the plans 
will represent much progress. If the 
plans result in abnormal burdens and 
costs to agents and companies which 
necessitate increased rates, I will be held 
accountable for my failure to have fore- 
seen that eventuality. 

“The plans necessarily presume that 
applicable rates are not inadequate, ex- 
cessive nor unfairly discriminatory. The 
plans also presume that the investment 
earning capacity of a company will not 
be impaired by their use. I find it in- 
creasingly difficult to accept these pre- 
sumptions without question.” 

The Commissioner offers the suggested 
minimum premium plan in view of the 

“accepted fact that proportionate ex- 
penses decrease as the premium in- 
creases.” 
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Look at it this way. Would you store dynamite in your home? Gasoline and other 
inflammable cleaning fluids can be almost as dangerous. Vapors from them form an 
explosive mixture with air which can be ignited by a cigarette, the pilot light of a 
stove or furnace, or a sparking electric motor. Play safe. Don’t keep such fluids 
in the house. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY ¢ THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY «¢ STANDARD INSURANCE CO, OF N. Y. 
SIL eM HARTFORD, CONNECTICUT 
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This advertisement also appears—in color—in TIME, NEWSWEEK, PATHFINDER, 
U. S. NEWS and WORLD REPORT. 


Clinton L. Allen, President 












































FOUNDED IN 1819, the Aetna 


Insurance Company takes its name 
from the famous volcano, which 
“though surrounded by flame and 
smoke is itself never consumed.” 
From that day to this—through 
wars, conflagrations and depres- 
sions—no policyholder has ever 
suffered loss because of failure of 
an Aetna Company to meet its 
obligations. 





THINK FIRST OF THE AETNA 
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Human Factor Is Held Responsible 
For Truck Cargo Thefts Says Seide 


These two recent losses indi- 
cannot 
be entirely trusted. In the case of the 


Effective theft prevention measures 
must eliminate possibility of human fail- 
ure wherever possible, Jack Seide, presi- 
dent, Babaco Alarm Systems, Inc., told 
the Inland Marine Claims Association 
in New York this week. He said scien- 
tific safeguards are available which make 
it virtually imp: sitite for thieves and 
hijackers successfully to steal valuable 
goods from trucks and trailers when they 
are left unattended 

“The recent theft of $681,000 in money 


untended 


armored truck in 


from an 

Danvers, Mass., and wes theft of a trailer 
containing $14,000 worth of meat from a 
New York parking lot, despite the sur- 
veillance of the FBI, are both losses 


that could have been prevented,” Mr. 
Seide said. 
Loss Despite Armed Guards 
‘Automatic burglar alarms have been 
perfected that will 
24-hour protection for any unattended 


provide unfailing, 





Gamble Joins Indianapolis 


Office of Marsh & McLennan 
fe n _W. Gamble, 


- of the Indiana Rating 


formerly assistant 
Bureau, 














as jou ied the eg anapolis office of 
Marsh & McLennan as special represen- 
tative. 

Mr. rae is a native of Indian- 
apolis, att -d Wabash College and was 
adainted: from Illinois Institute of 
Technology in fire protection engineer- 
ing th the exception of 3% years 
in the United States Navy, he has 
served continuously with vag Indiana 
Rating Bureau since 1929. He is a mem- 
ber of Mystic Ti nic coder Scot: 
tis Rite the Iniversity Club of In- 


Ulen Country Club of 





N. J. Square Club Dance 
In Newark on April 25 


The Insurance Square Club of New 
Jersey announces that the sixteenth an- 
nual dance will be held April 25 at the 
Hotel Douglas in Newark. Edgar L. 
Rose, president, states that it has been 
decided to make the affair this year a 
combination buffet supper and dance. 

Robert S. Williams is general chair- 
man. The ticket committee includes 
Henry K. Hopkins, Howard E. Smith 
and J Clifford Morrison; advertising 
committe Henry k. Hopkins, Walter 
Ringen, (iat \. Burger, Jr., and L. 
Lloyd Koch; publicity committee, Frank 
I. Miller, Ch: J. Unger, John F. 


Luehs, and ph R. Peschel. 














MO. AGENTS MEET OCT. 27 - 28 


The Missouri Association of Insur- 
ance Agents plans to hold its 1952 an- 
ci meeting and election of officers at 





the Sheraton Hotel, St. Louis, on Octo- 
ber 27 “eq 28. Originally it had been 
panned ¢ to have the meeting in the Stat- 
ler Hote Pn the present officers have 
ann need the change in hotels. Agents, 
brokers, field men and others planning 
to coisa Ne the meeting should make their 


Sheraton 


room reservations with the 
Hotel direct. 


vehicle. 
cate that the human element 


loss of money from the armored truck, 
the three armed guards were only away 
from the vehicle for a few minutes. Yet 
a catastrophic loss occurred. 

“The theft of the trailer and its valu- 
able load of meat occurred after the 
vehicle had travelled all the way from 
Sioux City, Iowa to New York under 
FBI observation. The federal agents had 
a tip that this load was to be hijacked, 
so they alerted their men along the 
route and tailed the vehicle. When the 
trailer arrived safely in New York it 
was left in a parking lot overnight. 
There may or may not have been a 
watchman in attendance. Nevertheless, 
the next day the trailer and its valuable 
contents were found to be missing. 

“These two losses emphasize the need 
for all those concerned with the safe 
transportation of valuable goods and 
money on motor vehicles to take action 
to eliminate the possibility of human 
failure. The professional thief is known 
to plan his work very carefully. He 
studies the habits of persons connected 
with a transportation operation and 
strikes just at the opportunte time.” 

Mr. Seide said that thousands of 
trucks throughout the country are haul- 
ing valuable goods safely under the pro- 
tection of automatic burglar alarm sys- 
tems which eliminate the possibility of 
human failure. “The cost of these de- 
vices are only a few cents per day,” he 
noted, “and they are relatively inex- 
pensive to truckers, shippers, insurers, 
and the public as a whole, when com- 
pared with the high cost of losses such 
as those that have been occurring re- 
cently.” 
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NORTH BRITISH FETES LEHMAN 


Gives Luncheon to Automobile Depart- 
ment Secretary on 25th Anniversary; 
He Joins “Norbrit Guards” 


Albert E. Lehman, secretary, automo- 
bile department, was given a luncheon, 
April 7, at the Bankers Club, New York, 

Assistant U. S. Manager J. L. Ma- 
genheimer, to mark his 25th service 
North British 
McLoughlin 


anniversary with the 
Group. General Counsel E. 
also attended. 

Upon his return to the office, Mr. Leh- 
man was inducted as the newest mem- 
ber of the “Norbrit Guards,” by Presi- 
dent W. R. Haviland, who also presented 
the usual articles of association, as well 
as an anniversary watch from the com- 
pany. From automobile department per- 
sonnel, Mr. Lehman received a radio, as 
well as other personal gifts. The walls 
of his office were covered with numer- 
ous congratulatory messages from 
friends around the country. 

His association with the North British 
Group began in 1927 as a clerk in the 
Chicago office. Subsequently he became 
superintendent of the automobile depart- 
ment there, and later traveled exten- 
sively in the interests of the automobile 
department. He was called to the home 
office in 1940 and made secretary of the 
countrywide automobile department. 


CANADIAN APPOINTMENTS 

The National of Hartford Group an- 
nounces the following Canadian appoint- 
ments: Jean Bernard Brosseau claims 
superintendent ; Edwin James Oborne 
as supervisor of fire and inland marine 
losses; and John Leduc as supervisor of 
casualty and automobile claims. 
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AME RICAN 
REINSURANCE 


Over the years on numerous occasions we have been 
highly complimented on the sterling type of reinsurance 
service we are able to render our friends. Naturally, we 
are quite proud of our record. 

While we handle some of the largest accounts in the 
business, we also service hundreds of small accounts. In 
fact, no reinsurance account is too small—nor too large— 
for us to put all of our highly trained technical staff on 
the job. If yours is a reinsurance problem, the American 
Reinsurance Group can handle it, and would welcome 
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UNIVERSAL NAMES 2 OFFICERS 


Richardson Elected Assistant Secretary 
and Olsen Assistant Treasurer; Both 
Long With Talbot, Bird 

At a meeting of the board of di- 
rectors of the Universal Insurance Co., 
April 1, all of the officers were reelected 
and Frank J. Richardson was elected 
assistant secretary and John M. Olsen, 
assistant treasurer. 

Mr. Richardson started his insurance 
career with Johnson & Higgins. He 
came to Talbot, Bird & Co., Inc., who 
are the managers of the Universal, in 
1922. He was for 15 years in the ocean 
cargo department transferring to the 
inland transit department in 1937. He js 
a member of the 25 Year Club of Tal- 
bot, Bird & Co. 

Mr. Olsen started his insurance career 
with the Hanover Fire Insurance Co. 
He came to Talbot, Bird & Co. in 1917, 
He has been chief accountant for over 
10 years and is also a member of the 
25 Year Club of the Talbot, Bird & Co. 


NAIC Committee to Study 


Excess Reinsurance Plan 
Action has been delayed on a move 
by the Insurance Company of North 
America to segregate excess of loss re- 
insurance in the fire and casualty state- 
ment blank. This subject was referred 
last week to a subcommittee by the com- 
mittee on blanks of the National Asso- 
ciation of Insurance Commissioners 
meeting in New York City. The sub- 
committee consists of lg Illinois 
Lange, Wisconsin; Bruce, California: 
Lazarus, Pennsylvania, and Sanford, 
Michigan. 

The Nationa! Association of Insurance 
Commissioners at the December, 1951, 
meeting accepted, in principle, the sug- 
gestion of the North America Compa- 
nies that excess of loss reinsurance be 
reported separately in annual statements, 
and referred it to the blanks committee 
for implementation to carry out the 
recommendation. The blanks committee 
was instructed to express its views on 
the desirability and practicability of 
separate reporting such experience. 


National Fire Leases 


In New Tishman Building 
The National Fire of Hartford has 
leased approximately half of the ninth 
floor in the first of the three 12-story 
(limit height) air-conditioned office 
buildings being completed by the Tish- 
man Realty & Construction Co., Inc, 
at 3440-50-60 Wilshire Boulevard in Los 
Angeles, Calif. 
This is the eighth major company in 
the insurance field to take space in the 
Tishman group. Other ~ eh tenants 


include the Firemen’s Fund, Pacific In- 
demnity, Swett & Crawford, Atlantic 


Mutual, Connecticut Mutual Life, Toplis 
& Harding, Wagner & Glidden, Inc., 
and Brander & Company. 


Inland Marine Correction 

In the tables on inland marine 
net premium income for 1951, pub- 
lished on March 28, two companies in 
the Royal- Liverpool Group were omit- 
ted. They were the Globe Indemnity 
and the Royal Indemnity. The former 
had net inland marine premiums of $467, 
592 for 1951 and $290,870 for 1950. The 
Royal Indemnity had net premiums of 
$521,569 in 1951 and $316,368 in 1950. 
Thus the group total for 1951 should 
be increased to $6,569,782 and for 1950 
to $6,620,554. 
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Driscoll Urged to Sign 
New Jersey Auto Bills 


PASSAGE HAILED BY AGENTS 





Legislature Adopts Safety Responsibility 
Bill and Unsatisfied Judgment 
Fund Measure 





Atlantic City, April 8—The series of 
bills passed by the New Jersey Legis- 
lature last week relating to automobile 
liability insurance was hailed here as 
“the most progressive and_ forward- 
looking program yet devised for greater 
safety and protection on the highways.” 

Governor Driscoll was urged to sign 
the measures into law as the New Jersey 
Association of Insurance Agents held its 
59th annual mid-year meeting at Chal- 
fonte-Haddon Hall in conjunction with 
the annual Eastern Agents Conference. 

Conklin Reports on Action 

John C. Conklin of Hackensack, chair- 
man of a special committee from the 
NJAIA which sponsored a strengthened 
safety financial responsibility law for 
New Jersey and opposed compulsory in- 
surance, reported on the legislative ac- 
tivity. The compulsory insurance bill, 
A-250, never moved out of committee, 
he said. 

Passed by both houses were S-3 and 4 
introduced by Senator Summerill (R.) 
of Salem, the safety responsibility bill 
and its companion setting up the me- 
chanics to implement it, and A-410 and 
346 introduced by Assemblyman _ Jones 
(R.) of Bergen at the request of Insur- 
ance Commissioner Gaffney, providing 
an unsatisfied judgment fund and a se- 
curity fund to protect the public against 
companies going out of business. 

“The combination gives New Jersey 
the strongest approach to the vital prob- 
lem of highway safety and protection 
from irresponsible motorists that has 
yet been devised in any state,” Mr. 
Conklin said. 

“S-3 materially strengthens the exist- 
ing financial responsibility law by com- 
pelling uninsured motorists to post se- 
curity in an amount sufficient to meet 
all costs which might grow out of an 
accident under pain of license revoca- 
tion. A-410, which does not become ef- 
fective until 1955, two years after S-3, 
sets up a fund to satisfy judgments 
obtained against uninsured motorists 
who are financially irresponsible and 
who, in turn, lost their driving priv- 
ileges.” 

Association President Sidney K. How- 
ell of Morristown expressed confidence 
that application of S-3 will produce a 
substantial increase in the percentage 
of insured motorists, which presently is 
estimated at 61%. 

“States like New York and Pennsyl- 
vania with acts similar to S-3, the Sum- 
merill Bill, have increased their percent- 
age of insured above 90,” Mr. Howell 
said. “Our association will do all in its 
power to accomplish similar results here. 
Then the unsatisfied judgment fund will 
fill in the gaps that remain, and the New 
Jersey motoring public will be fully 
protected.” 

More than 200 New Jersey agents 
were among those from the 12 Eastern 
states who attended the conference. 


Appointed Assistant Manager 

Delbert T. Hutchins has been ap- 
pointed assistant manager at the Mil- 
waukee branch office of the American 
Surety Co. Originally employed at Mil- 
waukee, March 16, 1942 as a_ special 
agent, he has been superintendent of 
casualty since November, 1950. 

Mr. Hutchins attended the University 
of Wisconsin and is well known in bank- 
ing and insurance circles in that state. 


WOODWARD COMES TO N. Y. 





Zurich Transfers Him From Chicago 
Head Office; McKennett Claim 
«a. Superintendent at Chicago 


E. C. Woodward, Assistant U. S. Man- 
ager of the Zurich-American Insurance 
Cos., has been transferred from the 
companies’ Chicago office to the eastern 
department office in New York City, 
where he will be responsible primarily 
for the management, control, and di- 
rection of all casualty claim and legal 
activities. In Chicago, Mr. Woodward 
directed the head office claim work. 

Concurrently, F. A. McKennett of the 
New York office claim department, is 
being moved to Chicago, where he will 
be superintendent of the claim depart- 
ment. 


ANDERSON TO SUCCEED LUND 





Insurance Buyer to Serve on Defense 
Department Board of Advisors; Will 
Meet in New York April 18 

Henry Anderson, member and former 
vice president of the National Associa- 
tion of Insurance Buyers, has been ap- 
pointed to the Board of Insurance Ad- 
visors of the Department of Defense. He 
is manager of the insurance department 
of United Paramount Theatres, Inc. 

Mr. Anderson is also a member of the 
committee on the formulation of building 
codes for places of public assembly of 
the state of New York’s Department of 
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Labor; of the American Management 
Association’s insurance planning council; 
of the committee on safety to life of the 
National Fire Protection Association. 

He is author of the book “Sound In- 
surance Buying” and is currently en- 
gaged in writing the section on insur- 
ance, fire and other loss prevention for a 
companion volume to McGraw - Hill’s 
“Chemical Engineering Handbook.” 

Mr. Anderson succeeds the late Wil- 
liam F. Lund on the advisory group, 
which holds its next meeting in New 
York on April 18, and will be expected 
to contribute the experience of an insur- 
ance buyer to the Department of De- 
fense insurance operations. 


Employers’ Names Fenerty 

The Employers’ Group Insurance Com- 
panies announces the appointment of 
John J. Fenerty, Jr., as group insurance 
and accident and health specialist for 
their Gulf department in New Orleans, 
according to Herman R. Egloff, resident 
manager of the Gulf department. 





The Largest Exclusive Health & | 
Accident Company in the World 








There’s nothing bureaucratic about the folks at MUTUAL OF 
OMAHA. When a policyowner has a claim, he wants action, 
and he GETS ACTION! MUTUAL OF OMAHA maintains 
110 service offices, located at convenient points throughout the 
United States, Canada, Alaska and Hawaii .. . to facilitate 
direct, prompt, local service and payment of benefits. In 1951 
MUTUAL OF OMAHA sent out 675,918 benefit checks .. . 


over a million dollars a week! 


414 million dollars paid in benefits in its 42 years of operation. 
A fine company to buy insurance from . . . and a fine,company 
to sell insurance for. 







MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 


That’s a total of more than 


. OMAHA, NEBRASKA 
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EXECUTIVE OFFICES 75 Maiden Lane, New York 38,.N. Y. 
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Enforcement of Traffic 
Laws Needs New Start 


BLAISDELL TALKS IN DETROIT 





Describes Traffic Court as Most Impor- 
tant in Nation; Says Forthright 
Action Is Urgently Needed 





A call for “a fresh start” in traffic law 
enforcement was made at Detroit, April 
8, by Paul H. Blaisdell, public safety di- 
rector of the Association of Casualty 
& Surety Companies, who told the ju- 
dicial branch of the Michigan Safety 
Conference that forthright action is par- 
ticularly urgent now because “traffic 
law enforcement is the victim of na- 
tional skepticism regarding all agencies 
of Government, and most particularly 
those which have a policing power.” 

Mr. Blaisdell, who was executive di- 
rector of the National Committee for 
Traffic Safety until April 1, told the 
state’s traffic enforcement officials, 
judges and prosecutors at a conference 
luncheon that “a new public understand- 
ing and acceptance for traffic enforce- 
ment activities” must be built before 
public support can be enlisted behind 
traffic laws and help the court and police 
to halt the upward trend of death and 
injury on the nation’s streets and high- 
ways. 

Stressing the fact that in the traffic 
court the average man gets his only im- 
pression of American justice, Mr. Blais- 
dell described it as “the most important 
in the land.” Between 12,000,000 and 14,- 
000,000 citizens either face charges in 
traffic court each year, he said, or have 
minor infractions of traffic laws han- 
dled through a Violations Bureau. 


Millions of Highway Users 


This figure, he added, does not take 
into account the other millions of high- 
way users who receive a verbal or writ- 
ten warning, or have their privilege as a 
licensed driver suspended or revoked by 
motor vehicle authorities in those states 
permitting this practice. 

“Some of you,” said Mr. Blaisdell, 
“may feel that law enforcement and the 
courts, under a democratic form of gov- 
ernment, need no promotion and that 
public support activity is not in keeping 
with either the dignity of the court, the 
traditions of American jurisprudence, or 
the professional standing of an organ- 
ized police. 

“For such belief I have but one an- 
swer—any function of Government 
which can directly control the person 
or the economic well-being of the indi- 
vidual, and deals with an average of 
over 35,000 citizens a day, needs the 
most substantial public understanding if 
the very foundation of democracy is to 
be preserved. I will agree that public 
support for law enforcement is not an 
opening for a glorified side-show. No 
one should expect the court, the police, 
or the alleged violators to provide a 
spectacle for public amusement. But we 
should be able to define a plan whereby 
active public promotion will make every 
law enforcement agency a better judi- 
cial instrument and therefore a more 
vital factor in highway safety.” 
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Cahill on Individual Car Rating Plans 


Says National Bureau Seeks to Develop a Plan to Embody 
More Than Psychological Results; Committee of 7 Top 


Company Executives Aware of Aspects of Problem 


The individual car 


rating plan, one of 
the liveliest matters before 


the business 


today, was discussed by James M. Cahill, 
secretary, National Bureau of Casualty 
Underwriters before the Eastern Agents 
Conference of the National Association 
of Insurance Agents at Atlantic City, 
April 7. He assured the agents that the 
problem is being given active consid- 


eration by qualified men who will pursue 
possibility in attempting to dis- 
tribute equitably the burden of increas- 
ing automobile liability insurance 
among the insurance buying public. 

Unfortunately, Mr. Cahill said, the 
solution to this rating problem cannot 
easily be found and he cited former 
efforts along this line and described 
many facets of the problems involved. 
Between 1929 and 1938 four attempts to 


every 


costs 


ntroduce individual car rating plans 
were introduced as follows: 
Adopt Merit Rating Plan 
1929—The first of these, the Merit 


provided a credit of 10% 
on renewal for the insured who had not 
been involved in an accident during a 
period of 21 months ending three months 
prior to renewal date. “This plan,” said 
Mr. Cahill, “resulted in delay in issu 
ing renewals, imposed an additional ex- 
pense upon the companies in handling 
the credit allowance when an insured 
changed carriers and placed a consider- 
able burden upon the production forces. 
The plan was withdrawn in 1932 as an 
experiment that had been found want- 


Rating Plan, 


Plan, containing 
manual rate was 
was promulgated 


1932—the Demerit 
surcharges over the 
withdrawn the day it 


because of strenuous objections from 
the production forces. 
1938—The Safe Driver Reward Plan 


providing a reward in the form of a re- 
fund of 15% at the end of the policy 


term for non-occurrence of accidents 
during the ay term was tried out. 
Refunds proved to be considerable, with 


substantial increase in administration 
cost. This plan was withdrawn when 
the Wartime Emergency Rate Program 
for automobile liability insurance was in- 
troduced. 

1938—New York, finding the Safe 
Driver Reward Plan unacceptable, ap- 
proved a Preferred Risk Rating Plan, 
which was a Sage J og with three 
classifications. Mr. Cahill said that an 


earnest effort was sia to keep the plan 
alive through proper administration, the 
companies being required to exchange 
information concerning an insured’s past 
experience, and the plan was in effect 
in New York State until it was replaced 
by the Wartime Emergency Rate Pro 
gram, 
Items From Increasing Costs 

Undoubtedly, the renewed interest in 
individual car rating stems from the in 
creasing cost of automobile liability in 
surance in recent years, Mr. Cahill said; 
the objective and possible benefit of an 
individual car rating plan is to recognize 
the careful driver by putting him in a 
rate lower than that careful 
neighbor who has recently had an acci- 
dent. Unfortunately, he continued, the 
recognition would be primarily psycho- 
logical and would result in very little 
financial saving. This is the inevitable 
result because of the relatively low fre 
quency of automobile accidents, he said, 
even the risk that goes as long as nin 
or ten years without, producing a loss 
being still only an average risk. 

“Now,” he said, “let me digress for a 
moment to state the reasons for the 
1951 automobile liability rate increases 
which will soon be followed by another 
round of substantial rate increases in 
most states. These reasons will have an 


class less 


important bearing later on when we con- 
justification for an 


sider the theoretical 


individual rating plan. Loss experi- 
ence may go sour either from an in- 
crease in the average cost of claim set- 
tlements or from an increase in the fre- 
quency of claims, or a combination of 


both. 
“Last year’s rate increases resulted 
mainly from a marked increase in aver- 


age claim costs. In keeping with the in- 
flationary conditions affecting the gen- 
eral economy of the country, the cost 
of both bodily injury and property dam- 
age claims is continuing to increase, 
necessitating further substantial rate in- 
creases this year. Fortunately, for both 
the companies and insureds, the claim 
frequencies have not kept pace with the 
spiraling level of claim costs. While 
countrywide claim frequencies increased 
in 1950 and 1951, they are running at 
about the level of 1947 and lower than 
pre-war.” 


Can Be Merit or Demerit Plan 


Basically, said Mr. Cahill, a plan which 
recognizes a period of accident-free ex- 
perience through reducing the cost of 


insurance can be merit or demerit rat- 
ing. He said the over-all results under 


either plan would be identical but that 
since the primary benefit of any indi- 
vidual car rating plan will be its nsycho- 
logical effect, it would appear that the 
merit type plan could better accomplish 
this purpose through its reward for good 
experience. 

Again he said, qaemerit type plan may 
provide for a return premium or it may 
provide for a credit against the renewal 
premium and the problems involved in 
transferring renewal credits from one 
carrier to another would seem to favor 
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a plan of the refund type so that, to the 
fullest possible extent, the necessary rec- 
ords for determining whether a credit 
or refund was due would be in the 
possession of the carrier as a_ control 


against dishonesty and abuse of the 
plan. 
“In either case,” he said, “any plan 


developed by the National Bureau would 
have to provide for the equitable treat- 
ment of insureds transferring from one 
bureau carrier to another since any plan 
developed should not tend to stifle com- 
petition between producers or carriers 
by ‘freezing’ the credits with the carry- 
ing company. Experience with the Merit 
Rating Plan and the Preferred Risk 
Rating Plan disclosed the difficulty that 
would be encountered in achieving a 
prompt and complete interch;: ge of rat- 
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ing information between companies, 
Hypothetical Test Plan 


“Thus far in this discussion today, we 
have somewhat arbitrarily decided that 
our hypothetical ‘test’ plan will be a 
merit type plan and will provide for a 
refund of premium rather than a credit 
against the renewal premium. We must 
now decide the length of the accident- 
free period before an insured is eligible 


for a refund and also the size of the 
discount. 
“If our ‘test’ plan is to have the psy- 


chological value of rewarding ag s 
ing and an accident-free record, -an- 
not require the insured to wait — raed 
for his reward to begin. Probably a 
plan which required, say, five years of 
clear experience before a refund could 
be earned would provide little incentive 
even though a larger return could he 
justified. Let us assume that an experi- 
ence period of 12 consecutive months 
with no claims incurred is necessary for 


eligibility under the plan. . 
_ “We now have arrived at the basic 
features of our ‘test’ plan,” he said. 


“Without concerning ourselves with the 
other necessary provisions of a work- 
able plan, let us see what such a plan as 
we have outlined would produce in thé 
way of results. We must begin with the 
knowledge that any plan must be self- 
sustaining; that is, that the dollars of 
refund paid to those insureds with an 
accident-free record must be available 
to the company in the rates paid initially 
by all insureds. 


May Be Slight Improvement 


‘There is little likelihood that the in- 
troduction of an individual car rating 
plan would produce a marked improve- 
ment in total claim frequency. There 
might be a slight improvement because 
of encouraging insureds to be more care- 
ful in order to earn the refund but no 
substantial improvement in the over-all 
claim frequency rate could be expected. 
This means then that the same _ total 
number of dollars would have to be 
available to the companies after paving 
the refund as would be collected if there 
were no such plan. It is therefore a case 
of having to load into the rate structure 
in advance enough extra dollars to take 
care of the amounts that may be ex- 
pected to be paid back to the risks that 
have a clean experience record.” 

Mr. Cahill went into the determina- 
tion of bm it percentage of the insured 
would receive the refund, saying that 
the companies would have to know how 
much to load the rates to all insureds 
to provide this amount and said _ that 
approximately 90% of all insured would 
be eligible to the 10% discount under 
his hypothetical plan. Further, he said, 
mathematically, the end result would be 
the saving of 1.1% of the rate that would 
have been applied if there were no rat- 
ing plan. “This may sound unbeliev- 
able.” he said, “but it is the correct re- 
sult.” 

Saving that the introduction of an in- 
dividual car rating plan would probably 
coincide with the general rate revision, 
Mr. Cahill continued: 

Increases May Be Substantial 

“When we realize that the increases 
in rates needed to offset the continuing 
adverse automobile liability experience 
will probably run to substantial per- 
centages this year in most states, we 
must consider whether the additional in- 
crease in rates required by the introduc- 
tion of an individual car rating plan 
would not largely offset the psychologi- 
cal benefit of such a plan. 

“In addition, if the National Bureau 
introduced such a plan for use by its 
members and subscribers, we would un- 


doubtedly find that some independent 
companies would decide that the addi- 
tional expense of such a plan was not 


warranted when such a large percentage 
of insureds would qualify for the refund 
and receive so little real financial bene- 
fit. These companies might well offer to 
write initially at 10% below our rates, 
thus, in effect, giving an immediate re- 
fund to all insureds without requiring 
them to ‘earn’ it through an accident- 


(Continued on Page 41) 
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Taylor Calls Blanket Fidelity Bonds 
Simplest Form of Contract to Sell 


Leading off the panel on fidelity and 
surety bonds on the session devoted to 
“The Agents’ Underwriting Problems of 
1952.” Eastern Agents’ Conference of 
the National Association of Insurance 
Agents at Atlantic City, April 7, Ashby 
C. Taylor, vice president of the Fidelity 
& Deposit Co., said he believed his sub- 
ject deals with the simplest form of con- 
tract the insurance agent has to sell. 

“It has fewer exclusions than anv 
other form of insurance with which | 





ASHBY C. TAYLOR 


am familiar,” he said. “It is a blanket 
fidelity bond. It has been so widely ex- 
plained that I am not going to discuss 
the coverage except to say that it insures 
all employe thefts, Just as simple as 
that.” 

Asking his hearers why they have not 
sold the coverage to all of their clients, 
he continued : 

Prospects for Coverage 

“You are not average agents but if 
you were | would tell you that only 10% 
of your clients carry fidelity insurance. 
So the remaining 90% of all businesses 
are prospects for this coverage. And 90% 
of all who carry such coverage are 
under-insured. What a prospect list they 
would make! 

“Just last month I called on an agent 
whose bonding premiums in 1951 ex- 
ceeded $50,000. He was telling me about 
his success in obtaining new accounts 
through a fine survey system he was 
using. On asking to see a sample, he 
handed me one which was going out 
that day to a prospect where the total 
premiums exceeded $10,000. Upon exam- 
ination, where he came to fidelity insur- 
ance which the insured did not have, 
the comment was to the effect that ‘no 
bonds were carried on officers and em- 
ployes.’ Well, we changed that one fast. 
It was not difficult to get him to in- 
clude a strong recommendation for a 
reasonable sized blanket bond and I’m 
hopeful all future surveys will carry a 
definite recommendation for blanket dis- 
honesty insurance. 

“How can any agent justify a survey 
which does not include a recommenda- 
tion for dishonesty insurance when the 
daily front pages are carrying news 
articles of dishonesty of all types rang- 
ing from tax collecting officers to the 
lowliest mail clerk and office boy, or 
even laborer ? 

“Your chairman thought enough of this 
type of insurance to give it one-third 
of this program. Shouldn’t you make it 
a part of your agency effort? 


Attractive Features of Contract 


“To brief some of its attractive fea- 
tures, let me say: 
“It is an essential part of any business 


insurance program, 

“It is a line that is easily placed if 
proper judgment is used in the selection 
of your clients, 

“Your bonding company will be most 
helpful in handling and developing any 
ris. Most companies employ specialists 
fof just this purpose. 

“The average premium of one large 


company on new business in 1951 was 
$316. 

“Most risks are written for a three 
year term—so require little handling. 

“Renewals are not difficult. 

“You can get the jump on many of 
your competitors who have not pushed 
its sale. 

“Your business will be vulnerable to 
attack from competitors if you fail to 
advise your clients of its requirement. 

“There is a large field for increased 
limits where coverage is presently car- 
ried. 

Blanket Insurance Essential 

“No one can tell where dishonesty will 

strike next. Many of the largest losses 


ISSUES NEW MASS. PAMPHLET 

A new edition of the Massachusetts 
workmen’s compensation law pamplilet, 
which incorporates recent important 
amendments, has been published and is 
now ready for distribution, the As- 
sociation of Casualty & Surety Compa- 
nies announces. 





through employe dishonesty have been 
caused by non-money handling employes. 
So it foliows that blanket insurance on 
all employes is essential, 

‘Bond those trusted employes is an 
axiom that no sensible insured or agent 
can afford to overlook.” j 





AN ACTUAL CASE FROM THE FILES OF U.S.F.&G. 





The Scraps of Paper that Cost $90,000 


A firm of noted design engineers discovered that pieces of 
paper could be particularly expensive when fire damaged 


their building. 


They had protection on the building and had the foresight 
to insure their valuable papers. But they had underesti- 
mated possible loss and replacement cost. When the fire 
came, much of the work of a staff of highly paid em- 
ployes was destroyed. the remainder badly damaged. 








Total loss, based on the cost of original preparation of 
the work, approached $100,000 . 


over and above the 


damage to the building. In a few days U. S. F. & G. paid 


the full amount of the Valuable Papers Policy then 
in force. Unfortunately, the insurance was only $10,000. 


In one night, fire had cost them some $90,000. They now 
have substantially increased their Valuable Papers cover- 
age with the U. S. F. & G. 


Your local agent is constantly ready to serve you. Consult him as you would your 
doctor or lawyer. For the name of your nearest U. S. F. & G. agent, or for claim 
service in an emergency, call Western Union by number and ask for Operator 25. 


CASUALTY 
FIDELITY-SURETY 


FIRE 


United States Fidelity & Guaranty Company, Baltimore 3, Md. 
Fidelity Insurance Company of Canada, Toronto 
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Texas Reine Adnan 
Auto Rate Increases 


PROMULGATES NEW SCHEDULES 
Underwriters and hints Show Strong- 
est Interest in Acceptance of Clas- 
sification Plan of Risks 
Over-all rate increases for insurance 
on private passenger cars in Texas will 
amount to 20% for bodily injury, 11% 
for property damage, 8% for compre- 
hensive and 4% for $50 deductible, ac- 
cording to the new schedule promul- 
gated by the Board of Insurance Com- 
missioners to become effective May 1. 
However, underwriters and agents are 
showing more interest in the new three- 
classification plan of risks that will be 
put into effect along with he higher 

rates, 

In brief the three new groups in the 
private passenger field are: class 1— 
non-business use with no operator 24 
years of age or under; class 2—business 
and non-business use with an operator 
24 or under, and class 3—business and 
non-business use but with no operator 
24 or under. 


Determined From Texas Experience 


The amount of the rate increases, it 
was explained, was determined from 
Texas experience figures for each of 
the five territories in the state before 
applying the three-classification plan to 
get the same volume of premiums 
Nationwide ratios of insured automo- 
biles in each of the three classes were 
used to fix the premium charges for 
each class. 

The following summary compares the 
combined B.I. and P.D. rates now in 
effect for standard limits with those 
provided in the new schedule for each 
of the three classes in the state’s five 
territories: 

State’s Five Territories 


Territory I (Houston area)—Current 
charge, $35; new rates—class 1, $38; 
class 2, $49, and class 3, $47. Territory 
I-A (Galveston, Corpus Christi, Beau- 
mont, etc.)—Current, $33; new rates— 
class 1, $36; class 2, $46, and class 3, 
$44. Territory I] (Dallas, Fort Worth, 
San Antonio areas)—Current, $30; new 
class 1, $30; class 2, $39, and 
Territory III (11 cities and 


rates 
class 3, $37. 





Nolan Observes 25th Year 
With the National Bureau 


William F. Nolan, assistant manager 
of the automobile division of the Na- 
tional Bureau of Casualty Underwriters 
and one of the 
most popular 
members of the 
entire bureau or- 
ganization, cele- 
brates his 25th 
anniversary with 
the bureau April 
12 


Joining the Na- 
tional Bureau 
upon his gradua- 
tion from high 
school, he worked 
his way up 
through sev- 
eral departments, 
joining the auto- 
mobile division in 
1929. He was made 

in association with 
manager of the 





William F. Nolan 


assistant manager, 
William H. Brewster, 
division in 1947, 

In honor of Mr. Nolan’s anniversary, 
officers of the National Bureau and his 
associates in the automobile division, 
will give a dinner in his honor at Miller’s 
Restaurant in New York, April 14. The 
National Bureau will present him with a 
gold wrist watch and his associates in 
the division will give him a brief case. 

Mr. Nolan’s 25th anniversary is the 
second occasion of this kind that has 
been celebrated by the National Bureau 
this year, as earlier in the year, Ray- 
mond Schappert of the purchasing and 
supply division of which Edward A. 

santel is manager, observed his 25th 
anniversary and was entertained at a 
dinner. He, likewise, was presented with 
a gold wrist watch by the National Bu- 
reau and his associates gave him a desk 


Set. 





nine counties)—Current, 27; new rates 
—class 1, $31; class 2, $40, and class 3, 
$38. Territory IV Patera of state) 
—Current, $25; new rates—class 1, $20; 
class 2, $35, and class 3, $33. 

In the physical damage field the three- 
classification plan also was applied on 
collision coverage, with classes 2 and 3 
generally shouldering the extra charges 
to make up the over-all increases. 
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Shown above are officers and speakers at the spring meeting of the Insurance 
Advertising Conference at the Roosevelt Hotel, New — March 31. Left to right 


are: Richard Van Dusen, Glens Falls Insurance Co.; 
Riley, American Co.; 


Associated Insurance Cos.; W. H. 


R. Hurd, Jr., American- 
H. V. Carlier, 


Northern Assurance Co., Ltd.; John Fistere, Fortune Magazine; F. Chandler Mof- 
fat, Moffat Agency, Inc., Westport, Conn. Messrs. Van Dusen, Fistere and Moffat 
were among the speskers while the others pictured in the group are IAC officers. 





Seven Changes at Travelers Gleason Leaves Employers’; 


Seven changes in casualty, fidelity and 
surety line are announced by the Travel- 
ers. 

Marcus E. Gardner, field supervisor at 
Indianapolis, has been promoted to as- 
sistant manager at Cleveland. 

Richard T. Johnson, who recently re- 
turned from military service, has been 
reappointed assistant manager at Des 
Moines. 

William Chris Eickhof, Jr., field super- 
visor, fidelity and surety lines at Rich- 
mond, has been appointed in the same 
capacity and lines to the Chicago office. 

Four new field supervisors have been 
appointed. They are George P. Cox, Jr., 
at Atlanta; William D,. DeVere at 
Columbus; Jack D. Duckworth at Little 
Rock; and John R. Koller at Minne- 
apolis. 





it take 


You'll sell more, 
when you sell four; 
especially ... 


LVTER-OCT, 


INTER-OCEAN INSURANCE COMPANY  e 
















A clover with four leaves is 
good luck. And an agent with 
four types of insurance is good 
business. Today, it takes four 
types to meet the ever-increasing 
demands for personal protection. 


INTER-OCEAN has the four! Life, 
Disability, Hospital, and Medical Expense. 
* And all four are based on INTER-OCEAN’s 
sound principles and modern ideas. 


ee | 


Established 1903 e 








©. LIFE 

° DISABILITY 
HOSPITAL 
MEDICAL EXPENSE 







Cincinnati 2, Ohio 


Reed Made General Counsel 


GAY GLEASON 


Edward A. Larner, chief executive of 
the Employers’ Group Insurance Com- 
panies of Boston, has announced the 
retirement of Gay Gleason, deputy man- 
ager and general counsel of the Em- 
ployers’ Liability Assurance Corp., Ltd. 
and vice president and general counsel 
of the American Employers’ Insurance 
Co. and of the Employers’ Fire In- 
surance Co. 

Warren G. Reed, counsel for the Em- 
ployers’ since 1948, has been appointed 
general counsel for the three companies. 


UGA Tournament May 23 


The Underwriters Golf Association 
will hold its spring tournament at Sleepy 
Hollow Country Club on Friday, May 23. 
The club is located at Scarborough-on- 
Hudson, N. Y. Rankin Martin is secre- 
tary-treasurer of the association. 


HALLBERG HAS ANNIVERSARY 

Victor B. Hallberg, clerk in the service 
department of the Hartford Accident & 
Indemnity Company, will observe his 
25th anniversary with the organization 


on April 11. 




















urance 
> right ; bak ea ee é 
erican- STANLEY. VANDER PLOEG 
-arlier, 
art Stanley Vander Ploeg, 39-year-old ex- — 
ffie ay ecutive vice president of the Western a. 
ian Surety Co., died suddenly of a_ heart 
attack April 1, at Sioux Falls, S. D., 
rs’: where he had lived for the past 16 years. 
Funeral services were held Friday at 
insel the Christian Reformed Church of Sioux 
afte rd fe T : » ae ‘i 1 1 oh Al 7») ‘ iad 
Falls, of which Mr. Vander Ploeg had FINANCIAL STATEMENT AS OF DECEMBER 31, 1951 
been an active member. Burial was in 
Orange City, la. ‘ 
Spending more than half of his life 
Cahill R ti é PI Admitted Assets Liabilities 
gral F 3. Govern- feserve for standing Losses $20,422.302.76 
(Continued from Page 38) U. S. Govern Reserve for Outstanding Losse ; 422.302.76 
ment Bonds .. $40.528,379.11 Reserve for Loss Adjustment 
free record. The competitive advantage . a 29 E 
cali ggaee Bag vgs war yg Canadian Govern- LS eee ee ee 1.433.981.36 
; age possible disadvantage of a — ment Bonds 100,559.70 Reserve for Unearned Premiums 13.781.252.14 
ype plan versus one granting a credit ; =e ‘ : 
on a renewal would be the commission Railroad Bonds. . 526,404.36 teserve for Contingent Com- 
problem. U nder a credit on renewal plan, Public Utility WISEMAN 5 co's, jcc she coal oc 423,817.36 
commissions would undoubtedly be fig- 
ured as at present by applying the Bonds ......-. 330,534.03 $41,485,877.20 Reserve for Funds held under 
producer’s normal rate of commission to oi Sse: nt june anion 
the collected premium. Under the re- ee Reinsurance Treaties ....... 3,608 .576.36 
fund type plan, however, to have the ae : 
5 nee ae ’ : serve for Retirement 
plan be practicable it would be necessary Railroad Stocks. 273,600.00 ) 4 — 
to have the commission figured either ’ a BGNOIS cide conktcnarooses 340.869.30 
as a function of the net premium after Public Utility aneeun: Car inden’ Olay 
refund or, preferably, to compute in ad- Reet ay Jt. 1,750,375.00 ee ee ee ee - 
vance a lower average commission rate EAADTROIOS hos etd ns Besa sh. 84.723.36 
that would reflect the proportion of Industrial and Miscel- R for Non-Admitted R 
isk ap: : ee eserve for Non-Admitted Re- 
Sz is expected to earn the re laneous Stocks.  4,857,644.00 6. 881,619.00 : . Ph ee 
und. HIMUUENOE bio. wdc wastelae eens 213,551.17 
Does Not Condemn Idea ' 
axcess > s Pz 
Declaring that he had not tried to Excess of Schedules P and K 
oo ol condemn the idea of the individual car Mortgage Loans ............. 100,443.75 Formula over Case Estimates 376,106.77 
oes rating plan but rather to show clearly ; : Faas 
eae what can be expected in the way of re- Cash in Banks and Office ...... 2,502 822.83 $40.685.180.58 
aks sults if plan were to be introduced at 4 P ideas oe A . 
ge his dint: tae: ieatniieeaiae Reinsurance Balances in Course Capital > i. ce« 3 $4,000,000.00 
Ltd, “We must not forget the reasons be- of Collection (Net) ......... 1,519,493.10 Surplus ........ 7,907.997.91 
betes” hind the renewed interest in a_ plan Int A 102.922.6 = 
4 which would reduce the cost of automo- nterest CCLUCE kos Se eae cows ye 61 
rance : Pt ordi : ; ; ; ; ~olicy ors 
24 bile liability insurance to the careful Surplus to Policyholders....... 11,907,997.91 
driver, The National Bureau will see eit a a 
ae what it can do to develop a plan which $52,593,178.49 $52,593,178.49 
Em : ! 
sated will have not only a psychological but a = } a = 
aink financial reward for the better than 
average automobile insured. : 
“The subject is under consideration by 
a committee of seven top company ex- Valuation of securities on National Association of Insurance Commissioners’ basis. 
23 a, ue bf 0 Ps ine me Securities carried at $919,190.23 in the above statement are deposited with State Departments 
; pects of the subject. However, judging : : 
ation from the past record of similar plans, as required by law. 
leepy we cannot be optimistic that a sound 
y 23. plan can be devised. If this should be 4 
1-On- the final conclusion, it will be highly de- 
ecre- sirable to give the reasons that necessi- 
tate this decision adequate publicity in 
the general press as well as in the in- 
surance press. Laymen undoubtedly find 
ARY it dificult to understand why a reward WwW YORK 
rvice plan is impracticable. Public relations 99 JOHN STREET S NEW YORK 38, Ae 
nt & will be improved if a complete explana- 
his tion in understandable form is given 
ation widespread distribution.” 
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Western Surety Official 
Victim of Heart Attack 








in Orange City, Mr. Vander Ploeg was 
born there January 23, 1913. After he 
was graduated from Northwestern Acad- 
emy Junior College in Orange City, he 
attended Nettleton Commercial College 
in Sioux Falls. 

Mr. Vander Ploeg first became asso 
ciated with the Western Surety Co. in 
February, 1936, when he came to Sioux 
Falls. He married Wilma Van Steen- 
bergen in 1938. 

He is survived by his wife; a daugh- 
ter,, Judith Kay, 8; two sons, Dennis 
Gai” 11, and Daryl Stanton, 9, and a 
brother, John. 


W. G. E. THOMPSON IS DEAD 





Agency Accounts Manager of Royal- 
Liverpool Group Joined Cos. in 1913; 
Was Born in Ireland 

W. G. E. Thompson, manager of agen- 
cy accounts for the Royal-Liverpool 
Insurance Group, died April 1 at the age 
of 60. He joined the group in 1913 as a 
cashier with the Globe Indemnity’s ac- 
counts department shortly after that 
company was organized. Within a few 
years he was chief clerk of the home 
office accounting department. 

When the Globe moved to Newark, 
Mr. Thompson remained in New York 


as resident auditor in charge of account- 
ing and office detail. In 1935 he was 
named superintendent of accounts and 
collections for the combined New York 
office departments of the Eagle, Globe, 
and Royal. Seven years later he as- 
sumed the post of superintendent for the 
countrywide accounts operations of these 
companies, and in 1950 became manager 
of agency accounts for the group. 
Mr. Thompson was born in County 
Antrim, Ireland, in 1892. He resided at 
114 Douglas Place, Mt. Vernon, and is 
survived by his wife, Mrs. Edith M. 
VanBuskirk Thompson, and two daugh- 
Miss Doris Thompson and Mrs. 


Kukle. 


ters, 
Lenore 
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Dunning on N. Y. Life’s 
Entry Into A. & S. Field 


ADDRESSES LIAMA AT CHICAGO 


Says Company sas Happy With Volume 
and Progress Made; Has Instituted 
Liberal Claim Policy 


One year after entering the accident 
and health field, New York Life finds 
“it means direct and profitable commis- 
sions to agents, is invaluable as a con- 
tact line, and is a heaven-sent oppor- 
tunity for service. It is a_ backfire 
against propaganda for socialized medi- 
cine and a stepping stone for new 
agents to successful permanency in the 
insurance business.” 

At the first accident and 
health meeting of the Life Insurance 
Agency Management Association, James 
FP). Dunning, assistant vice president of 
New York Life, presented a number of 
suggestions to companies “poised to 
write accident and sickness policies for 


session of 


the first time.” The meeting opened 
Monday, April 7, at the Drake Hotel, 
Chicago. 

“May I humbly suggest that these 
companies accompany their entry into 
this business with very little fanfare,” 


he said, “and do whatever they can to 
discourage any fixing of a definite start- 
ing date. We have found that it takes 
a long time to develop forms and get 
them approved and hire personnel for 
a type of operation which is foreign 
to life insurance people. The ballyhoo 
and fanfare are a very vital and neces- 
sary part of launching an accident and 
sickness program, but wait until you are 
ready.” 
Have Made Progress 

New York Life is “quite happy with 
the volume of business and the progress 
made since we started to issue A. & S 
policies last June,” however. Each 
month, more agents have produced busi- 
ness, Mr. Dunning said. In February, 
27% wrote at least one A. & S. applica- 
tion and it is hoped the percentage will 
rise to at least 33% by the end of this 
vear. An average of 2,000 A. & S. ap- 
plications a month is received, and the 
average annual premium is $85. 

“When we entered the accident and 
sickness business,” Mr. Dunning con- 
tinued, “we were under the impression 
that these commissions would help our 
marginal agents to increase their in- 
comes. Nothing could be farther from 
reality. Apparently a marginal agent, 
whether he is selling life insurance, ac 
cident and sickness insurance or vege- 
tables, is still a marginal agent. Our 
accident and sickness business has been 
coming from our best life agents and 
for these agents, accident and sickness 


business has stimulated the sale of or- 
dinary insurance. <A_ belief that this 
would be true was one of our prime 
reasons for entering this field and it 


has worked just that wav.” 

He explained that accident and _ sick- 
ness text material has been included in 
all of New York Life’s agent training 
hooklets. He emphasized that although 
training must be good, “it is not nearly 
as important as the promotion of acci- 
dent and si insurance. The job 
of the agency department is not so much 
teaching the agents how to sell A. & S 
but getting them to sell it at all and to 
appreciate the fact that it is personal 
insurance and should be sold along with 
life insurance, to sell the agent the con- 
cept that he is not doing a complete job 
if he doesn’t offer accident and sickness 
insurance as well as life coverages. 

Success Depends Upon Manager 

“The success of our program depends 
upon the manager. In offices where the 
manager is enthusiastic about accident 
and sickness insurance, we are doing a 
good volume of business. In_ offices 
where the manager’s enthusiasm is luke- 
warm or where his attitude is entirely 


sickness 


negative, we are not doing a good vol- 
ume of business. The manager must be 
sold on this new coverage. We have 
found that one of the best ways to whip 
up his enthusiasm is to pay him. As 
soon as the manager finds the sale of 
A. & S. is going to be profitable to him, 
we find the agents in his office soon be- 
gin to produce some business.” 

The speaker reviewed the tvpes of 
coverage offered by his company and 
reiterated that New York Life will sell 
only cancellable policies. He also re- 
ported satisfactory experience with the 
non-level commission scale, in which the 
company pays a high first-year commis- 
sion, a smaller second-year commission 
and a 10% continuing renewal. 

“We are merchandising our new prod- 
uct entirely throughout present field or- 
ganization,” Mr. Dunning continued. 
“Our objective is to train our managers, 
who in turn are expected to train our 
agents. We did not expect to develop 
any specialists in the sale of accident 
and sickness insurance and to date we 
are happy to say that we haven't devel- 
oped any specialists. We do not have 
one single case of an agent who went 


overboard for accident and sickness in- 
surance at the expense of his life busi- 
ness. 

“We have not found it at all neces- 
sary to put any brakes on the sale of 
accident and sickness insurance. Our 
club meeting qualifications are entirely 
on the basis of first-year commissions 
and our accident and sickness business 
eats at the same table with our life in- 
surance business. The commissions from 
accident and sickness insurance count 
100 cents on the dollar toward club 
qualification.” 

Discusses Claim Philosophy 

Mr. Dunning concluded his address 
with a discussion of New York Life's 
claim philosophy. “We have instituted 
a very liberal claim philosophy,” he said, 
“and by underwriting our applications 
carefully, we are quite sure that we 
are going to have the necessary under- 
writing profits to continue our liberal 
treatment of claims. We realize that the 
manner in which we pay claims is in- 
creasingly important today if we are to 
maintain and increase the good will that 
is necessary to the success of our com- 
panies. 

“We intend eventually to pay our 
claims through our many branch offices 
throughout the country. This should 
build good will with our policyowners 
as well as our agents by speeding up 
the payment of claims.” 





Broad Coverage 








GENERAL AGENCIES AVAILABLE 


to Experienced Accident and Health Men in the following States 


Delaware Indiana Michigan Ohio 
Dist. Columbia Kentucky Minnesota Pennsylvania 
Illinois Maryland New York Texas 
Wisconsin 
4 tn ty 


A COMPLETE NEW LINE OF 


ACCIDENT AND HEALTH - HOSPITAL - SURGICAL - MEDICAL 
Policies for Individuals and Families — Ages 1 Month to 65 Years 


NO INCREASE IN PREMIUM OR REDUCTION 
IN BENEFITS AT ANY TIME 


Non-Can for Term Premium Paid — Air Travel 
No Termination Age — Non Pro-Rating — 24 Hour Coverage 
On or Off the Job 


« 
LIFETIME ACCIDENT .................... 2 years non-confining sickness 
5 YEARS ACCIDENT...................... | year non-confining sickness—non-classified 
3 MONTHS ACCIDENT............... 2 months sickness for men and women employed— 


unemployed—housewives, etc. 


HOSPITAL 100 days—each accident or illness 
NURSE Al HOME... 100 days—each accident or illness 
MATERNITY 40 10 # il 

ty yO Up to 10 times daily rate 


PRINGIPAL SUM... $1,000.00 each member 


CISTATTS Ly, 






17 E. Prospect Ave., Mt. Vernon, N. Y. 
Mount Vernon 4-5580 


Liberal Benefits 








HEALTH COUNCIL IN CHICAGO 


Heller Is Named Chairman; Current Ac. 
tivities in Liaison Work With Doctors 
and Hospital Greups Reviewed 

The current activities of the Health 
Insurance Council in relationship to jts 
liatson work with doctor and hospital 
groups were reviewed at the spring 
meeting of the council in Chicago last 
week, Additional areas of activity were 
discussed and plans formulated to carry 
out further programs. p 

It was reported that more than 350,000 
persons are covered under the Wiscon- 
sin plan; 385,000 are insured by compa- 
nies participating in the Tennessee plan: 
and a substantial increase in persons in- 
sured under the Rhode Island plan was 
indicated. The newest surgical plan de- 
veloped by doctors in Cleveland and the 
Health Insurance Council, known as the 
Cleveland plan, was reported to have 
started in a very satisfactory manner, 

The programs of the Health Insurance 
Council in the hospital admissions field 
were reviewed and it was pointed out 
that hospital admissions plans are now 
operating in areas where upwards of 50,- 
000 persons reside. 

Ralph Heller, II, vice president, Pru- 
dential Insurance Co., was elected chair- 
man of the council for the coming year, 
succeeding John W. Joanis, assistant sec- 
retary, Hardware Mutuals. Alice Chell- 
berg, assistant secretary, American Mu- 


tual Alliance, was reelected secretary, 
The following were elected vice chair- 
men: James Andrews, Jr., director, 


health insurance, Life Insurance Associa- 
tion of America; L. A. Orsini, manager, 
group division, Bureau of Accident & 
Health Underwriters; and James R. 
Williams, assistant director, public rela- 
tions, Health & Accident Underwriters 
Conference. 


PLANS MADE FOR CONFERENCE 


L’Estrange and Denver Committee Ar- 
range Golf Tournament on First 
Day; Social Events Planned 
Plans are nearly complete for the 5lst 
annual meeting of the Health & Acci- 
dent Underwriters Conference to be held 
at the Cosmopolitan Hotel, Denver, May 
26-29, according to C. O. Pauley, man- 

aging director. 

Under the chairmanship of G. A. 
L’Estrange, vice president, United Amer- 
ican Life Insurance Co., the conference 
convention committee has scheduled four 
days of discussions centered around 
regulatory problems, agency manage- 
ment trends, claim and underwriting de- 
velopments, and social and political de- 
velopments affecting accident and health 
insurance. 

This year a golf tournament will be 
held on the first day of the meeting at 
famous Cherry Hills Country Club out- 
side of Denver. In past years the con- 
ference regularly held a golf tournament 
in connection with its annual meetings, 
but it was discontinued after the 1947 
Omaha meeting. In previous years when 
the golf tournament was held, the win- 
ner was awarded the Brackett Cup. The 
cup was donated for the annual confer- 
ence tournament by the Hoosier Casu- 
alty Co. in memory of C. H. Brackett, an 
officer of the company and first treasurer 
of the conference. 

The convention committee has sched- 
uled a luncheon for Tuesday noon at 
which an outstanding business executive 
will be the principal speaker. 

Wednesday evening there will be the 
traditional President’s reception and 
banquet. On Sunday, May 25, there will 
be a reception for early arrivals given 
by the Colorado Life Convention. Spe- 
cial activities are being planned for the 
women attending the meeting. 


MORE COMPANIES JOIN BUREAU 

Nine companies have recently associ- 
ated with the Bureau of Accident 
Health Underwriters, are as follows: 

Berkshire Life; Union Mutual Life; 
Employers’ Fire; London Life; Pilot 
Life; Standard Insurance Co.; Peerless 
Casualty Co.; American Guarantee & 
Liability; All-American Insurance Co. | 

Total membership in the bureau 1s 
now 77 companies. 
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GENERAL REINSURANCE GROUP 


Largest American multiple line market 
dealing exclusively in Reinsurance 


GENERAL REINSURANCE 
CORPORATION 


Financial Statement, December 31, 1951 
ASSETS 
Cash in Banks and Office . 
Investments: 
United States Govern- 
ment Bonds . 
Other Bonds. 


North Star Reinsurance 
Corporation Stock . 8,367,412.48 


Other Preferred Stocks 3,158,700.00 
Other Common Stocks — 11,319,102.94. 
OOM. 6 ct he | ee 
Balances due from Ceding Companies 
(not over 90 days due) 


. $ 3,824,513.66 


$20,861,520.07 
17,206,734.92 


33,659.78 
: 223,727.53 
. $64,995,371.38 


Accrued Interest oe 
Total Admitted Assets . 


LIABILITIES 
Reserve for Claims and Claim Expenses . $27,917,784.00 
Reserve for Unearned Premiums . 8.830,015.00 
Reserve for Commissions, Taxes and 
Other Liabilities . ars 3.855,305.47 
$ 5,000,000.00 


.  19,392,266.91 


Capital . 
Surplus . 
Surplus to Policyholders , 24,392,266.91 

rr Sy i 


Bonds and stocks owned are valued in accordance with the 
requirements of the National Association of Insurance Com- 
missioners. If bonds and stocks owned (other than stocks 
of affiliates) were valued at December 31, 1951 market quo- 
tations, Surplus to Policyholders would be $24,129,315.84. 

Securities carried at $5,860,697.30 in the above statement 
are deposited as required by law. 


Casualty ° Fidelity 


Surety 





. 


NORTH STAR REINSURANCE 
CORPORATION 


Financial Statement, December 31, 1951 

ASSETS 

Cash in Banks and Office . . $ 2,072,485.89 
Investments: 


United States Govern- 
ment Bonds . 
Other Bonds. 
Preferred Stocks . 3,225,300.00 
Common Stocks . . . 2,546,885.00 
MO foe ko be Gg a SO ine 
Balances due from Ceding Companies 
(not over 90 days due)... .. . 
Accrued Interest é 
Other Admitted Assets . 


Total Admitted Assets . 


$9,391,605.91 
8,810,780.62 


1,089,989.02 
106,514.66 
257,198.36 

. $27,500,759.46 


LIABILITIES 


$ 2,708,052.00 
14,964,298.00 


Reserve for Claims and Claim Expenses . 

Reserve for Unearned Premiums . 

Reserve for Commissions, Taxes and 
Other Liabilities . 

Capital . 

Surpls..) 4... . 


ete 1,436,314.02 
$1,300,000.00 
7,092,095.44 


Surplus to Policyholders 8,392,095.44 


Total. 


Bonds and stocks owned are valued in accordance with the 
requirements of the National Association of Insurance Com- 
missioners. If bonds and stocks owned were valued at 
December 31, 1951 market quotations, Surplus to Policy- 
holders would be $8,163,197.49. 

Securities carried at $544,138.32 in the above statement 
are deposited as required by law. 


Fire . Inland Marine 


Ocean Marine 





90 JOHN STREET, NEW YORK 38 


























